MATION AL YOICSs TRAOE 





Now...at the 
“heart of the shoe”’ 


, insoling 


Specially designed 
for Goodyear welt construction 


Pe tex Fiber Industries 


+ 
‘3 -. Beaver Falls, New York. 





A twe ity 9 ne jump 


salute to Gie nwood 


by HOWARD & FOSTER 


se, Superb interpretation 


of the light weight shoe in silk shantung 


S site to Howard & Foster, too, for their inspired styling of 
genuine Australian Kangaroo to create this smart new shoe 
fashion. A practical fashion it is, too, with light, strong 

and scuff-resistant Kangaroo used where those qualities count 
Any of our tanneries will be glad to send you 

working samples to try out your own fresh approach to 


the use of this finest of shoe leathers 


kangaroo 


William Amer Company «+ Surpass Leather Company «+ Zeigel, Eisman & Co. 





A thought for thé man onthe fitting stool: 








A POUND OF SHOE LEATHER 


costs more than a pound of Cadillac! 





When you sell a pair of shoes, tell 
your customer she has just bought 
America’s biggest dollar’s worth toda 


vg 
thik f (Fant 2. 


Brown Shoe Company 


. Louis... Makers of: Air Step + Buster Brown + Official Boy Scout Shoes 
sane Girt Scout Shoes «+ Life Stride *« Naturalizer + Pedwin +* Propr-Bilt 
Risqué * Robin Hood + Roblee + Westport 
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P cushioned 


arch suppe 










P cushioned heel 


Fleetwoods combine comfort, trim 
styling and long wear. Your customers 
like the way they feel, look and 
wear. You'll like the way they sell! 


Nationally advertised Tyer Fleetwoods 
will help you get your share —and more 


— of this tremendous market. 


Three distinctive styles... the Fleetwood 


Oxford, the Blucher and the Sandal. 


TYER 
ANDOVER, MASS., He 





i 
! P ' aie 1 
i TYER RUBBER COMPANY Footwear Division, Andover, Massachusetts BS-5 | 
; i 
I Gentlemen: Please send me the latest Tyer Price List on Canvas and Rubber Footwear, " 
' 1 
: 1 
i NAME STREET i 
: ) 
FIRM CIT) ZONE____ STATE ; 
L -_ << << oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee Oe ee ee ee ee Oe ewe we we em ee ewe ee ee s 
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\ ee “SUEDE can build-up our pairage,” the 
buyer told his merchandise man- 
ager. “I’ve got to have good sell 
ing stocks of suede shoes next 


. . ”” 
season, 


“ASK that well-dressed woman over there 





what she thinks about Fall shoes,” 
suggested the m.m. 








“DRESSY shoes for Fall mean suede to 


me,” she said. 
TAN-ART SUEDE KID now has luxuri 


ous texture and deep nap. The col 


oring is vivid. Everyone likes it. 


SUEDE KID TAN-ART CO., INC. divisionof G. LEVOR & CO., IN¢ 
Gloversville, N. Y. Tanners since 1876 
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YOUR CHILDREN'S SHOE 


an the 


profitable... 






An example of the 


buy-appeal of the big volume 
patterns included in Billiken’s 


Controlled Assortment is this 
nifty littl “dress-up” with 
its popular swivel-strap. 


Billiken Shoes are priced 
to retail profitably at 


$495 1. $7750 


Priced according to size 
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NET PROFIT 


80, 


Me) Ww \e):1: 


VOLUME CIRCLE © 





avy 


ee 





AND BILLIKEN’S 


CONTROLLED ASSORTMENT PLAN 


which offers you: 


1. All of the important patterns on which 80° or more of 
the volume is done in the children’s shoe field! 


With . 
yx The style, fit, quality and VALUE that get smmedziate sales 


action! Plus 


= An IN STOC K service that assures Vou dleonce delivers 
on all of these patterns—in sufficient size depth—needed to 
give you complete coverage of this BIG 80°. market circle! 


Yes... THIS is the PROFITABLE way to meet fit 
requirements promptly! No lost sales! Fast turnover! 
MAXIMUM RETURNS ON MINIMUM INVESTMENT! 


* Experien ¢ proves that 4 hoe sales is done on f 30°. of a 








dealer's line. Are you getting your share of that BIG 80%? If not, why not have a 
BILLIKEN representative call to tell you a// of the many fine features of BILLIKEN’S 
( ONT ROLLED ASSOR' MEN’! PLAN No obligat of to buy Just write tw 


BILLIKEN Division of Craddock-Terry Shoe Corporation, Lynchburg, Virginia 








“| WISH MY MOMMY 
WOULD BUY ME... 








C7) 


tance a me 


EBY SHOE CORPORATION EPHRATA, PA. 
NEW YORK CITY SALES OFFICE: 465 MARBRIDGE BLDG. 
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] ] easy ways to win customers 
and influence profits 








Capitalize on the fame of ENNA JETTICKS, 
one of the finest brand names in women’s 


2 


44 





top quality and smart styling at moderate 
prices. This outstanding combination is 


3 


f Y WV 
(25 | <\ 
4 ) 

| 

} p 

} | | 

; | 

1 | 

| 


national! run consistently in 


This builds 


advertising 
magazines and newspapers 





right to your door. You can sell them 








most efficient in the women’s industry, 











shoes. For over thirty years it has meant continually promoted for you through up valuable customer recognition, and 
5 6 

\ ; 

fw \ ' 

7 4 ’ 

G* |} 
a great co-operative newspaper adver from a stock of better than 1,000,000 pairs cuts mark-downs to 2.8% compared with 
tising set-up helps to bring customers at peak. This In-Stock Service, largest and 6.4% for average Downstairs and 9.6% 


for average Upstairs Show Departments* 





7 


Net profits are high, with $40.70 after 
mark-downs on $100 worth—about $8.30 
more profit than with the average line* 








You can go to town on FIT because ENNA 
JETTICKS come in a wide range of sizes 
and widths for almost every woman 






; Sik 


a 
7 









You can make big money on COMFORT 
ENNA JETTICKS construction 
and light flexibility are famous! 


cushioned 








You can count on big repeat business 
Customer loyalty for ENNA JETTICKS is a 
unique advantage of carrying this line. 

















95 $10) 
and 


Some Styles $11.95 


* Based on pr 





If you don’t carry a line that gives you this kind of dealer backing, write to us 


row sJottohs 


The Shoes You love To Live In 


DUNN AND McCARTHY, INC., Auburn, N. Y. 
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See Our New Fall Line 
Sheridan-McAlpin Hotel 
New York 
May 5-9 
Rooms 519-521 





WRITE FOR NEW 
CATALOG 


ALL MADE IN OUR MODERN FACTORY Prices slightly higher west of Denver 


MANUFACTURERS 


PARAGOULD, ARKANSAS 





SALES OFFICES: NEW YORK: 933-35 Morbridge Bidg., 47 W. 34th St . ST. LOUIS. 409 Silk Exchonge Bldg, 12th & Washington 
LOS ANGELES: M. S. Rifkin Shoe Co, Inc, 761 Se. los Angeles St 
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Lawrence 


KHHNAZA is tanned 


2 
Ly 
Keena by Lawrence is tanned twice to help you twice 
get more men’s shoe business. 
Keena is tanned first for sturdy wear and scuff- 
resistance, then again for mellowness and a lasting 


polished beauty. That’s why Keena by Lawrence ron | ) 


wears and looks better and that’s why it can 
build a better men’s shoe business for you. KHENA 
Other ‘‘tanned twice’ leathers are MELGO and 
FINA. A. C. Lawrence Leather Company, Peabody, a. the better part of better shoes 
Massachusetts. 
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THE FUTURE IS HERE... 




















NYGEN 


vinyl UPPERS 


> 
Les 


now, unlimited styling with greater ‘‘mark on" 


New Nygen vinyl is the shoe material of the future. It offers the 
popular price shoe field unlimited possibilities. Here, at 

last, is an upper material that permits reproduction of 
textures and animal grains in authentic detail never 

before possible. Nygen fabricates perfectly. . . has 
stretchability and forming features of natural hides 

without losing grain detail during lasting. 

Every yard is uniform in pattern, color and size 

to eliminate waste. For complete details 

about this new low-cost material write: 


THE GENERAL TIRE &2 RUBBER COMPANY 
TEXTILEGATHER DIVISION . TOLEDO 3, OHIO 


GENERAL 


PLASTICS 


& Rubbe 

















on | 
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GALLUN MILWAUKEE CALF 


the leather to help sell your shoes 


Fitting companion for exploring hallowed 
\ j halls shoes in traditionally elegant Milwaukee Calf 
f Inherent good taste from the tannery of Gallun almost 


one hundred years in the making 








; For prestige building leathers, be sure 

" to check the Gallun numbers in the 
catalogs of your leading suppliers 
A. F. Gallun & Sons Corp., 


Tanners, Milwaukee, Wisconsin 








OTHER FAMOUS GALLUN TANNAGES 


NORWE AN CALF « NORMANDIE CALF « CRETAN CALF 


v-139 








young mens manket you need 
ie FAST STYLING, 
TOP VALUE wid 

RIGHT PRICE 4... 






ns Se 


SHOES (@ ff FOR MEN 


buyls 


$895 to $1 495 most styles 














(304, ood 
looking new version. of 
traditionally popular saddle 
hoe in natural shay 
ind black smooth leather 
Black composition sole 
ind heel (Also 
tilable in grey hay and 


black smooth.) 














THE 









INFLUENCE 

IN STYLING 
OF MEN’S 
STREET SHOES 
Le 








Styled along Florentine lines this modish 
oxford-type will find ready acceptance with men 


M A D | P O 5 S J B L E who appreciate styling and demand comfort 
AND PRACTICAL BY 


SHUGOR 


Fine Italian-styled shoes are 









Another masterpiece, adapted from the Italian 
artists by the SHUGOR Taylor, 1s this 
man’s casual oxford-type. SHUGOR beneath 


the shirred throat insert activates fit and 






( omfort : 










the inspiration from which the 
SHUGOR Taylor has designed 
these two sure-fire creations 
SHUGOR cleverly concealed 


behind the gathered tongue 













makes comfort and fit a 


( ertainty 


— nines 


TAYLORED -TO-FIT (7) 


THOMAS TAYLOR & SONS 


HUDSON, MASSACHUSETTS 








1947 Thoe " r, & 
Coys 957 Thon Tay 7 


SPECIALISTS SINCE 1864 IN THE ART OF WEAVING HIGH-GRADE NOT IC HOE GORI! 








Save up to 1c a pair 
with the Built-in Luster of 


URALENE 





Because Duralene White is a com- 
plete finish for smooth leather shoes, 
not just a uniformer, ragging, brush- 
ing, or spraying for luster is elimi- 
nated and users report savings of 
from !.¢ to 1¢, and more, per pair. 

Available in bright, medium, and 


RA EN % Aproductand registered trade 
mark of the B. B. Chemical Co 








WHITE FINISH 


semi-dull, Duralene White Finish is 
easily applied with brush or sponge 
The new white DURALENE 
finish is highly water resistant and 
produces extremely uniform cover 
age. Because of its durability, there’s 
an added plus for your customers 


DISTRIBUTED BY 


United 


surface dirt is easily removed by the 
wearer with a damp cloth 

Try the revolutionary Duralene 
White Finish on your smooth leather 
shoes for improved appearance and 
get the built-in bonus of substantial 
Packing Room savings 


SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 














Help Yourself 


to MORE 


juvenile SALES ‘|: 
_— \ $l 







i s ee rs 
> .. ? : 
io 
{ 
with 


Little Yankee Shoes 


The COMPLETE line for growing feet 
They offer FIT..FASHION..WEAR and solid PROFIT 





MARBRIDGE BUILDING 
See the | Rooms 449, 451, 453 


NEW FALL LINE at. 47 West 34th Street, New York 
| May 5 thru 9, during P. P.S.S. A. 








The Yankee Shoemakers, Div. of Sam Smith Shoe Corp., Newmarket, New Hampshire 











In line 
after line... 





shoes using [ABR/cshon 
are bread n butler items! 


ASK THE PEOPLE WHO USE IT! 
Manufacturers report continual increases 
in annual sales ... year after year... 
for shoes featuring FABRIcushon foam- 
fabric materials. This proves that style 
plus “foam cushion” comfort creates re- 
peat sales. 


NEW STYLES NEW SALES 
APPEALS are possible in all types of 
footwear with FABRIcushon materials. 
Records show that dress shoes, casual 


boots have become “bread 'n butter” 
items with the help of FABRIcushon 


THE MOST COMPLETE FOAM.- 
FABRIC LINE available to the industry, 
FABRIcushon products can be supplied 
in a variety of ready-to-use combina 
tions for linings (vamp, counter, sock 
and insulating) . 
bottom fillers. 


CAPITALIZE ON PROVEN BUYER 


cushion insoles 


DEMAND ... 


try KENDALL FABRI- 


shoes, slippers, safety shoes and hunting cushon in your shoe lines! 


THE ih | » aA Ld y z { COMPANY 


FOR SAMPLES AND PRICES on FABRIcushon shoe Andrews-Alderfer Division 
materials, write today, or call your nearest representative 1031 HOME AVENUE, AKRON 10, OHIO 


< & & 


Representatives: BOSTON. Continental Textile Corp. NEW YORK. Eastern Foam Fabric Co. CINCINNATI 
Scott Seles Co. LOS ANGELES. Herman Schliobohm Foom Rubber & Plastics Co 








M. Hole Co. NASHVILLE Robert Po ST. LOUIS. Geraid DO 
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Weather-styled footwear for the whole family .. . 


assuraneé of fit, comfort and quality in every pair. 


That’s CONVERSE, turn-stile to weatherproof profits 


for you this coming season. 


Visit us at the P.P.S.S.A. 
HOTEL NEW YORKER — ROOMS 1439-1440-1441 
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halter passes under your arch, 
where goring keeps the strap up, 
the shoe on 


’ 
ATTACHES 
... the halter that can’t falter 


Faithfully, unfailingly, it clings to your heels like a hungry 


puppy... this slimmed down, trimmed down halter that 
fits and flatters like no other halter made . . . absolutely 
secure. A real foothold on fashion . . . seen here on bright 


young styles with all the spirit of Spring. $895.19296 


*U. S. Pat. Pending 


es 
- 


\. 


| } 












Lig & wn 


SANDIER 


OF BOSTON 





CONTACT 


TRAVELMASTER 
SHOEMAKERS, INC. 


B Street 


Needham Heights 94, 
Massachusett 


for licensed use of 
this name and process 


at a very nominal fee. 








soft as a sunset 


and just as colorful 


WOLVERINE 
man-styled PIGSKIN cacuale 


Strikingly new and vibrantly colorful! Wolverine 

Pigskin Casuals, in new Holiday hues, unlock the rich color 
market in footwear, Light weight, soft ’n easy to wear, with 
the feel of velvet, they create extra pairage sales. Join 

the rising tide of footwear fashion, send now for 
information and prices on revolutionary 

Wolverine Pigskin casuals. 

In stock most styles retail at $9.95 


WOLVERINE 


dress « work e fieid « leisure 
ROCKFORD, MICHIGAN 
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“Undoubtedly, The Weakest 










y 


= es: 


“Undoubtedly, the weakest link in the mechanics of 
retailing today is the selling staff.” That opinion was 
voiced by Tom Mendelson, executive director of the 
Youth Fashion Guild to the retailers assembled at the 
recent N.R.D.G. 
further: 

“In fact, selling seems to have become a lost art. More 
sales are lost because of lack of trained sales people 
than can be obtained from a high-powered ad. What 
effort and money spent on 
buying for it, ete.. 


A. convention. He went on to say 


a complete waste of time, 
fixturing it, 
lost because 


setting up a store, 
only to have sale after sale untrained 
and consequently, disinterested sales clerks are given 
the task of selling when they are not equipped to 
handle the job. 

“The average retailer continually lives in hope that a 
miracle will occur and that a topnotch sales person 
will appear at his door, hat in hand, looking for a 
job. Well, | am afraid that the age of miracles has 
passed, but I am unwilling to accept the thesis that 
the people of today cannot be trained to do a better 
selling job. 

‘Sales training is your responsibility, 
distribution methods and selling patterns in the days 
ahead will serve to separate the men from the boys. 


and changing 


The chains and the cut price discounters are here to 
stay, in one form or another. Yet. there is still room 
for the smart merchant whose operation is predi 
cated on the three ‘S’s’——selectivity. 
“Set up a simple training program now. 


Make 


as possible. 


selling. 
Hold weekly 
sales meetings. them as interesting and in- 
formative Train your sales clerks to 
-ell and watch those profits mount. 


service, 


“Because all of us like to be recognized and made to 
feel important. make yours the store of friendly 
-ervice in your city. Build a reputation for personal 


zed service, better service and service with a smile.” 


?. rs " ss er ; 
Publisher 
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VAISEY-BRISTOL 


NEWS 


‘ ¢ 


Ye 
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OUR NEW FALL LINES 


Ready to Show! Ready to Go! 


JUMPING “U4CKS” 


ORIGINALS 





Little shoes for BIG 


BUSINESS! The 





famous and patented shoes with the cylin- 


JUNIORS 


Newest styles for little 


drical one-piece sole and heel. 


flexible conventional shoe 


SENIORS 


tots in 





a more 


An extended line of kid-tested styles that 
are all the go in the young set. 


EL 


Pretty and profitable! 
dress-up shoes for little girls 





array of new 


See them at the 


( olors 


Perfection fit in 


Comparatively new 
well accepted in a trend-setting 


and 


Shoe Show nearest you... 


Dallas, May 5-8 
New York City, 
Atlanta, May 5-8 

Seattle, May 18-2] 


May 5-9 


Los Angeles, May 12-15 


VAISEY-BRISTOL SHOE CO. 
MONETT, MISSOURI 


Or see ar, 
———e 
them in your 2S, 


own store... your 
JUMPING-JACKS 
man 18 on 


his way! 





but already 


new 









leathers. 








































MAY 10—JUNE 8 


IS PROFIT 
TIME 
FOR YOU! 


It’s “P-F” TIME, the annual 
time to build your profits with 





I'm “Swifty Flyer” — 


your “‘P-F” salesman 


extra promotions featuring 
“P-F”’ Flyers, canvas shoes for 
active youngsters. Take 
advantage of the sales-building 
materials on the next page and 
get set for the best 

“P-F”’ year yet! 


*Posture Foundation 


Canvas Shoes are made only by 
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PF” TIME 


“4 Me 
J the only canvas shoe sponsoring 
THE MICKEY MOUSE CLUB, TV SHOW. 


No other canvas shoe is on the Mickey Mouse Club 
Show. Take advantage of this great promotion and 
get your share of the profits! ““P-F’’ canvas shoes 
are advertised in 142 TV Markets coast-to-coast, 
reaching 97.5% of all TV homes. 


‘PP’ voint-of-sale displays fea- 
ture attractive and effective tie-ins 
from THE MICKEY MOUSE 
CLUB for extra sales incentive. 
Complete “P-F”’ TIME point-of- 
sale kits are available to you at no 
cost. Let them work for you! 


Be Bihan 


oy 
oh 


PF” cLACKERS an exclu- 


sive premium to bring kids into 
your store. Re-order now to have 
a full supply on hand. Place your 
order with our nearest branch 
office. Only $10.10 per box of 
250 postage prepaid! 


B.EGoodrich and Hood Rubber Company Watertown, Mass. 
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nothing 
clinches 


AS * 


a sale 
like 
the 


bc Emu 


$5 -$6 Shoes 


Blue Bonnet Shoe sales continue to snowball. 1. Because Blue Bonnets 


offer every fine quality feature of shoes selling up to $2.00 more a pair. 2. Because 
Blue Bonnets fit better than any other shoes in their price range. COMPARE. 


IN STOCK FOR IMMEDIATE DELIVERY 


See the New Enlarged Blue Bonnet Line at PPSSA 
Rooms 516, 518, 520 + Hotel McAlpin 


BLUE BONNET SHOES, INC., MANUFACTURERS . 5 FRANKLIN STREET, LAWRENCE, MASS. 
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NEOPRENE SOLES 


add comfort and extra wear 
to stylish safety shoes by 


Stvlish enough for social occasions, but di ONLY NEOPRENE SOLES GIVE YOU THIS 


signed for rugged wear, these good-looking BALANCED COMBINATION OF PROPERTIES 
Ortho-Vent Safety Shoes feature a cleverly 
once ( on Ire reated w ° ° . 
concealed steel toe, dress uppers treated with @ Resistance to oils, greases and acids 
Quilon’*, soles of tough neoprene. 
: @ Resistance to flex-cracking — even at freezing temperatures 
t il o } \¢ Orrosive ; j i 
Neoprene resists oil, grease, even Corrosis @ Resistance to softening — even in extreme heat 
liquid Neopren ole take extreme ol R P Mm : hi , 
@ Kesistance to abrasion, c n 
he it ow ithout oftenin Or lo ing their trim ~~ 'iPPINg 


hay They are crack-resistant even at low 
E. |. du Pont de Nemour 


temperatures... tand up to tbra lon \ < Qs-itiee' 
scufling without 1 ¢ hip crach or teal \ t Elastomer Chemicals Dept. BS-5 
Wilmington 98, Delaware 


issure solid comfort and long wear. 
booklet 


you 


Neoprene pror id those want | extra 
Better things for better living . 
ol COl ifort durabilits ind 1} >y Pahice in qual ... through chemistry . 
itv work and safety sho« Phis Du Pont syn 


‘ i P 
thetic rubber will i] ng te uch NEOPRENE f 


Name 


\ » Idi 
to your line — made by Du Pont Add 


» * for 25 years City 


Du Pont’s trademark for its chrome comple 


FOR THE FULL STORY OF NEOPRENE SEND FOR THIS FREE BOOKLET 








IN UNIFORM SHEETS 


“ROM THE WORLD'S LARGEST PRODUCER OF SHOE SOLING MATERIALS 


F 








on the feet 


... With the luxury feel 
that adds sales appeal! 





EVERFLEX by Biltrite is the lightweight sole that cuts costs 
while it adds a selling ''plus''! Here's the lowest cost 
lightweight resinous soling on the market. 
The supple flexibility and remarkable lightness are 
instantly apparent, giving shoes that special ‘extra touch 


of quality" that helps you sell. With all its marvelous 


lightness, EVERFLEX is durable, too... helps build sales! 


AT THE PPSSA—ROOM 1442-43—HOTEL NEW YORKER 
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AMERICAN BILTRITE 


RUBBER COMPANY 


CHELSEA 50, MASS. 


Warehouses: 4464 District Boulevard, Los Angeles — 1010 Gratiot Street, St. Louis 


In Canada: American Biltrite Rubber Co. (Canada) Ltd, Sherbrooke, Que 








PERFECT FIT 


for the continental 





Sure, the low-top lines are stylish 


and light in weight, too. But they demand a lot from a counter 





Perfect fit and adaptability 


always important in a counter 





more so in light weight, flexible styles 


A good counter keeps the shoe on the foot where it belongs 


Good Counters Sell More Shoes! 


Ask your manufacturer for shoes with Lefatex Counters. 


GEORGE 0 


BRIOGEWATER «© MASS 


leather fibre’s first name. 


























J & K Buys Selby’s Arch Preserver Line 





Acquisition of Selby Factory Building by the Williams Company Re- 


moves Last Stumbling Block to 


PortsMouTH, O.—Julian and Ko- 
kenge Company, of Columbus, an- 
nounced it has reached an agreement 
for the purchase of the Selby Shoe 
Company Arch Preserver and for the 
manufacture of the line here. 

The sale price was not disclosed, but 
Rockwood & Company, of Brooklyn, 
N. Y., successor to Selby, has been 
asking $250,000. 

Julian & Kokenge will lease 100,000 
square feet of the 450,000 square feet 
of the plant purchased by the Williams 
Manufacturing Company. Sale price 
of the plant machinery and real estate 
totaled $1,250,000. 

The Arch Preserver line was the 
highest priced and best selling Selby 
line. Five others remain to be sold. 

Gloom, which settled over the com- 
munity with announcement by Mr. 
Chaitlen that the firm would cease op- 
erations, May 1, unless a buyer for the 
“going concern” was found prior to 
April 28, was dispelled partially when 
purchase of the extensive factory 
buildings was announced by Blaine E. 
Matthews, president of Williams Manu- 
factory Company, makers here of lower 
priced lines of women’s footwear. 

Mr. Matthews said Williams will use 
some of the Selby space for shipping 
and warehouse facilities, so that the 
warehouse space in the crowded Wil- 
liams plant can be given over to pro- 
duction and increased employment. 

Mr. Matthews’ announcement that 
space will be made available for any 
firm wishing to continue making of 
Selby lines brightened the local indus- 
trial picture. Since January, Julian 
& Kokenge had been negotiating with 
Rockwood officials but the purchase of 
the building as part of the deal was 
said to be the big stumbling block. 

With all real estate in new hands, 
Chamber of Commerce leaders were 
hopeful of reviving interest of J & K 
in the purchase and continued making 
here of the famed arch-preserver line. 
Should such a transaction materialize 
J and K would use about 800 of the 
present 1,500 employes of Selby. 

Other firms which had shown inter- 
est in the purchase of other Selby lines 
and patents, Trupoise, Style-Eeze, 
Ground Gripper, Cantilever and a juve- 
nile line, are being contracted since the 
change in the real estate picture. 

Consolidated controls corporation of 
Dayton, O., with new local capital, an- 
nounced purchase of the government 
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Purchase by Julian & Kokenge 


This unit 
S. Air 


contract division of Selby. 
makes crash helmets for the U. 


Force. Much of the work is on sewing 
machines with 30 employed. Present 
space and machinery are to be used 


under lease. 

Harry Deist, with Selby nine years, 
is vice-president and_ secretary in 
charge of manufacturing for the new 
firm. Joseph N. Donohoe, Selby secre- 
tary who is also in charge of foreign 
sales, is to be liaison man between 
Selby and the Government Contract Di- 
vision on uncompleted contracts cover- 
ing 11,000 helmets and parts. 


Also announced was the sale of 





the Selby retail store in this city 
Buyers are Russell Peterson, with the 
Selby sales force for 32 years, and 
Seth Gaffin of New York City. Mr 


Chaitlen continues efforts to dispose of 
the Selby retail unit in Miami, Fla. 


—_———. 


Don’t Overextend Credit, 
Warns NRDGA President 


New YorKk—Retailers were told they 
were playing with a dangerous expedi- 
ent by extending consumer credit. 

The assertion was made by Richard 
H. Rich, president of Rich’s, Inc., At- 
lanta, and president of the National 
Retail Dry Goods Association. 

Mr. Rich said if stores did not “dis- 
cipline” themselves, “the Government 
will inevitably impose its influence. .. .” 
He says retail stores should limit credit 
terms to two years. 





Brown Shoe Consolidates Two Divisions 





JOE E. BRADLEY 


St. Louis—Brown Shoe Company 
has announced a major expansion and 
reorganization of its Life Stride divi- 
sion by consolidation with the Westport 
division, effective on May 1. 

Joe Bradley, general manager and 
sales manager of the Life Stride divi- 
sion, stated in the announcement that 
“Life Stride’s new expansion program 
will increase its sales territories to 26, 
allowing for more concentrated sales 
effort in the rapidly growing budget 
fashion market.” 

A sizeable increase in the casual] and 
flat segment of the Life Stride division 
will result through consolidating the 
Westport brand with the Life Stride 
division. This group of shoes will be 
sold and advertised as Westports by 
Life Stride. 

Ted F. Schroth, general manager of 
the Westport division, will join Mr. 


TED F. SCHROTH 


Bradley to assist in the direction of 
the expansion program for Life Stride 
A majority of the Westport salesmen 
will join the enlarged Life Stride di 
vision sales force. 

The dress shoe line, including pat- 
terns with outside heels down to 14/8, 
will be branded Life Stride. All wedge 
heel casuals in all heel hights and all 
flats with heels under 14/8 will carry 
the Westports by Life Stride brand. 

Sales of the Life Stride division for 
the six months ending April 30 were 
running well ahead of the same period 
a year ago, the company bulletin re 
ported. The largest national advertis- 
ing campaign ever placed behind any 
brand in the budget fashion market wil] 
be presented to the division’s retailers 
Presentation of the campaign plans 
were to start after the Fall, 1957, sales 
meetings in St. Louis just ended. 






































Thom McAn Elects Two Vice-Presidents 





ROY S. FOGAS 


New York—Roy S. Fogas and Rich- 
ard H. McCarthey have been elected 
vice-presidents of the Thom McAn di- 
vision of Melville Shoe Corporation, it 


was announced by Lester R. Fallon, 
president of the division. Mr. Fogas 
has also been elected a director of 
Thom McAn 

Mr. Fogas has been director of oper- 
ation of Thom McAn family shoe 
tores since 1947. Mr. McCarthey has 
been director of operations of Thom 


stores since 1950. 
a native of Indianapolis, 


McAn men’s and boys’ 


Mr. Fogas, 


bevan his career with Thom McAn in 
1927 as a salesman at a Thom McAn 
tore in his home town. Subsequently 


he managed Thom McAn stores in In 


diana and Kentucky. He became a dis- 


RICHARD H. McCARTHEY 


trict director with the company in 1937 
and later assumed his present duties 
in New York City. 

Mr. McCarthey joined Thom McAn 
in 1931 as a salesman in his home town 
of Utica, N. Y. He became manager of 
a Thom McAn Buffalo and 
in 1937 made a district director. 
He was appointed assistant director of 
operations for Thom McAn men’s and 
boys’ stores in 1948. 

Thom McAn operates more than 750 


store in 
was 


shoe stores in over 400 cities in 43 
states. Of these, some 200 are family 
shoe stores offering shoes and acces- 
sories for men, women and children. 


Approximately one new Thom McAn 
family shoe store is being opened each 
week, 





Wigginton Has Program to Combat Slim Shoe Profit 


NASHVILLE, TENN.—In an address, 
“The Steps We Take,” Matt S. Wiggin- 
ton, vice-president, General Shoe Cor- 
outlined a counter-offensive 
for overcoming some problems presented 


poration, 


by the woefully narrow profit mar- 
yin in which retail shoe selling is 
being conducted today. 

General sales meetings of the cor- 
poration were held here in the Andrew 
Jackson Hotel. 

Mr. Wigginton presented figures 
which showed that gross margin had 
narrowed in the last several years in 
department stores, men’s wear and 
shoe store operations, while the cost 


of services had climbed tremendously. 


It is axiomatic, he said, that the 
profit margin, now dangerously low, 
will continue to narrow unless the 
margin is increased, 

He said department stores were 


their problem by 


what they call “controllable margin,” 


recognizing service 


which is what remains on a particu- 
lar merchandise category after di- 
rect selling and buying expenses, ad- 
vertising and delivery costs are 
deducted 

Since, he said, gross margin can- 
not be separated from costs of ser- 


vicing merchandise, Mr. Wigginton in- 
troduced the term, “available margin,” 


30 


said was 
for the 


expenses 


which he 
available 
operating 
service 


the only figure 
payment of general 
and profit. Some 
industries, he said, had in- 
their margins by increasing 
prices 50 per cent or more in the 
last five years. He said he was not 
uggesting that shoes at retail be 
the same but 
that the come 


creased 


raised in proportion, 


he believes day will 


when necessary service costs in a high 
ervice item like shoes are included 
in the “cost of goods sold.” 

In the meantime, he said every seg- 
ment of the shoe industry would do 
well to accustom itself to the con- 
sumer’s ready acceptance of the 
climbing price situation and his full 


expectation of paying more for mer- 
chandise in 1957. Studies made _ re 
cently by the University of Michigan 
show this to be clearly the case. 

The necessary steps to be taken in 
view of all these facts, according to 
Mr. Wigginton, were 


(1) “Find out what the customer 
wants and have it.” 

(2) Tie the profit situation to 
“want creating items.” 

Mr. Wigginton differentiated  be- 
tween “need” shoes and “want” shoes. 
He said the sales potential in the 


latter was the key to improving the 


profit picture for the retailer because 


the percentage of total sales can be 
pushed in this category and, at the 


same time, it can 
out contention 


with- 
the consumer. 


be traded up 
from 

To make this program work, he said 
the retailer must control the brand 
within a given area because his extra 
profit margin “want 
items.” 


lies in creating 

Other steps for improving the pic- 
ture, he said, were buying in volume 
to take advantage of discounts; a 
sharper guard against duplicating 
lines and a marked growth in the re 
order habit to give customers the 
merchandising service to which they 
are entitled. 

Mr. Wigginton outlined “what our 
better customers do, the ones that 
make money on our merchandise and 
buy it and sell it,” as 

(1) They buy merchandise in depth 
and don’t permit competition in the 
grade, 

(2) They control the brand within 
reasonable limits and _ price 
creating items” at a profit. 

(3) They re-order once or 
twice a week and phone 
most important customers. 


“want 


even 


for their 


PPSSA Weighs Future Use 
Of N. Y. Trade Show Building 


New YorK—The Popular Price Shoe 
Show of America is considering the 
of the New York Trade Show 
Building to house exhibits in addition 
to those at Hotels New Yorker and 
Sheraton-McAlpin, according to Max- 
well Field and Edward Atkins. 

All PPSSA’s exhibitors are being in- 
vited to inspect the building for pos- 
sible use at the December, 1957, PPSSA. 
Invitations to check the building’s fa- 
cilities during the week of May 5-9 
are being sent to PPSSA exhibitors. 
At that time, they will be able to re- 
quest for next December. 
Final decision will be made by the 
PPSSA Joint Industry Committee by 
July 15, as to whether the new facil- 
will be designated and how the 
building would be used next December, 
according to PPSSA co-managers. 

The New York Trade Show Building 
offers about 200 new sample rooms 
with modern display equipment. The 
entire building is air-conditioned and 


use 


space use 


ities 


has been renovated at a cost of $2,- 
500,000. Each room has daylight flu- 


orescent lighting and all rooms are on 
a main aisle. There is telephone switch- 
board service, and a glassed 

for display purposes in each 


window 
room. 


IS Meeting May 4 


Boston—-A national meeting of the 
officers and board of directors of Inde- 
pendent Shoemen will be held Satur- 
day, May 4, at the Hotel McAlpin, New 
York City. Approximately 60 officials 
of the organization are expected to be 
present, an announcement said. 
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New York Office Clinic Tops at Box Office 


New YorK—A registration of 180 
delegates at the New York Accounting 
and Office Management Clinic—the St. 
Louis regional clinic was scheduled to 
follow several weeks later — exceeded 
all expectations according to the Na- 
tional Shoe Manufacturers Association, 
sponsor of the event. 

Merrill Watson, executive vice-presi- 
dent of the association, prophesied, 
“The success of this... clinic indicates 
that future programs will attain the 
stature of a small shoe Factory Man- 
agement Conference in the years 
ahead.” 

One of the high-points of the clinic 
was the presentation, “Integrated Data 
Processing by a Small Shoe Manufac- 
turer,” by A. J. Romero, vice-president 
and treasurer of Kushins, Inc., Santa 
Rosa, Calif. 

When government controls relaxed 
in 1946 and resulted in the change 
from a seller’s to a buyer’s market, 
heavy competition imposed the rigid 
necessity for reducing costs and in- 
creasing efficiency. The answer to this 
problem was considered to be the mech- 
anization of procedures by use of 
punch-eard tabulating equipment. 

The system was first applied to 
Shipping and Billing, said Mr. Romero, 
with gratifying results, then, progres- 
sively, Inventory and Finished Goods, 
Production Control and Inventory of 
Raw Materials were added to this me- 
chanical accounting procedure. 

After a year in use, though his com- 
pany’s computer is valued at nearly 
$100,000, he said it was now regarded 
as essential operating equipment. 

Time-saving was only part of the 
benefit his company derives from use 
of the Univac computer. He said nu- 
merous reports and analyses, which 
would otherwise be economically un- 
feasible, are a by-product. He said the 
machines give full control over the en- 
tire order fulfillment-production-mar- 
keting cycle. 

“Automation in the factory must be 
matched with automation in the office,” 
said Mr. Romero. “Those organizations 
which utilize these means will be in an 
advantageous position for the future.” 

Kushins, Inec., with 150 employes, 
has a daily volume of 1,500 pairs of 
work shoes and boots and annual sales 
of more than $2 million. It was be- 
lieved by many at the clinic that a 
set-up in integrated data processing 
similar to the one employed by Kushins, 
Inc., was within the reach of smali 
shoe manufacturers. 

S. L. Slosberg, president of the 
Green Shoe Manufacturing Company 
and past president and honorary chair- 
man of the board of the National Shoe 
Manufacturers Association, told the 
meeting a speed-up with machine ac- 
counting was necessary, but that after 
that first step an office management 
man “must act as an interpreter to 
management by translating those fig- 
ures into what they mean for the fu- 
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ture. You know we are human enough 
to dislike being jolted out of a com- 
fortable seat. We tend to travel the 
same road as long as nobody puts a 
roadblock in front of us. Let somebody 
put up a few danger signs and we take 
notice. As I see it, your job is not only 
to get the figures and facts together, 
but also to make them talk and to see 
that they say something to manage- 
ment.” 

Hans Friedberg of Golo of Dunmore 
led the panel discussion on “Controlling 
Purchases of Materials, Supplies and 
Machine Parts.” L. K. Oliphant of 
Commonwealth Shoe & Leather Com- 
pany moderated the session about ‘“Re- 
quirements for Effective In-Stock Con- 
trol.” 


Rand Says No Fall Rise 

Sr. Lours—Henry H. Rand, president 
of International Shoe Company, an- 
nounced that there will be no increase 
in shoe prices on the new fall lines 
produced by the company. 

Speaking in advance of the opening 
of the St. Louis Shoe Show, Rand 
pointed out that costs of materials and 
manufacturing 
The com- 


supplies used in shoe 


have remained fairly stable. 


pany’s chief labor contracts, which 
were instituted two years ago, will 
also remain in effect until late fall. 


’ 


“In a few instances,” the shoe execu- 
tive explained, “prices have been ad- 
justed so that the retail merchant could 
obtain a profit on 


some particular items.’ 


more satisfactory 


’ 





Accent Suit Pump Featured 
In Airport Building Display 


A? 





The "Madrid," a suit pump by Accent of 
International Shoe Company, is currently 
featured in the firm's display case lo- 
cated in the main concourse of the St. 
Louis Municipal Airport building. A 
world globe, denoting travel, rotates at 
one end of the display, while swatches 
of fabrics suitable for coordination with 
the "Madrid" are projected at the other 
end. The “Madrid,” which combines 
smoke gray kidskin with lighter gray 
calfskin, was a former Shoe of the Month 
of the Shoe Fashion Board of St. Louis. 

























U. S. Aid to Shoe Industry 
Threatens to Halt by June 30 


WASHINGTON, D. C. 
assistance to the shoe and leathe 
trades will come to a complete 
June 30 unless the Senate votes ope 
ating funds which have been denied by 
the House of Representatives. 

The House, in a broad economy drive, 
has voted to terminate all 25 industry 
divisions in the and defense 
services administration, U. S. Depart 
ment of Commerce. The leather, shoe 
and allied products division is one of 
these 25 industry divisions. The total 
appropriation needed to operate these 
25 divsions for the 12-month period 
starting July 1 is about $3.5 million, 
all of which has been stricken from 
the proposed budget by the House. 

The money bill is now before the 
Senate. There is a reasonably good 
chance that the Senate will ultimately 
vote the necessary $3.5 million, but a 
sizeable block of deter 
mined to trim not only this $3.5 mil 
lion but also many other proposed ap- 
propriations for other government 
functions. 


Government 


stop 


business 


senators 18 


Dow-Corning Franchise 
For Last-Releasing Agent 
Sr. Lours—Gerald D. Scott, of 
old D. Scott Sales Company, ha 
given the exclusive franchise to handle 
Slipicone, a Dow-Corning Chemical 
Company product, in the shoe industry 
the many chemical 


Ger 
been 


Slipicone, one of 
compounds which has a silicone base, 
is not a new product, but its uses in 


shoe manufacturing have only recently 


been discovered. The product is pri 
marily a non-toxic releasing agent. The 
ointment is used to coat lasts so that 
hoes slip off reportedly easier, thereby 


helping prevent breakage and leather 
damage. 

Used on lasts, Slipicone renders them 
moisture - resistant, the report con 
tinues, so that on damp and muggy 
days releasing will be easier In the 


cutting room, the product is designed 


for application to clicker dies to keep 


them clean and avoid residue on them 
Application of the product on the edge 
build-up cement 


of rollers prevent 


from adhering firmly to the rollers, the 
report adds. 

According to Mr. Scott, the product 
has a constantly increasing list of uses 
in shoe manufacturing. It is available 
in ointment or spray form. 


Textileather Patent Ready 


ToLepO—The Textileather division of 


the General Tire & Rubber Company 
said Tolex Patenel, a vinyl] patent in 
weights for shoe uppers, lining and 


stripping was now ready for delivery 
The announcement was made by T. P 


Jargmann. Mr. Bargmann said Pat 
enel reduces cutting losses because it 
has a uniform 54-inch width. The rol! 


about 26 yards doubled, or 52 


total. 


size is 
yards 








Amalgamated Leather Halts Merger Talks 





Merger or Not, However, Company Will Not Liquidate Amalgamated 
Officer Declares; Seeks to Develop Business in Specialty Leathers 


WILMINGTON, DeL. — Efforts by the 
Amalgamated Leather Company to 
merge with another company in order 
to improve its position and thus avoid 
the delisting of its stock on the New 
York Stock Exchange has failed, it was 
disclosed by John F. Bishop, Amalga- 
mated executive vice-president. 

Mr. Bishop said his company had 
carried on negotiations with the Gen- 
eral American Industries, Inc., with a 
view toward the latter’s help in lining 
up a merger prospect. General Ameri- 
can Industries is a former tanning 
company that has diversified its opera- 
tions. Mr. Bishop said no merger of 
Amalgamated and General American 
was ever contemplated, however. No 
agreement could be reached in these 
negotiations. 

Amalgamated succeeded once before 
in getting a postponement of the Stock 
Exchanges decision to delist the firm, 
but little chance for a repetition had 
been held out in the meeting of the ex- 
change’s board of governors to con- 
sider the question late last month. 

Delisting is considered when a com- 
pany’s net assets or the market value 
of its stock falls below $2 million, or, 
when during the preceding three years 
its earnings after taxes have averaged 
less than $200,000. 

In 1956 Amalgamated had a net loss 
of $46,003, and an aggregate net loss 
of about $42,000 over the last five 
years, according to Gordon B. Blatz, a 
vice president. 

The leather company reported a net 
profit of $24,965 for the first six 
months of 1956 though it suffered a 
loss for the full year. Mr. Bishop said 
the company’s sales for the year would 
be about equal with last year’s figure 
of $5,465,711, though he declined to 
estimate earnings. 

Mr. Bishop said he expected Amal- 
gamated to remain in the leather busi- 
ness even if it could not arrange any 
mergers. He said the company was 
practicing many economies and said 
also that about a third of its output is 
now on a contract basis, which, he 
maintained would reduce overhead, 
though the profit margin is slight. 

The tannery is now operating at 
about 80 per cent of capacity. It tans 
goatskins and reptile leathers used in 
women’s and children’s shoes. Mr. 
Bishop said the company was trying to 
develop profitable specialty leathers. 


At the organization meeting of Amal- 
gamated’s board of directors, Mr. 
Bishop was elected executive vice-pres- 
ident—he retains his treasurer’s post— 
and William Blatz, Jr., was elected sec- 
retary. All other officers were re- 
elected. 


32 





Shoe Chain Stores Start 
Research on Credit Selling 


New York—The board of directors 
of the National Association of Shoe 
Chain Stores has authorized a special 
research project on credit selling in 
shoe chain stores, it was announced by 
Edward Atkins, executive vice-presi- 
dent. 

Manfred I. Behrens, Jr., has been 
retained as consultant to the associa- 
tion to conduct the study. Mr. Behrens, 
formerly president of Ludwig Bau- 
mann-Spears, New York, lecturer and 
writer on credit selling, is recognized 
as an authority in the field. 

The study will deal with the eco- 
nomic feasibility of consumer credit 
service in shoe chain stores, effects on 
sales, competitive position of the shoe 
chain store industry against retailers 
now offering credit, and many other 
major factors, Mr. Atkins said. 

The recommendations for such a 
study were framed by a special asso- 
ciation committee headed by William 
M. Blackie, executive vice-president of 
General Shoe Corporation; Simon Edi- 
son, executive vice-president, Edison 
Brothers Stores, Inc.; Lester R. Fallon, 
president, Thom McAn Shoe Company, 
and Alfred L. Morse, president of 
Morse Shoe Stores. 


National Shoe Institute 
Kicks Off Big Shoe Program 


New York—The first step has been 
taken to launch an industry-wide pro- 
motion of “The American Family Shoe 
Wardrobe,” National Shoe Institute 
said here. It is designed to give shoe 
retailers a national advertising pro- 
motion, merchandised completely at the 
local level. It will consist of a point- 
of-purchase merchandising program 
backed by an advertising section in a 
major consumer publication —in this 
case—Look. 

Association executives unanimously 
approved the plan which will give man- 
ufacturers a most impressive merchan- 
dising instrument for retailers. 

The costs were presented at a recent 
meeting with the four association ex- 
ecutives. Basic plans were discussed. 
It was agreed that the promotion be 
launched immediately and members of 
the Manning Firm were assigned to 
the task of building the promotional 
details. 

The schedule calls for the promotion 
to break in the September 17 issue of 
Look magazine which will appear on 
the newstands September 3. 

A plan to set up regular shoe pro- 
grams on approximately 200 television 
stations was approved by the four 
participating associations. 

The programs would be about five- 
minute segments, scheduled regularly 
once a month, twice a month or weekly. 
Special scripts will be prepared by 
the Institute covering at least one of 
the themes already decided upon. 





NESLA Sales-Profit Analysis of First 12 Shoe Firms 


BostoN—The New England Shoe and Leather Association has analyzed the 
1956 reports of the first twelve shoe manufacturing companies who publish their 
sales and profit figures. Net sales of these firms totaled $969,705,356 which was 
12.4 per cent above their combined sales volume during the preceding year. The 
total net profits of these concerns, after taxes, 2mounted to $34,516,367, an in- 
crease of 15.3 per cent over their combined net profits for 1955. The average 
rate of return of net income to net sales for these concerns equaled 3.6 per cent 
which compares with 3.5 per cent in 1955. 








Ratio of 

Per Cent Change Profits 

6 1956-1955 to Sales 

Company Net Sales Net Profits Sales Profits in 1956 

International Shoe Co.*.. $266,813,539  $11,849497 +1.7% 413.3% 44% 
Brown Shoe Co.*(1) 219,148,664 8,523,484 +374 +30.7 3.9 
General Shoe Co.* 195,159,136 5,912,698 +163 +124 3.0 
Endicott-Johnson Corp.*.. 151,359,762 2,771,158 + 58 — 2.6 1.8 
United States Shoe Corp. 38,481,602 2,343,418 +14.5 +13.3 6.1 
Craddock-Terry Shoe Corp. 28,772,449 900,812 + 6.0 +169 3.1 
Weyenberg Shoe Mfg Co. 16,494,769 1,120,398 — 43 — 1.6 6.8 
Nunn-Bush Shoe Co.*.. 15,209,991 414619 +18 —I1.6 2.7 
Selby Shoe Co. 14,196,830 129,085 +14 (L) 0.9 

Johnson, Stephens & 

Shinkle Co. 8,569,119 243,782 +154 +419 2.8 
Johansen Bros. Shoe Co. 8,146,152 119,208 + 0.9 —51.4 15 
Julian & Kokenge Co... 7,353,343 188,208 + 4.0 —10.6 2.6 

Total—12 Companies.. $969,705,356 $34,516,367 +124%  +153% 3.6% 


* Also operate own retail shoe chain store companies. 


(1) Includes sales and profits for G. R. 


(L) = Loss in 1955. 
Kinney Corp. for 1956 but not 1955. 
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Before they go back to school... 


they’lil buy shoes like these from Jarman dealers 


They're a terrific market these young vive martre and comlort at reasonabl isy for a dealer to cash} 
men n chool and college And they re price in Uy the 
old on Jarman because Jarman shoe The fact that Jarmar 
feature the newest style ideas, are built for bashful about public iZit 
red we t a students budget (through the industry 
When a dealer knows he can count on a national advertising) ha 
ative market he just name Jarman the best knowr 
Actually. the Jarman range. The fact that Jarmar 
Males of every age \ | ad ind consistent! 
iried taste buy Jarman quality hoe ha helped ma 


ippreciale lootweat that most re pected ind most popular 


JARMAN SHOE COMPANY, NASHVILLE, TENNESSEE 


DIVISION OF GENERAL SHOE CORPORATION 
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Not that he wants to be heard . . . he just thinks 
too much of his Lawrence Polo Calf shoes to take 
them off. 

That’s the way owners of shoes made of lustrous, 
smooth Lawrence Polo Calf feel about it. 

It is like owning a personal sports car... a mark 
of distinction. 

It is like wearing a luxurious cashmere sweater... 


Polo Calf’ Shoes 











nothing could be more satisfactory . . . nothing 
could be finer. 

It... Polo Calf A-27 by Lawrence ... is the lus- 
trous leather of this Massagic Air Cushion Shoe, The 
Solo (Model 2211-4) a three-eye tie moccasin type 
blucher. /t is like money in the bank for you. Be- 
cause it’s like that and your customers know it. 
A. C. Lawrence Leather Company, Peabody, Mass. 
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calfskin 


-..gives shoes that wonderful feeling 
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VIRGINIA SHOE COMPANY. 





Al. lecyarne 


A PERFECT DREAM IN BLACK BROADTAIL 
YOU'LL NOTICE HOW THE REFLECTIVE 
HIGHLIGHTS ILLUMINATE THE TAPER 
OF THE TOE 


ce a 


SHOWN HERE IN BONNY-BLUE SUEDE 
THE EXCITING TREATMENT ACROSS THE VAMP 
IS DONE IN SILVER LAME KID. SET OFF 
BY TWO SUEDE BUTTONS 
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FOR CHILDREN AND MISSES 
SIZES 10 TO 5, ALL WIDTHS 


TO RETAIL 


() ,  ». 99) 


Hyeffir 


AS ROSY-RED AS THE BLUSH OF 
SPRING IN CHERUBY CHEEKS 
THE RED AND BLACK 

ARE GLEAMING PATENT 


INC., FREDERICKSBURG, VIRGINIA 
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FREDERICKSBURG, VIRGINIA 








Goodyear 


INSOLE RIB 


Attaching Machine 






gives accurate 
three-margin control 
at low cost 





EA A A 














United’s improved insole rib attaching machine —the Model 





B~—has a three-position edge gauge that makes possible the 





accurate rib location needed for good shoemaking. Adjustable 






stops furnish selective but positive edge gauge locations for 






specified margin dimensions. 






This new model will give you higher production at lower 





cost. A reel holding 400 yards of preformed rib minimizes the 






time spent by the operator in handling materials. Other im 






provements and simplifications reduce maintenance expense 






and permit you to produce inexpensive, flexible insoles with 






accurate margins and solidly attached ribs. 






Call your GA representative for more detailed information 
that will help you lower the cost of your welt insoles. 


UNITED SHOE MACHINERY CORPORATION 
Boston, Massachusetts 
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“Nothing puts me more at ease than knowing that our merchandise “Republic Carloading has, for several years, rendered us carrying 


is routed via Republic Carloading. We sell our Randy and all pur 
pose — footwear because service gets top priority. arcrigang 
gives the same.” MR. JOSEPH WEINSTEIN 


“For the shoe manufacturer or retailer who isn’t satisfied until 
his merchandise is delivered safely, ready for use, | strongly 
recommend Republic's service.”” MR. CHARLES E. CARON 


“We have relied upon Republic for the past ten years for quick 
dependable deliveries and up to the present time we have never 
been disappointed, or dissatisfied, with the service we have re 
ceived. We find that such distinctive ability makes for good cus 
tomer relationship and bigger sales.” MR. £. B. LeSHER ri 


“We route Republic on our shipments for two reasons. First, they 
know how important speed and safety is to a boot manufacturer, 
and second, they know how to provide it.” MR. CARL MULLENS 
“Our shoes start working for us when they reach our dealers’ 
shelves. Republic Carloading, with a record for consistently de 
pendable ‘on time’ delivery, helps us achieve that goal.” mr 
[OMUNI A. KOSOBUCKI M Weyenberag hoe Mtg 


Learn why so many leading members 
of the shoe industry use our service. 


ROUTE REPUBLIC today 
you'll find that it pays. 


‘REPUBLIC| 


service satisfactory in every way. Shipments from our factory have 
been expedited in a most careful and efficient manner —particu- 
larly appreciated during our ‘rush’ seasons.” mer. EUGENE DUSTMAN 


£ Enna Jeti 


“We have found Republic capable of providing consistently depend 
able freight service on our regular shipments, and capable of 
maintaining that type of service during our rush periods as well.” 
MR JOSEPH H GASS M 


“We have found Republic Carloading’s personalized and efficient 
service to be the perfect answer to all of our less carload shipping 
problems throughout the United States.” mr. Fred G. STROH 


“The shoe industry utilizes nearly every form of transportation 
in moving vast stores of raw materials, supplies and equipment, 
as well as the finished product, shoes, throughout the nation 
Among those who can be depended on for efficient and reliable 
service is Re pec dacs 9 " MR. F.C. WINTER 
internat 7S { AA 

“We consider Republic's daily service an important part of our 
operation. Their dependable schedules play a vital role in main 
taining a sound oe program. MR. DANIEL J. GARAFALO 
Traffic Manager, |. Miller & { ty. N 


REPUBLIC CARLOADING 


DAILY. PERSONALIZED FREIGHT SERVICE IN ALL THE MAJOR INDUSTRIAL AND MARKET AREAS OF THE UNITED STATES. 
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FEATHER- 


... THE FABRIC, THE FASHION, 


BY 
THE FEATHER-LIGHTNESS ° 
THAT WOMEN PREFER. am ridge 
Warm and comfortable in all kinds of 


weather. smartly crafted in fine nylon Cambridge Rubber Company, Cambridge, Mass 


to please your most exacting customers 


SEE THEM AT THE PPSSA « ROOMS 629, 630, 638 « HOTEL NEW YORKER 
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Venetian points and lo-line pumps need the new 


SLIM Fairy Forms for effective display. 


Why not let your shoe sales reach a new high 


point with these new SLIM forms? 


40 


See our new line at the Popular Price 5! 
Room 984—Hotel New Yorker 


SHOE FORM CO. INC. 
Auburn, N. Y.—New York City—St. Lours 


and Shoe Re 





THE 


donna slipper 


“Cambridge 


AMERICA’S WOMEN HAVE DEMANDED THE RETURN OF THIS SUCCESSFUL AND UNIQUELY COMFORTABLE SLIPPER 


Why do women buy the Donna Slipper again and again? 


AMAZING COMFORT! 


They’re flexible, soft, and restful, and fit like a glove. 


BETTER VALUE! 
The DONNA SLIPPER outwears all ordinary slippers. 


GOOD LOOKS! 


Resilient construction keeps the DONNA SLIPPER looking new. 
I 


HIDDEN FEATURES! 
Special construction in counters, soles and uppers creates a 
self-acting slipper which retains its shape for life. 


THE COUNTERS FLEX BUT NEVER BREAK! 


Cambridge Rubber Company, Cambridge, Massachusetts 


SEE IT AT THE PPSSA - ROOMS 629, 630, 638 - HOTEL NEW YORKER 


May |, 1957 4! 




















ij 
a 9 aR O 
ae 

merica 4 






































MASS, 


BOSTON, 


e 
— 
kee 
hee 
— 
~ 
” 
x 
Uv 
< 
ws 
a 
°o 
7vT 
v 
oo 


Recorder 


Boot and Shoe 





TRIMMED NYLON WARM BOOTS 


e LIGHTWEIGHT e WARM 


- WEATHER-TITE Cambridge 


The two classic patterns — 


Cambridge Rubber Company, Cambridge, Mass 


fashion crafted for volume sales. 


SEE THEM AT THE PPSSA « ROOMS 629, 630, 638 « HOTEL NEW YORKER 
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MAGICARPET ano 


CUSHION-TRED SHOES 
ror WORK ror SPORTS 


NOTE THESE FEATURES: 
\ 1 UPPERS OF SOFT BUTTERNUT GLOVE ELK 
2 DUFLEX JUMBO RIB CUSH'N CREPE SOLES 
@e CUSHION COVERED GENUINE LEATHER INSOLE 
@ ADDED STITCHING AROUND HEEL SEAT 


BARBOUR <= 





\ 


























PATENTED 


SOLID LEATHER 


AN ADDED VALUE PARTICULARLY DESIRABLE 
ON THIS HEAVY DUTY OUTDOOR TYPE SHOE 








No OTHER SHOE IN ITS PRICE CLASS OFFERS SO MUCH 
SEE US AT P.P.S. SHOW 


HOTEL NEW YORKER, ROOM 505 


ANWELT SHOE MFG. CO. 
FITCHBURG, MASS. 








LEATHER STORM BOOTS... 


WITH VULCANIZED WATERPROOF WELT CONSTRUCTION 


e FINE Elk ANNED LEATHER PPERS e 
FLEECE LINING e WATERPROOF WELTING * 


e STANDARD COLOR RANG 
am Tl ge RUBBER CO., CAMBRIDGE, MASS. 


ROOM 629: 630: 638 — Hotel New Yorker: At the P. P.S.S.A. Show 
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NOW ? 5 TIMES MORE WATER-RESISTANT * 


than boots made/with untreated leather! 


‘ 
U 


INSULATED NEW 
“ROVAL WORCESTERS” WORCESTER *“ALPINES” 


Moccasin and plain , In 6 and 8 inch styles 
toe styles, fully lined, “~s and oxfords, all in 

6, 8 and 10 inch mellow-soft glove 
high cuts leather, fully lined. 
” , Soft white wedge 

in Bavonizedt r crepe soles 


Leather *in Bavonizedt 


Leather 





See them at the 
PPSSA 

Room 529 

Hotel New Yorker 





Now add amazing water-resistance to the powerful 
selling features you get with Worcester’s handsome new 
“Alpines” and famous insulated “Royal Worcesters”. 


Both popular styles are now available in 


/ Bavonizep leather to assure you and your customers 
os 


\ 
avonized 
Leather 


of extra value in every pair. Worcester boots made with 
Bavonizep leather uppers stay comfortably soft and 
new-looking even after repeated exposure to water — yet 


oes 
keeps oh ple 


sott + comfone’ the leather “breathes”, as leather should, to let foot 


p= a tp ; 
w-iooking Loose moisture evaporate. 
new -'o°” 


Your Jobber has all the details about the fast-selling, 
nationally-advertised Worcester line. Call him now, or 


write: 


NATIONALLY ADVERTISED 
t Reg. trademark of The Battelle in leading eutdoor magazines 


Development Corp. W @) R C Eo S T E R HAMMOND STREET 


mem : COMPANY WORCESTER © MASS. 
WHOLESALE ONLY 
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Thin iv 
me (arry«Pack 


the handle 
That veal 


The package! 


this is how Carry-Pack 
improves your business 





e seals all types of boxes, bags, or wraps 
e costs far less than string, cellophane tape, 

Or special wraps 
@ makes Carrying easy... customers love the convenience 
@ Saves wrapping tiMe . . . takes just six seconds to apply 
e eliminates shoplifting 


it's a sure sign that a sale has been made 


@ easy to operate dispenser 


can be mastered in minutes 
e custom imprints, to match your packaging 
design or advertise your store 


e seventeen beautiful stock colors, 
with matching gummed tape 


o dispensers loaned free in accord with liberal plan 


MAIL COUPON FOR 
FREE DEMONSTRATION OR SAMPLES 


CARRY-PACK CO., LTD. 
SCHILLER PARK, ILLINOIS 


Canadian Licensee: Top Paper Products Limited, 


Guelph, Ontario 


Please send free 10 day trial 
Please send free samples 
My color choice is 

Check if you use 

WRAP IN PAPER 


Name 
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STYLE? SURE! 4 


...it's What you 
cant see 
that sells 





Of course the shoes you stock have to have 
style the man looking in your window 
will keep on going unless he thinks ‘““That 


looks like the shoe for me!”’ 


veloped during 30 years of research involv- 
ing thousands of foot measurements on feet 
in action. They are designed to fit the feet 


in action. 


But shoes are sold at the fitting stool, and m1. : ’ 
: ‘his means repeat business for you: 
that’s where Johnsonian Guide-Steps really ; oe ‘ 
E Johnsonian Guide-Step style brings men 

shine. It’s what you can’t see that sells these fol yy Cuide-S 
é‘ nee into your store ...Johnsonian Guide-Step 
shoes it’s comfort. Comfort makes the i , es 
on ” comfort brings them back! For further in- 
man say ‘This is the shoe for me! rings th back! For further in 
; ; formation write the Endicott Johnson 

Johnsonian Guide-Steps combine flawless so ee 
division nearest you. 
styling and wonderfully comfortable fit. 
Priced to retail profitably at $995 to $1295 


They are made on Guide-Step lasts, de- 


Nationally advertised in LIFE, SATURDAY EVENING POST, LOOK, ARGOSY, AMERICAN LEGION 
and FARM JOURNAL 


Onnsonam 
GUIDE-STEPS 


ENDICOTT JOHNSON CORPORATION, ENDICOTT 1, N.Y., ST. LOUIS 22, MO., NEW YORK 13,N.Y. 
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~ Outlook 











DOWNTOWN: Present and Future 


Reports of sales at peak seasonal holiday periods serve 
to focus the attention of retailing on the excellent job which 
stores with suburban branches are doing. At Christmas. 
Easter Back-to-School 


turn in increases larger than others operating in downtown 


and time, these stores manage to 


areas exclusively, When their figures are in, despite the fact 


that the downtown stores may have shown creditable in 
creases, the inevitable question is asked: “Can downtown 
stores compete successfully with those with more accessible 
and more attractive branch outlets 7” 

In recent months there has been a growing wave of opti 
mism among downtown operations on the immediate and 
long-term futures of their businesses. This confidence is 
being demonstrated by the frequency with which substan- 


tial new stores are opening downtown. 


Store Modernization 


It is evidenced, too, by the emphasis which established 
stores are placing on store modernization, the improvement 
of parking and transportation facilities. And it is being 
implemented by a more thorough understanding of their 
market and by hard hitting promotions to sell it. 

It is significant. too, that this downtown expansion and 
modernization is being undertaken in large part by the 
more efficient distributors of shoes who obviously are over 
looking no bets in keeping their volume high. The faith 
which these operators are displaying in the future of down 
town areas should prove encouraging to established busi 
nesses in our larger cities. 

Merchandising and research men are currently prev 
cupied with what they call “markets in motion.” Keeping 
track of the vagaries of the flux of our markets and the 
How of our population is becoming more difficult even for 
the trained observer. The sociologists will tell you. on the 
one hand, that our better-than-average-income families are 
vravitating to our suburban areas. But they will qualify 
that statement by stressing that this decentralization is tak 
ing place because our cities are filled to overflowing. Any 
expansion must be to the suburbs. 

Vhey will qualify it still further by pointing out that de 
imands for labor are causing an unprecedented influx from 
farms and other parts of the country, to our large Eastern 


Mid-West cities. 


will cause overcrowding. and new tenement areas will re 


seaboard and This. say the sociologists. 


place those which have been eradicated by the vigorous 
slum clearance programs of the last ten years. 


This overcrowding, in turn, will create new tenement 
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sections which will. themselves, become area- 


clearances in years to come. 
It should be that 


taking place this population, revardless of the type of 


remembered while this tran- 


housing it occupies, must be clothed, fed and shod, In th 
process billions of dollars will pass through cash registes 


and millions of pairs of shoes will be sold 


Vushroom Suburban Growth 


Sot iologists are looking with interest, too, at some of the 
Phey 


point out that much of this flux of population is yolny inte 


mushroom suburban growth which is taking plac: 


low cost development housing in suburban areas. They 
suggest that this housing may become marginal, and tene 
within the next 20 of 30 years. Less 


ment in character 


solidly built than urban housing, it may not withstand the 

ravages of time as valiantly as its counterparts city 

The same test of permanency might be applied t 

our contemporary suburban shopping center cons 
Sociologists conclude further that it is not ineo: 

that improved housing and ioe slum cleat niece ha 

day make downtown living more desirable and worth 


to the very population which is now flourishin 


return in 20 years tt 
city, These 


and the: 


suburbs. This could mean a 


large percentage of these families to the 
of the sociologists may seem to be abstract 
but business “buys” them and much of its long 
Is predicated directly upon them 


More 


approag h of the downtown merchant who ov 


least for the present 
erlook 


portunity or device to make certain that the existu 


realisti pe rhaps al 


lation and current conditions produc e amaximnun 


inh sales volume Ihe se are the merchants who al 


vanguard of association movements seeking to bett 
and parking conditions, to make downtown shoppu rea 


more accessible to all customers They are the stores that 


are staying young in physical appearance, in the type and 


styling of the merchandise they sell and in the vigor 
intelligent manner in which they promote it, tos 


ness people must be well dressed and well shod 


customers really know the necessity for a well-g: 


appearance and have the wherewithall to patronize 


bring it to them 


Rolfe 


Dalsimers. one 


store which can successfully 


co-owner and dyt 
of Philadelphia 


PrURN TO PAGE 9O4 


In the words of Murray 5S 


merchandiser of 











Pinchos 


asks 





“CAUGHT IN A PRICE SQUEEZE ON A 
BACK-TO-SCHOOL PROMOTION?” 


’ * Ye y ' 
Here's your answer in 7 IFA, Gervine Shearing 
dh a ’ Moccasin Slipper 
v1 i Hand-Laced 








volume selling 
strollers priced to 


retail profitably at 


$2.98 $5.98 


Rising prices squeezing you out of 
your most profitable back-to-school 

moccasin market? Follow the lead of the big 
chains, dept. stores and mail order houses. See 
Medwed .. . the prices are low; the qual- 
ity's high; the selection is COMPLETE! 


MEN'S Sizes: 6'/2-12; B & D widths 
WOMEN'S Sizes: 4-!0; AA, B, C, EEE widths 
BOYS’ SIZES: 2'/2-6; B & D widths 


MISSES’ SIZES: |!-3; medium width 


No shoes, no boots—lI just make 


moccasins in every type, for 





every age, for every pocketbook see us at P. P. S.S. A. 
NEW YORKER HOTEL 


CATERING TO THE VOLUME TRADE ONLY ROOMS 982-983 











MEDWED FOOTWEAR co. Factories: Showhegan, Maine and Madison, Maine. 


Boston Office: 179 Lincoln Street 
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the 
light 
touch 


is the right touch! 


When it comes to lightness, no 
sole can touch famous FEATH- o 

ERWATES by Cat’s Paw! Many 

leading makers of high-style, 

popular-price, leisure footwear 

agree ... for sales appeal, light : 
FEATHERWATE Soles are the 
right touch. Send for samples . . . 


and see for yourself! — e Ane 


Cat's Paw Rubber Co., Inc., Balto. 30, Md 
In Canada: Cat's Paw-Holtite Rubber Co., Ltd., 
Drummondville, Que. 





SOLES by CATS 4% Paw 
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A SHOT IN THE ARM for YOUR SHOE $ALE$ 


Cn 
J SSO 
f 











gee ge ‘ “THE SHOE THAT WALKS FOR YOU!” 


THE GREATEST 
SHOE IMPROVEMENT 
IN 2,000 YEARS 





Every shoe manufacturer and retailer selling RIPPLE SOLE shoes is piling up 
EXTRA SALES and BIGGER PROFITS . . . every season, all season! There's no 
‘dull season" with this action-packed, revolutionary new sole development. 
So, if you want a ‘‘booster shot'’ for lagging sales, join these progressive 


manufacturers and retailers. Their only complaint: 








‘We can't keep up with the demand!" 


Remember 
Only RIPPLE SOLE ® 


@ Reduces foot fatigue by 45% 
@ Increases the stride six inches 
@ Balances weight heel to toe 


@ Provides greater traction 


(Available for men's, women's, children's shoes) 


GET YOUR SHARE OF 
$3,000,000 worth of 

FREE RIPPLE SOLE PUBLICITY 
in national magazines, TV 


Shoe style d by 
Cardone & Baker 


See them at Room 986, Hotel New Yorker 


Gr) Ripple Sole Division BEEBE RUBBER COMPANY NasHua, NEw HAmPSHiRE 
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THE “ALL-IN-1 LINE OF RUBBER FOOTWEAR 


® Your dependable “one-stop” source @ New “saleable” style ideas for men, women 


and children @ Exclusive Bata “built-in” quality features @© Volume-produced for 


profitable volume selling! 


Be sure to see the JBQBEEL Fall & Winter 1957-1958 line at the 
POPULAR PRICE SHOE SHOW OF AMERICA ® MAY 5 thru 9 
HOTEL NEW YORKER © NEW YORK CITY © ROOMS 1260-61-62 





Who belongs to this footstep? 


Clue No. 1 — OBVIOUSLY A CHILD OF SMART PARENTS! 


(They know a good shoe value when they see it) 


Clue No. 2— STEADY CUSTOMER TOO! 


(One good buy promotes another) 


Clue No. 3 — READY FOR ANOTHER PAIR! 
(Will YOU be the one to Sell it?) 


Answer...1HE CHILD IN THE FIVE STAR FOOTWEAR OF COURSE 


See us at the PPSSA — Room 1544 Hotel New Yorker May 5 to May 9 


Old Pale WCKY STAR Wonder Welt 


FIVE STAR FOOTWEAR COMPANY 


43-01 22nd St., Long Island City 1, N.Y. «© Marbridge Bidg., Rooms 403-405 « STillwell 4-1975 
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Consumer Buying 
Mood Weakenus 


Public Pays 
Debts, Buys Less 


To Control, Not Kill 
Trading Stamps 


Consumers are generally confident that 1957 will be a good year for them, 
but they are not in a particularly strong “buying mood,” the Federal Re 
serve Board’s annual survey of consumer finance indicates. 

Although most families expect their income to rise again this year, they 
plan to spend only about what they did last year. The indication is that 
there will be more money saved. 

About 41 per cent of all families reported total incomes of $5,000 o1 
more in 1956, compared with 36 per cent in 1955 and 26 per cent in L952 
Some 17 per cent reported incomes of over $7,500 in 1956, exactly double 
the number in 1952. 

Early in 1957, some 45 per cent of all families reported they were making 
more than they were a year earlier. But while increases in wages were re 
ported more frequently to Reserve Board investigators, there was also more 
frequent references to higher prices as a factor tending to hold down the 
family financial position. 

About 40 per cent of all families expect to receive further increases in 
income this year, and some 60 per cent expect general business conditions 


to remain good. 


The buying public made more money early this year, but spent most of it 
in paying back debts rather than in buying more goods and services 

This trend, important to businessmen depending on consumer credit for 
any large segment of their sales, is evident in reports issued by the U.S 
Commerce Department and the Federal Reserve Board 

Personal income in February was at an annual rate of $336.5. billion 
according to the Commerce Department. This was a hefty $1.5. billion 
higher than the previous month. Of the increase, $1 billion was from higher 
wages, and the rest from increased profits from unincorporated busine 
and government payrolls. 

Despite this increase, however, the Reserve Board reports that total con 


sumer installment credit decreased by $65 million during February 


The government's complaints against trading stamps are not intended to 
kill off stamp plans. All that the government is trying to do at this point i 
to keep the stamp companies in line, and to make sure that stamp companie 
don’t try to discriminate among retailers. 

The Federal Trade Commission, which is investigating the operation of 
stamp companies, says some stamp Companies are going to have to modif 
their ways of doing business so as to stay within the law 

Some of the less firmly entrenched stamp firms may be the hardest hit b 
the government’s action. 

Exclusive license arrangements under which some stamp firms reserve 
their stamps for only one of ea h type of retail outlet in an area; alleged 
price discrimination with some retailers through profit-sharing deals, and 
arrangements preventing a retailer from dropping stamps or switching 
stamp firms, are illegal only if competition is damaged, markets are closed 
lo competitors, or a monopoly develops asa result 

The states, too, are giving the stamp firms a busy time 

A recent tabulation showed that bills to outlaw or restrict trading stamps 


have been introduced in 19 states. Six of these bills have been killed, and 








Washington 


Newsreel eee (continued ) 













































Slow Start for 
Antitrust Laws 


Defense Spending 
Will Stay High 














two approved, in Tennessee and North Dakota. 

The bills take several methods of attempting to curb stamp operations. 
One method is to require that the stamps be redeemable in cash as well as 
merchandise. This type of legislation has been introduced in seven states, 
Arkansas, Indiana, Minnesota, Missouri, Nevada, North Dakota and 
Oregon. 

Another type of state legislation imposes license fees or taxes on the 
stamp firms and sometimes on merchants who give them. Seven states have 
had this type of bill introduced, including Alabama, Idaho, Iowa, Maine, 
Maryland, Nevada, and Tennessee. 

Other types of bills would give the states the value of all stamps unre- 
deemed in a year, or prohibit stamp firms from granting a retailer a special 


price for the stamps based on volume. 


Congress is getting off to a delayed start in its drive to tighten the anti- 
trust laws. 

Last year, the politicians predicted 1957 would be a year crammed with 
enactment of tough new laws against monopoly situations. 

It could still happen, but the prospect lessens with each passing week. 

The slow pace of antitrust activity is due to several reasons. For one 
thing, many congressmen are deeply preoccupied with the sensational labor 
scandals and ways to cure the evils now coming to light. For another thing. 
there are wide differences of opinion within Congress as to how monopoly 
trends can effectively be thwarted without causing more harm than good. 

Legislation requiring that firms planning to merge notify the government 
in advance has finally been approved by a House Judiciary subcommittee, 
following almost two years of study. This means the first big step toward 
enactment has now been taken. s 

The House bill would require 60 days advance notice to the government 
of proposed mergers if the firms involved have combined assets exceeding 
$10 million. Small stock acquisitions are exempted. 

To meet criticism against the pre-merger principle, the new bill places a 
strict prohibition against disclosure of information in the merger notice, 


imposing a $5,000 fine on government employes who violate the order. 


Total government spending for defense is to stay high, both this year and 
next. The loose talk going around about “big cuts in defense spending” is 
nonsense. Nothing like that is receiving any serious consideration at the 
( apitol. 

When the votes are counted in the Senate and House, the Army, Navy, 
and Air Force will find that they’ve gained just about the sums they asked 
for. It will add up to about $38 billion (what Ike asked for back in Janu- 
ary). with the lion’s share (almost half) being earmarked for the Air Force. 

Except for some long-range programs, most of the money will be spent 
in the 12-month period starting next July 1. 

Politically, big budget cuts are just not in sight this year. Many taxpayers 
are honestly disturbed about the high cost of government but they are far 
from boiling mad. Politicians know this. Therefore, Congress will continue 
to talk economy but will continue to vote big sums. 

[TURN TO PAGE 11], PLEASE] 





THE MIRACLE 


MAKE THE MOST OF 


V4 


THE NEW SUPER-SUPPLE LEATHERS 





ELASTICIZED WITH LASTEX 


AND THE MOST WELCOME 


NEWS IN SHOE FASHIONS! 


No wonder Harper's Bazaar and some of America’s leading shoe designers hail super-supple leathers as an exciting 





new trend! For now, thanks to backing with linings woven of Lastex, the very softest leathers become functional and 


completely practicable. Are you making the most of this sound and timely development? Write or phone Lastex! 
*Soffice (s6’-fee-tchay) soft, pliable, elastic... the lovely Italian word that so perfectly describes these new leathers 


“LASTEX’ is one of the great family of textiles manufactured exclusively by 


United States Rubber 


Rockefeller Center, New York 20, New York 
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FOR CHILDREN 
#820. Full sizes 8 thru 12 


FOR JUNIORS 


#720. Full sizes 3 


13. they 
* It’s a pull-over aii — 
* It’s smartly styled 
* Superior in quality 
% The best boot value on the market today 





( 


A ™“ 

2 aBEK ape: 
y ghen-aA- poor i 

1600 So. Flower Street * Los Angeles 15, California 

Warehouses in New York City and Chicago 


SETTING THE STYLE IN PLASTIC FOOTWEAR 
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‘until you've seen the 


tN PEEK-A-BOOT i. 











\ 
\ 
High Heel (Shown) = 584 | 
Cuban Heel = 596 
Fiat Heel . 7444 | F 
In clear and smoke \ | Vj 
Full sizes 4 thru 10 
* A boot to fit every shoe 


| « 
\| %) 
...NOW! 3 Heel Heights | 


Q\| 
*% Ankle-flattering fit N\ 
— the really stylish rain boot - 
% Longer wearing — by actual test 
*% KEverything’s new— 


from skid resistant heel design 
to patterned uppers 












= 
j 


Rooms 1285-1286 
PPSSA, Hotel New Yorker. 











— 


If you can’t make the show, 
write — wire — or — phone 


PEEK-A-BOOT, Inc., Los Angeles 15, California 
for complete information. 


PEEK-A-BOOT roll-a-way display — 
available free with specified min- 
imum order 


many other free sales 
aids 
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INSULATED AND 


AT THE PPSSA 


See samples of insulated footwear styles at 


WORCESTER SHOE CO, 
Room 529, Hotel New Yorker 


Other licensed manufacturers at the PPSSA: 


Hallowell Shoe Co., Rooms 840-841, Hotel New Yorker 
Blue Bonnet Shoe Co., Rooms 516-518-520, 
Hotel MeAlpin 
Empire Specialty Shoe Co., No. Ballroom, 
Hotel New Yorker 
Capitol Slipper Corp., Rooms 940-941, 
Hotel New Yorker 
Endicott Johnson Shoe Corp., Washington Room, 
Hotel New Yorker 
H. H. Brown Shoe Co. Inc... Rooms 534-535-536, 


Hotel New Yorker 
{lso made by 


C. V. Edwards Shoe Co. George Dempsey Co. 
Prookfield Athletic Shoe Co. Brooks Shoe Co. 
Boston Athletic Shoe Co. Roller Derby Shoe Co. 
Valbro Shoe Co. John A. Frye Shoe Co. 
Outdoorsman Shoemakers Manning Gibbs Shoe Co. 
Tc H. E. Davis Shoe Co. 
Kushins, Ine. Goodwill Shoe Co. 


T. Sisman Shoe Co., Ltd Bentley Shoe Corp. 


CUSHIONED WITH FIRESTONE FOAMExX” 


It means enormous new sales 
opportunities for you! 


This one word — INSULEX — 
introduces an exciting new concept 


of volume selling to the shoe industry 


INSULEX is not a style, not a 
“line”. INSULEX is the registered 
trade name of a fully patented process 
of insulating and cushioning leather 


footwear with Firestone Foamex. 


Now insulated footwear made by the 
INSULEX process becomes a faster- 
selling, more profitable item for you to 
carry. NATIONAL ADVERTISING 
pre-sells your customers — you 
clinch the sale with the magic of the 
INSULEX name on your insulated 


footwear. 


Insulation is a powerful factor in 
shoe selling today. Your customers 
enjoy the healthful comfort, the 
luxurious snug “feel”, of leather 
footwear insulated and cushioned with 
Firestone Foamex. You enjoy 
tremendously increased volume from 
the wide variety of styles now offered 
under the nationally-advertised 
INSULEX name. 


Plan now to cash in on the big 
INSULEX promotion. Be sure to see 
licensed manufacturers at the PPSSA 

. . or write TODAY for complete 
information. 


ROYAL WORCESTER SHOE CO. 


BOX 548 WORCESTER, MASS. 
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to the Mew... 


IN STOCK AVAILABLE FOR IMMEDIATE DELIVERY 


Completely handcrafted formal and informal footwear 
for men...on American lasts to American 


sizes ... combining the artistry of the Old World with 
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the daring concepts of the New... Unrivaled 


8H. 


in appearance ... unparalleled for 


comfort ... unequaled for value. Made 


> ES 


to sell from $25.00 to $29.00 


Sak 
“. 


™ 
AVS 


Sl 


MODEL 402 
GUANTO 
CHROME SOLE 









MODEL 440 
GUANTO 
CHROME SOLE, 
GUM INSERT 





MODEL 510 
GUANTONE 
LEATHER SOLE 





OUR NEW 
GUANTO 
CONSTRUCTION, 
FEATURING ... 
GUM RUBBER 
INSERT... . 
LONG WEARIN 
DURABLE, 
COMFORTABLE. 


AVAILABLE IN 
Send for Complete In-Stock Catalog ALL MODELS. 


Cr / 
Aprice IMPORTS 234 POST AVE., WESTBURY, L.I., N.Y. » EDGEWOOD 4-322 




















Our full line is on display at all times 
for your convenience at our show rooms 
. . « Easily accessible from W. Y. 









our hand 


from our Good 


who, with you, have built so much good will for 
Rain Dears, (“America’s largest selling 

plastic rainboots”) and who will go right on 
doing so for g great many years to come. 


Owr Pledge: 


that Lucky Sales will 
relax at the 
u mane 


rotit 





HENRY L. LEWIS WILLIAM QUESTEL ED BANTA WILLIAM STANCHEL 
General Sales Manager Eastern Sales Mer Mid-West Sales Mer Western Sales Mer 


YOU cam be SURE, 


that Kua Liotta Wi 


First in Customer Demand 

First in Customer Confidence 

First in Sure-Footed, Time-Tested Safety 
First, in Smart, Appealing Styling 

First in rugged, long-wearing Construction 
First in Customer-Approved Fit 


kun Dene ... Made only by LUCKY ... only 
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to YOU... 


Will Ambassadors 






EXCLUSIVELY A PRODUCT OF THE LUCKY SALES CO., INC. 
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E. PATRICK MEYERS LEONARD LEITAG CHARLES |. HARRIS BERNARD SOLOMON GEORGE LEWIS 
Asst. Eastern Sales Mgr Asst. Eastern Sales Mgr Advertising Mgr Secretary President 


ro 
_ 


° 








Our Good Will Ambassadors will Shipping from 
3 different points; 






SEE YOU at the 





factory in 
LOS ANGELES, 


941 E. Third Street 










Room 1021-1024 CHICAGO, 
1247 §. Wabash 










HOTEL NEW YORKER 










Factory in 
NEW YORK 


47 W. 34th Street 








May 5-9 


LUCKY makes un Dew Millions sold each year to millions of satisfied customers 





e e @® LOS ANGELES CHICAGO NEW YORK 
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The branded line with a 
42% + mark-up 


A new market, new profits and extra sales are 
yours! Walk-Over’s newly expanded line now 
starts at $14.95. Every shoe has Walk-Over’s 
established high standard of specifications for 
quality and style, and continues the minimum 

42% + mark-up that caused such a stir last 

season. 

@ Walk-Over gives you high initial mark-up, 

plus a dividend on re-orders —- a minimum of 
42% + on every pair, not including discounts. 
Walk-Over provides a 50-50 cooperative news- 
paper advertising program. 
Walk-Over’s increased production capacity 
for the Fall season will mean keeping pace 
with your demands, and will assure faster 
delivery on important styles and sizes from our 
streamlined in-stock department. 

e@ Walk-Over is one of the “Big-Four’’ names’ 
in men’s shoes. 

Interested? Get full details from your Walk-Over 

salesman or contact Jean Keith, President, 

or Bob Fesler, Vice President and Sales Manager. 


‘A national preference survey made for 
one of our competitors in 1956 showed 
Walk-Over to be one of the four top 
brands, regardless of price! 





Geo. E. Keith Company Brockton 63, Mass. 


World-Renowned Walk-Over and Incomparable Keith Highlander Shoes for Men 
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INSIDE 


TEACHER’S PET 


Here is a new item, 
fast gaining wide 
acclaim by buyers all 
over the United 
States. Mothers will 
choose the Teacher's 
Pet — its sales 
features are easy 

to see! 


See the complete line of Waterproof, Tennis, Casuals, and Sport- 
ing footwear at the P.P.S.S.A., New Yorker Hotel, New York 
City, May 5 thru May 9, Rooms 1419, 1420, and 1426. 

Or... Call or Write today for a call from your Servus Salesman. 


THE 


SEIVEL Sm, RUBBER CO.’ 


ROCK ISLAND ILLINOIS 


NEW YORK OFFICE and WAREHOUSE 30 Br iway, New York 7, N. Y 





encath its beautiful cover the June 15 issue of 
Boor and SHOE 


b Recorper will 


contain the 
greatest collection of shoe facts and predictions 
ever compiled. From the archives of the Recorder 
will contribute its pictorial and commentary; the 
the past will come back to life: the current scene 
future will be visualized in imaginative fashion for 
which the industry's greatest creative thinkers and 
designers will provide opinions and inspiration. 
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Reserve advertising space now! This 
issue won't become outdated like yes- 
terday’s newspaper. Your advertising 
will live and live because all segments 
of the shoe industry will use their 


copies as guides—today and to:morrow. 
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BOOT and SHOE 


RECORDER 


NATIONAL VOICE OF THE TRADE 


JUNE 15, 1957 





/ 
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75 YEARS RECORDING AMERICA’S SHOE STANDARD OF LIVIN 


25RD Mf 
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A CONCEPT OF THE SHOE INDUSTRY OF TOMORROW 


Everybody talks about the future of the shoe industry. What will it be like? What 
new developments in manufacturing and retailing does it hold? Boor anp SHoEr 
RECORDER through its great 75th anniversary issue projects the shape of shoes to come, 


how they will be made and sold in the years ahead. 
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grhival of fall 


STEP RIGHT UP, FRIENDS, and see the greatest aggregation of fall footwear fashions ever assembled 
under one roof! There’s something here for everyone . . . genuine hand sewn vamp moc-casuals . . 
soft flexible “‘gum-drop” oxfords .. . cushion crepe soles . .. new-look “taper-toe” flats . . . California 
process wedgies . . . fast selling styles for women, teen-agers and children. More than 180 styles in 
top promotional colers, most popular leathers, nationally advertised all season long in the Big Three 
fashion magazines. Come by, come buy — see the complete new Viner line at the PPSSA Show! 






VINER BROS., INC., Bangor, Maine 
Established 1905 C 






3 : 
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SHERATON-McCALPIN 
ROOMS 416, 418, 420, 422 


























DALLAS — HOTEL ADOLPHUS 
ATLANTA — HENRY GRADY HOTEL 


AND AT ALL OTHER REGIONAL SHOWS 

















..and the 
Factory 
Superintendent 



















To the superintendent of a shoe 
factory, shanks can be almost a 
forgotten item unless a problem arises. 


Well made, properly fitted shanks 
help the superintendent avoid shoes 
that twist or don’t tread right. 
They reduce returns due to broken 
breast flaps or from shanks 

wearing through outsoles. 


United makes shanks that lift worries 
off superintendents’ minds. That’s 
why scores of leading, practical 
shoemen specify United Vita-Tempered 
steel and steel combination shanks. 
They know they can rely on them. 


val 


VITA-TEMPERED STEEL SHANKS 


Sy 4° 
ti sua 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASSACHUSETTS 
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Fashion takes a new turn.--and 





so will your men’s 


shoe sales with 


new <a Line styles B 


. . an upturn in sales, that is. Here is one of the smartest 
new style treatments in a ‘month of Sundays,'' pioneered by 
Fortune in the popular-price field. Shoes with this smooth, 
turned-under seam have an elegant, expensive look that 
makes them sell almost on sight to style-conscious men. 

This is just one current manifestation of the style leader- 
ship which makes a Fortune franchise so valuable these 
days. Fortune shoes appeal to every man who likes to be 
in fashion's forefront — and especially to the growing 
army of young men who are always eager for the ‘sharp’ 
style innovations which are Fortune specialties. 





Many a dealer from Puget Sound to Key West is 
cashing in on this tremendous Fortune sales appeal — 
pace-setting smartness, comfort and durability at more- 
for-the-money prices. We'll be pleased to send you 


information about becoming another such dealer. Why OTHER FORTUNE STYLES 95 95 
not write us today for details. TO RETAIL AT $9 to $14 


~\ @ 2 STYLE NO. R1288, to retail at $11.95 
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Fortune Shoe Company 


DIVISION OF GENERAL SHOE CORPORATION 
NASHVILLE, TENNESSEE 





SHOES FOR MEN 





retailers 


others at *# and *G 


because PHY LLIS gives you sizes forall... 
infants, children, misses, growing girls 


because PHY LLIS gives you everything in 
low heels from sports to flats to mocs 
because over 25 years of manufacturing 
integrity and know-how behind every pair 


because 150,000 pairs IN-STOCK at all times to guarantee you same-day service 


INFANTS’ SIZES, 4 to 8 
‘CHILDREN’S SIZES, 81/2 to 12 
MISSES’ SIZES, 12/2 to 3 


WOMEN’S SIZES, 31 to 10 
Also EEEs, 4 to 11 


For catalog or salesman’s call, write to: 


PHYLLIS SHOE CO. 


95 BRIDGE STREET, LOWELL, MASSACHUSETTS 
Manufacturers for over twenty-five years 


+ MAGATINE . 
. ry 





across the 


fashion firmament 


streaks Natural Bridges 


‘6 . yr? 
Meteor | 
Pretty and practical, a mid-heel pump wit! 
billowy-puff vamp and just-right heel height 
Created in the leather of fashion 
HUBSCHMAN’S CALF 


+516 Basque Red 507 Flight Blue 


+3338 Perfect Brown 500 Black 


FE. HUBSCHMAN & SONS, INC., PHILADELPHIA 23 + FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK | 
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as featured in the MAY iss 


Better lomes 


and Gardens 





arcsvarne soorwer? 











Nationally advertised to your customers 


in y 


our trading area during 1957 in: 


charm 

Better Homes & Gardens 
cosmopolitan 

Glamour 

Harper's Bazaar 

Ladies’ Home yournal 
mMcCall’s 

Redbook 


vogue 
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Pip M. TALBOTT, senior vice- 
president of Woodward & Lothrop, 
Inc., Washington, D. C., in his talk 
“Building for Retailing’s Golden 
Age,” said: 

“We retailers can take pride in 
the vital contribution our craft has 


made to the economic health of the 


nation. We sold and will continue 
to sell the products which manufac- 
turers have produced and have 
made it possible for them to con 
tinue their operations at peak levels. 
We can be equally proud of our 
achievements in serving our cus- 
tomers the goods and services they 
demanded in the most economical 
and efficient manner... . 

“We are preparing to meet suc- 
cessfully the next great challenge 
facing us... that of improving our 
distribution methods even more, so 
that we can keep abreast of the 


growing demands of an_ ever-in- 


creasing population and the ever- 
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Talk /% Trade 


expanding production of the manu 
facturers. 

“We must take the initiative to 
improve our distribution methods 
so that we can discharge efliciently 
and productively our essential role 
in the continually expanding econ 


omy of our country.” 


“ a 


Arrit R M. WRUBEL, president 
of Wrubel’s. Middletown, 
Conn., says: 


“Of all the problems that beset 


Ine., in 


retailers today, in the smaller 


towns, the one that seems upper 


most is the threat of the new forms 
of distribution—the Factory Out 
lets, the Discount Houses and Road 
side Stores that have sprung up out 
side of the 


Their purpose is to drain off a por 


smaller communities. 
tion of the buying power in a dozen 
communities. The main attraction 
that they have to offer is price and 
convenience in shopping. 


“Let us go back to retail econom 


Recorder 





ies. Retailing, like any other en 
deavor, must have an economic jus 
tification, if it expects to have the 
support of a buying public, A re 
tailer must meet the economic util 
ity of time, place and demand, He 
must provide the merchandise that 


his customer wants when he wants 


it, al a price he wants to pay and 
in a convenient place lo shop 
“Today, the publie’s conception 
of a convenient place to shop takes 
on a new significance. It means a 
convenient place to park his or her 
automobile. Today. Retailing as we 


have known it, is on trial, Unless 
the downtown stores meet this prob 
lem of parking head-on, it is quite 
possible that 


many of the main 


shopping streets will become the 
vhost streets of the future. 

Middletown, 
a big whack at 


We did 


what for 20 years seemed impos: 


“The merchants of 
Conn.. have taken 
the subject of ‘Parking.’ 
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ana ou in every 


town in America. We 
Authority 
what 


ible to us 

big and little 
established a 
full 


our city needs and with full powers 


* Can 


Parking 


that has a realization of 


of condemnation and the right of 
eminent domain 
kvery community can have a 


legally constituted Parking Author- 
ity if the 
Merchants 


civic affairs, in the molding of pub 


merchants really want it. 


must become leaders in 
sood of the com 
They 
must band together and put their 


efforts 


lic opinion for the 


munities as well as themselves. 


best brains and forward in 


the Service of the Community. By 


will enjoy rich re 


40 doing, the 


wards, not only in the parking but 
in the preservation of the original 
hopping center Main Street 


LD Se 


“ 


L koNARD LEVY of Rodger’s 


hoes in ( hye Pa Sil 
“Markdown sales o1 


price merchand ‘ il 


ler 

reduced 
can give a 
bad 


to the at vice of the 


store a good reputation or a 
one, according 
soon tell 


that 


Customers can 
between a stock 
you! shel Cs 


brought in especially to sell at a 


merchant 
the difference 


has been on Loo long 


bargain price, or your regular stock 


with 


prices marked down to make 


room for other shipment 


sell 


ear round 


"/ jur popul il ly ind namics 
the whole 
Hite 


themselves 
Customers come ir store con 
tinually to buv because they like th 


we fit them with their favorite 


We feel that 


letting these good pe 


way 
brands, we would be 
ople down if 
nu with all the 


pl we or at 


we couldn't upply th 


style changes that take 


least have some new re | lacements 


is often as possible, 


; In order to ke ep the se sto 


! 
lean for seasonal changes, it's nee 


sary to get rid of the outgoin 
season's stock Sometimes. this 
process has to begin before the sea 


if there is an 


that 


son 18 complet ly over 


over-supply of certain shoes 


hould be di posed ol (j Licl 


i 


ly, ata 
reduction, 
make 


important 


“Even though they don’t 


money, these sales are 
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lhe 


out of our store during a sale with 


women and children who zo 


several pairs of shoes. are the same 


customers who have been fitted 


with our shoes earlier in the season. 
As sales often run into weeks when 


new shor > are coming in. purchases 
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shoes at regu 





often include the new 

lar prices is well as sale shoes at the 

iarkdown price, This keeps our 

tocks all the 

nothing left to take out and dust off 
sale.” 


moving time—with 


for a so-called ‘barg un 


” * 


[RVING C. KREWSON, president 
of the Association of Buying Offices, 
New York, says 

“When a shoe pinches, it doesn’t 
make much difference whether the 
‘ouch’ is said in English, French or 
feel 


ing the profit pine h for quite some 


Javanese. Retailing has been 


time and the situation is going to 


“He's very fussy about his shoes ... 








et worse if retailers don't get up 
on their feet and do something 
about it. 

“Making a decent profit is the 


test that top management faces in 
1957. The place where profits are 


born Is 


n your mark-up policies. 
Retail mark-up thinking has been 
years. It 
has remained practically unchanged 
and lack of 


vidual objec live thinking. 


ossified for a great many 
her iuse of fear indi- 
Historic 
retail price lines as we know them 


today were originated 


World War I. The day 
price lines were evolved. however, 
different from those of 


the present. Costs of doing business 


prior to 


s when these 
were a lot 


ire not even remotely compa- 


rable... . 
“The need for 


1957 is recognized not only by re- 


more markon in 


tailers but also by wise. retail- 
iinded, successful manufacturers, 
who in their own interest will so 


merchandise their price lines as to 


rovide extra markon for the re- 
iiler. A number of them did so in 
1956. Their lines proved to be the 


best profit makers in many stores.” 





wants them to fit like a glove." 
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Strap Moe Slip-On 


One of the best barometers of the popularity and im 


portance of moc front details in current styling is the 
frequency with which they characterize our Pattern 


Portrait selections. Almost as frequently this year 


) 
our Pattern 


details. 


Portraits have embodied stitch-and-turn 
This is no coincidence, since moccasin influ- 


enced styles offer unusual opportunities for stitch-and 


turn treatments. Replacing the hand 


sewing which 


has been used traditionally on 


true moccasins. the 


inverted seam brings to the apron the trim, tailored 


look so 

Interest centers on the forepart of this 

Black Calf. slip-on. 

measurements reduce the area of the apron, giving the 
look 


ing the important high riding tongue 


attractive in the dressie1 


Ly pe = ol shoe 
leamin 
Its narrower toe and wider ball 
whole forepart a shorter, trimmer 


while retain 


The ingenious decorative envelope 
cent of the Monk strap closing 


foe sty les 


strap is remini 


so important on plat 


a dec ade avo 


For further information write Boot 


AND SHoe Reconpenr 
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Round or square throat lines as well “Rettins, 


as interesting combinations of two 





leathers will be important, 





Tue various committees of the PPSSA, together with \ 
Helen Joseph, Shoe Coordinator, and Doris Weston, 
Fashion Director, made certain, when they met several 
months ago, that the harvest of shoe fashions for the 
coming fall and winter season would be abundant and 
lush. Then, and at subsequent meetings and discussions, 


\ ° ° 
\ they carefully studied the style trends in apparel, both 


mi riding pump in grain leather 


here and abroad. and now pass alone to the industry ¢ 
wryh square toe and LOTUINE, 





their findines as to the shoe styles that have evolved. 
The tree of popular price shoe fashions stands st 


and stalwart. On its branches, men’s, women’s and 








Vinyl combined with suede 
important in bareback Sj 
o-later types for after fit 


Closed toe. open hack 
7 strap, suede or satin, 
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{ll saddles—especially the light- 
weight Bubble will be good, 


i 
by ESTELLE G. ANDERSON 
MO itn. 
ae 
7 
7 
i 
Ties are expec ted fo gain in 

creasing importance for fall 
and winter. 


Popular Price Footwear Featuring the Latest 
Patterns, Colors, Leathers and Materials 
Will Be at PPSSA May 5 to May 9. 


dren’s shoes—in all the latest patterns, colors, leathers 
and materials—are ripe for profitable selling. 

On these pages, Elly Norden, our shoe artist, has 
sketched a few of the fashion highlights; and for further 
interpretation, we review briefly the seeds of thinking 
that went into the basic planting of this PPSSA Fashion 
Tree: 

In women’s shoes, whether they be dress, casual. ie 
leisure or indoor types, the outstanding emphasis will be \ ‘ah 
on the closed, narrower, slimmer styles. Pumps will con ‘S 
tinue to be the top favorites for fall. In addition, 
T-straps slings, barebacks and Spring-o-laters are expected 
to continue in customer demand. Polished and new 
textured leathers, suedes, fabrics in tweeds, jerseys, salins 
and velvets—will start the fall season off successfully 
and will continue to be important throughout the winter. 
The heel shape must be slim, in all heights. 

The color story in capsule form: Black, golden and 
medium browns, grays, reds and neutral for volume 
For high fashion promotions, colors line up as blackened 
browns, dark grays, deepened blue-reds like Beetroot 
and plum. 

Ornamentation will be restrained. Buckles, bows and 


) 
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Elasticized spectator in napped 
leather, with the high rising effect. 
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The wing tip, basic in both bals and bluchers, reflects the by WILLIAM H. HALLAHAN 
individuality of its maker. Current styling is on a straighter 
last. Left to right: two by Stacy-Adams; E. 7. Wright; 

two by J. P. Smith; and C. H. Alden, Old Colony. 


Shoe; and Yorktown by Gardiner Shoe. 


Vore variations on a theme. Moc-fronts, left to right: two 
by Plymouth Shoe; Holland Racine Shoe; Endicott-Johnson 





The moc front style seems to offer endless possibilities. 


This vear, combination grains and smooth leathers are the 


big fall story. Left to right: C. H. Alden, Old Colony; Jar- 


and Winter Shoe Styles 


lr style and craftsmanship have any 
influence on sales, this ought to be a 
banner year at the cash register for 
men’s shoe retailers. For it is doubtful 
if ever before such fine craftsmanship 
and brilliant styling have been so gen- 
eral in men’s shoes. And more than 
ever, these shoes have been designed 
to complement men’s fall clothing 
fashions. 

This year, the news in men’s cloth- 
ing will be in luxury fabrics and 
muted, rich colors. The trend is to- 
ward a modified Ivy League—three 


button, straight hanging lines; in 
short, the natural look. Colors will be 
dark to medium, especially in blues. 
Even plaids and checks will be toned 
down. 

Slim, trim subtle tailoring in men’s 
this calls for slim, trim, sub- 
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clothing 





The plain toe, never out of style, finds its 
best expression in appropriate smooth or 


E. 


grained leathers. 


Left 


to 


right: 


man Shoe; Winthrop Division of International Shoe; Flor- 
sheim Shoe; Freeman Shoe; J. P. Smith. 


L 










Taylor; Roblee Division of Brown Shoe; 
Peters Branch, International Shoe; and 
another Roblee style. 


fhove: The sturdy, young man’s shoe finds 
a steady market. Left to right: American 
Gentleman, by Craddock Terry; two Wolver- 
ine styles; Leverenz Shoe; Peters Division of 
International Shoe; and Endicott-Johnson. 


fbove: Three interesting treatments of the 

moc-front. Top to bottom: Bob Smart, by 

Craddock Terry; Wolverine Shoe; American 
Gentleman by Craddock Terry. 


Below: Moc-front bluchers will be offered in all leathers this year including 

reptile, crushed grains and combination grains and smooth leathers. Left to 

right: Holland-Racine Shoe; Bates Shoe; Pedwin Shoe; Winthrop Division of 
International Shoe; Bates Shoe. 





Headed for greater acceptance, the ankle-high outdoor casual will be seen espe- 
cially on campuses. Lower left clockwise: Freeman Shoe; G. H. Bass; EB. E. 
Taylor; and Winthrop Division of International Shoe. 


‘ 
TA and Winter Styles Feature Stitch-and-Turn Seams, Fine Details, and 


Combinations of Smooth and Grained Leathers. Top-Lines Rise; Light Weight 


and Flexibility Most Important. Black Is Growing in Popularity. 


Below, right: The interest in Italian styles 


Below, left: Three split- front moe - type continues. Left to right: two styles of 

bluchers, top to bottom; Florsheim Shoe; Caprice Imports; Roberts, Johnson and Rand 
kk. 7. Wright: Jarman. Division of International Shoe; Friedman 

Shelby Division of International Shoe. 
















Campus-styled reverse leathers, all 
over or with smooth leather saddle 
or piping, continue to ring up com- 
fortable sales. Saddle by Pedwin: 
two eyelet style by Bates: bal 
plain-toe by Leverenz. 


Handsewn detailings give these 
moc-fronts a highly individual ap- 
pearance. Left to right: three 
styles by G. H. Bass; and a Loden 
green reverse leather by Jarman. 


Photos by GEORGE PELZER 


Three shoes reflecting conserva- 

tive, classic and current styling. 

Two by Stetson Shoe: one by 
Kdwin Clapp Shoe. 








IRVING EDISON 


Tire 18th Popular Price Shoe Show of America should 
play a vital role in helping the shoe industry evaluate 
the current style revolution in footwear. It is expected 
to set new records for exhibitor participation and retail 
attendance. The show will be held May 5 to 9 at Hotels 
New Yorker and Sheraton-McAlpin. It is the 
joint sponsorship of the New England Shoe and Leather 
Association and the National Association of Shoe Chain 


Stores. 


All indications point to a mass acceptance of slimmer, 
lighter, more flexible footwear in all categories of shoes. 
‘The popular price shoe industry thus has an opportunity 


to profit by the obsolescence of a large proportion of 


Edward 


Pres, of N.E.S.L.A., 





PPSSA Program 


{thins, Executive Vice Pres. of N.AS.C.S. and Maxwell Field, Executive 
who are co-managers of the show, 


To Evaluate Fall 


Style Situation 


Style Revolution Creates Unprecedented 


Opportunities But Presents Problems Too. 
PPSSA Program Will Help Clarify Situa- 
tion and Resolve Problems. Irving Edison 


to Speak at Breakfast. 


the shoes in consumer closets. Throughout the spring 


season, selling reports have indicated an almost daily 


increase in acceptance of the new styling features 
lo the retailer the 


and manufacturer Opportunity ts 


not without serious merchandising problems, for it will 
involve decisions that may affect the salability of shoes 
on shelves, the investment in lasts, and many other 
factors. Industry leaders feel that the Popular Price 


Shoe Show can provide a timely, clarifying influence to 


help them resolve many of these major problems 


Not until the beginning of May will members of the 
industry be able to form an accurate picture of this 
rURN TO PAGE II], PLEASE] 
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in a pre-show conference 











Brezner:s new WASHABLE-WHITE leather 
© Send for swatches TODAY! 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
Representatives in All the World's Leading Leather Markets 
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Shoes Can End °37 
Out-Pacing Nation 


by JACK M. SCHIFF 
President, National Association of Shoe Chain Stores 
Co-Chairman, Popular Price Shoe Show of America 


Avruot GH some soft spots may prevent the national economy in the 
second half of 1957 from continuing to achieve the constant rate of growth 
of the past few years, the shoe industry has an opportunity to score 
outstanding results in the last half of the year. 

Almost every category of the industry is in the throes of a major change 
in style, a change so radical that it does not occur very often in our shoe 
history. I refer to the tremendous emphasis on Italian shaped lasts, so 
slim in appearance that they could make obsolete many of the shoes in 
consumer closets. This trend, already accepted at top price lines, will 
have a great impact on the mass market next fall. Lighter weight con- 
struction and softer, more flexible materials, go hand in hand with these 
new shapes. 

It adds up to a magnificent opportunity for the popular price shoe 
market to overcome some of the possibly negative factors which may 
affect our national economy in the second half and emerge from this 
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1I990¢7=A Year of 


KeenCompetition 


by A. W. BERKOWITZ 


President, New England Shoe and Leather {ssociation 
Co-Chairman, Popular Price Shoe Show of America 


Ninereen FIFTY-SEVEN will prove to be the most highly competitive 
year in recent history for the shoe manufacturing industry. Shoe produc 
tion for the year will be high. Last year’s volume set a new record of 592 
million pairs. 

If output this year is at all lower it should not exceed a drop of mor 
than one or two per cent, 

Shoe production during the first quartet! has been lower than a year 
ago but this is understandable in view of the early aster in 1956 and 
other factors which overstimulated buying at wholesale levels a year ago 
This year, retail business has heen good wherever the weather ha been 
favorable and the coming weeks should bring a continuation of this favors 
able trend. We look for improved production in the last half of this year 
compared with 1956. 

Shoe prices should continue to increase at factory and retail level 
The cost-price squeeze continues to plague every manufacturer, Increased 
labor costs. as well as higher charges for Lransportation lasts, cartons 
and the multitude of items that go into a shoe have reduced profit 
margins for producers. On the brighter side, it may be noted that hide 
and leather prices have been unusually stable over the past year and thi 
has helped to keep shoe prices in line 

The wide variety of new styles and patterns available to the American 
public should stimulate demand for shoes. Women’s dress shoe business 
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Fall Fashion Trends 


Lightness and Trimuess Feature Meoen’s Shoes 
. J 


FRANCIS C, ROONEY, JR. 
Melville Shoe Corp. 
CHAIRMAN 


Men's Shoe Style Committee 


Licn NESS and trimness are the keynotes to men’s fall fash- 
ions for 1957. Whether we are appealing to the teenager or the 
Madison Avenue gentleman, he wants his footwear lighter and 
trimmer. Patterns will tend toward simplicity with stitch and 
turn treatments continuing very strong. Soles will be lighter in 
weight and extensions closer. Built-in flexibility will be more 
important than ever. 

Black is expected to continue in prominence. Smaller print 
Morocco type grains in combination with smooth leathers will 
be good, 

The back-to-school trend will continue to be an item type busi- 
ness ranging from dirty buck plain toe bluchers to fancy closure 
devices. 

Fall 1957 will be the season for BOOTS. There should be 
increased interest in insulated Tyrol boots, Wellington boots and 


kngineer boots, particularly among the teenagers. 





MARION MARKUS 
The Nobil Shoe Co. 
CHAIRMAN Women’s Sports 


and Welts Style Committee 


Tapered Voe to Stimulate 


Interest in Sport and Welt Styles 
Tue: big news for fall and winter 1957 in sports will be lasts 


and materials. The new, modified tapered last in itself will stim- 
ulate new interest. The addition of the wide variety of new 
leathers, textured, nappy, etc., can’t help but add impetus to what 
promises to be the best casual sport season yet to come, 

“Bubble.” “Saucer” and Ivy League type saddles. along with 
one or two eyelet and the five eyelet bal ties are making oxfords 
an important part of the fall picture. 

In color, black is still the Number One, and is expected to hold 
that place strongly. Gray is steadily increasing. Classic brown 
will give way in importance in favor of the golden browns and 
light tans. 

New lasts, new materials, new patterns . . . there's real enthu- 


siasm in the sport shoe fall outlook! 





TIMOTHY P. WELCH 
G. R. Kinney Corp. 
CHAIRMAN 
Children’s Shoe Style Committee 


Children’s Styles Follow 
Adult Patterns 
Cui pren’s shoes for fall will reflect. to an increasing degree, 


the style changes that have been occurring in the men’s and 
women's shoe categories. The tapered toe look in misses’ dress 
shoes, the new lightweight crepe soles types as exemplified by the 
“bubble” saddle, the closure device little boys’ shoes . .. are all 
developments which must be strongly represented in the juvenile 
line for fall. 

These style changes have brought with them a trend to the 
use of newer colors and textures of leathers. While the conven- 
tional oxfords, straps and loafers will continue to be “big 
volume” for fall, the retailer of juvenile shoes must provide the 
junior miss or mister with newer style types that Big Sister or 
Brother has only recently adopted. This will mean longer lines of 
shoes in the juvenile field with its consequent buying and mer- 
chandising problems; but it can also mean the “extra” sale for 


which we are striving. 














in Men's, Women’s. 
and Children's Shoes 


Briefed by P.P.S.S_A. 


Style Committee Chairmen 








THOMAS ©. BURNS 
Sears, Roebuck & Co. 


CHAIRMAN Women’s 


Casuals and Dress Flats Committee 


“Closed Look” Mightlights 
Women’s Casual and Dress Ilats 
Tue closed look will be the dominant style note in women’s dress 


flats and casuals for fall and winter 1957. There will be new 
versions and varied treatments but, essentially, the basic dress 
flat will be the pump—in sweater, skimmer and high-riding pat 
terns——on narrower and slimmer lasts. 

Soft tannages, suede, deep napped leathers will all be strong 
selling features in suburban casuals. Slip-ons and ties, with finger 
gores, elasticizing and high riding effects are expected to have 
increasing acceptance. There will be open casuals too with an 
emphasis on fiddle, scoop and outside wedge heels 

Leisure and indoor footwear that ranges from the scuff to the 
exotic oriental slipper with up-turned toe, will feature softness 
and flexibility as well as lavish materials and ornamentation. 

There are excellent opportunities for manufacturers andr 
tailers to make a profit in the coming season. They must, how 
ever, put across to the consumer the fact that these shoes are 
the most advanced styles and patterns and in the latest leathers 


colors and materials—at popular prices. 








LOUIS SHINDLER 
Vorse Shoe Stores 
CHAIRMAN Women’s 


Dress Shoe Style Committee 


Lasts and Materials Inspoire 
Women’s Style Program 


Tn important news for fall is the narrow last. We expect that 
the Maxine will be the volume last in the popular priced field 
The new, narrow lasts for the fall will make last year’s shoes 
obsolete, As a result, there will be a tremendous demand tos 
pumps. We feel that the narrow toe look will be in demand for 
open toe, closed back pumps as well. 

Treatments will be simple, ornamentation refined and the bows 
and overlays will play an important role. Slim heels in all heel 
heights will continue. 

Black, of course, will be the Lop sé ling color with black smooth 
and textures more important than last fall. Volume in brown con 
tinues to be good but some decrease is expected. Red will be 
about the same as last year while grey is strictl pr ymmotional 

Fabrics are expected to be better than last fall with main in 
terest centered in tweeds. 


Neutrals are strictly promotional and will be best in textured 


leathers such as No-Color (Loewenstein), Camouflage Allied) 


and Lava (Hubschman. ) 











Three Merchandising Basics 


¢ 
-g 


FRANK PARKER 


4é 
Yo can have the smartest shoes in America but 


youre out of business if you don’t follow three basics 


mere han 


Frank Parker, 
diser and area manager of all shoe operations in six 
These 


yotr mere handise and promotions ; enthusiasm in show 


im mere handising,” det lares 


department stores. three basics are timing of 
lip. se ling and promotion ; and a rounded stor k. 

Mr. Parker’s stores are Daniels & Fisher of 
and Colorado Springs, Younkers of Des Moines, la., 
and Rock Island, IIL, M. L. 
and J. 5 Burlington, Ta. He is 


Mountain states and Middle West 


lor his merchandising methods. 


Denver 


Parker of Davenport, la., 
Schramm known 


throughout the Rocky 


Mr. Parker follows his principles to the letter and 


they have always spelled volume and profits in’ the 
stores in which he has worked. 

Timing is one of the most important words in his 
vocabulary. He insists that timing is an all-year-around 
job. 


is the 


“Getting the right merchandise in at the right time 
answer,” he says. “Time it late or time it early 
and youre a goner. That means you have to watch the 
trends closely. He who waits in the shoe business is 
lost. Of course, there’s a certain amount of gambling, 


Watch the 


but you can’t be last. trends, make a study 


and follow yout 
Mr. Parker does more than go to the markets. He 
Then when he buys a shoe. he 


studies them. presents 


it to his salespeople with enthusiasm and spirit. Every 


90 


Frank Parker, Shoe Merchandiser for Six De- 
partment Stores, Follows These Principles. 


They Have Brought Him Volume and Profits. 


by VIVIAN C. ANDERSON 


new trend, every new style, every new piece of mer- 
He teaches 


them why it was made, what it does, what it will do 


chandise is presented to the salespeople. 


for them and their customers and what it will do in 
style, color, material. Salespeople, he has discovered, 
can make or break you. Then if he has a good item and 
it goes well, he doesn’t forget about it; he plays it for 
as long as it will last. 

“The key secret of good shoe merchandising is to be 
found when you buy at the beginning of a season,” he 
continued, “Unless the shoe has a good past perform- 
ance, buy it lightly. When the shoe comes in, you get 
the ‘feeling’ for it; if it’s good, size up and order im- 
mediately.” 

The essence of any good shoe merchandising is turn- 
over, according to this young shoe veteran who began 
his shoe retail career with I. Miller in his native Phila- 
delphia. “It makes everything else on your walls look 
better when you turn over your stock. Don’t expect to 
get a two-time turnover on real high-lighted shoes, but 
if you watch and keep constantly sizing shoes that are 
performing, it will help you get closer to a two-time 
turn-over of your stock,” he said. 

Last but not least, he believes that the showing and 
display of merchandise is selling. It suggests and that’s 
selling. As an example, in a spring promotion §re- 
cently Daniels & Fisher designed windows on the theme 


What to Wear With What.” 


background a question 


Kach window had as a 
mark of tulle 


trimmed with white daisies. Prominently displayed with 


large green 
the newest in fashions were the accessories, with shoes 
and bags playing the stellar roles. Such “selling,” such 
suggesting, brought new buying customers to the shoe 
departments. 

If your store shows fashion (Daniels & Fisher does), 
then you, the shoe buyer or merchandiser have to show 
fashion. You've got to stand for what you advertise. 
If it’s fashion, make it fashion, and don’t add middle- 
of-the-road and popular priced promotion items. As Mr. 
Parker says, “Jumping all over the board doesn’t get 
you anything or anywhere.” He emphasizes the impor- 
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es Hate: 


Hish Fashion 


Ontario Shoe Store... 


Levinson’s Believes in the Value of Environment. Fashion 


Ly INSON’S. operating in downtown Hamilton, Ontario, 
for 37 years, has completed a major remodeling program 
that has resulted in one of Canada’s most attractive shoe 
salons. 

In the words of J. 5. Thompson, an executive of the firm, 
the intended decorative scheme is one of “quiet elegance.” 
Levinson’s pursues the theory that its high fashion footwear 
must be exhibited and merchandised in a setting of equal 
style and beauty. 

Two distinct shoe salons, for women and men, are pro- 
vided in the remodeled store at 26 King Street West. This 
is a salon operation in every sense of the word, from com- 
pletely hidden stock to plush carpeting, informal seating 
arrangements and an atmosphere of dignity and elegance. 

Colors are basically shades of gold with white, warmed 
with an American Beauty carved broadloom. 

The foyer is covered with white vinyl and brass stripping 


which creates a pattern. Floor cases, wall cases and shadow 


fbove: Women’s shoe salon on the first floor looking 
toward the rear. Foyer is covered with white vinyl with 
brass stripping. Ornate stairway on left is to the men’s 
salon on the second floor. 


Looking toward the front ef store. Carpeting is Ameri- 
can Beauty carved broadloom. Chandelier is gold and 
off white. Chairs and stools are white fiber glass with 
gold etching, brass legs. Mirrors are gold tinted, 











Footwear Is Merchandised in a Setting of Style and Beauty 


by GEORGE E. TOLES 
box displays are all in harmonizing white mahogany 
The marble effect wall is gold and white. Painted walls 
are gold with white ceiling. All mirrors are gold-tint and 
the mirror frames are in gold. 
A large chandelier centered on the street floor is gold 
and off white. Chairs and stools are finished in white with 


ro 116. 
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She Believes in 


1 combined back-to-school and fashion show with 
a “soda fountain” set up in the rear kept the de- 


partment jammed with back-to-school purchasers 


by GENE CREIGHTON 


Mrs FRANCES BRUNSON, children’s shoe buyer at the 
Montgomery Fair, Montgomery, Alabama, believes in “do 
ing it big whe re ¢ hildren’s shoe promotions are com erned. 
[he store set alltime shoe sales records during 1956. 

The Montgomery Fair is now the top children’s shoe out 
let for the chain of which it is a member. People are accus- 
tomed to finding the children’s shoe department jammed to 
capacity, The reason is simply that Mrs. Brunson believes 
in colorful, off-beat stunt promotions which are irresistible 
to the city’s youngsters. 

Mrs. Brunson plans anywhere from six to twelve promo 
lions per year She sy nds an average of a full month on 
each for advance preparation, for making up special dis- 
collecting give and the like. She leaves no 


plays 


aways, 


The Shoe Department at the Mentgomery 

Fair, Montgomery, Alabama, Often Looks Like 

a Three-Ring Circus. But the Circuses Are 
Well Planned and They Sell Shoes. 


that the desired results will be 


achieved, The end result is usually a three-ring circus at 


stone unturned to see 


Montgomery Fair’s children’s shoe department—but it is 
a well-planned, perfectly coordinated circus, which invari- 
ably winds up with a complete sell-out of the shoes featured. 

Mrs. Brunson’s promotional technique consists of making 
certain that the shoe offered is a thoroughly acceptable buy 
for the customer, that there is something other than a mere 
shoe display to attract the customer's attention, and finally, 
that the customer gets something to “take home along with 
the shoes.” 

Here is a line-up of promotions during 1956, all of which 
were smashing sucesses: 

During February, Mrs. 


fad among junior high school and high school girls in the 


srunson capitalized on a recent 


shoes. wearing a 


119, 


Montgomery area to “mismatch” their 
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Fourteen models were used for the fashion show. Styles from tots to teens were featured. Dance footwear was 


modeled by a dancing teacher. 


Local high school cheer leaders modeled saddle oxfords and majorette boots, 


,, = 
laniel Green " 













Whites for 
Wedding Protits 


iw 
we Va right down = Winter Is a Popular Time for Weddings, Yet 


) if ( to the Many Retailers Stock Few White Shoes Then. 
it | {nd Weddings Are Seldom One Pair Sales. 





penny in your shoe 


other Middle West shoe retailer maintains a permanent 
sign in his window reading, “Plenty of styles in’ white 
shoes for weddings——-always.” He also runs this line in 
his advertising frequently. He has found that he often 
gets wedding business —in the winter months in particu 


lar when other retailers fail to stock white shoes. More 
Well make your wedding day as beautiful as you've 
always dreamed it to be. Once you've said ‘yes’, 
fet our Bridal Consultant help you — 


over these are seldom One pair sales, since this retailer 


has a selection of whites, he usually fits the entire wed 
+ select the loveliest wedding gown imaginable 
at the price you want to pay ding party. Bridal members will almost always buy new 
+ dress the mother-of-the-bride (and bridegroom, too) 

+ co-ordinate your bridesmaids’ dresses to please you shoes for a wedding, he points oul 


saiaamige ieee tadeiased This brings up the fact that June is not the only wed 


4 advise you on wedding etiquette 
ding month. Surveys indicate that there is one wedding 


+ even see you down the aisle upon request 
for every 1,000 population every 50 days. [It also reveals 
that June has only a slight edge as a favorite Septembe I 
and October are extremely popular. December is fa 


vored, as are April and May. February, because of 





Valentine’s Day, also has some supporters 
Beonston store hours 9 to $:30—Monday and Thursday 9 to 9 
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This retailer offers a bridal consultant service. An entire 
bridal party often buys shoes, and the average for brides 


is four pairs—three in addition to the wedding shoes. 
1. S. Beck have often featured shoes for weddin m 


special advertisements 


W eDpINGS mean extra shoes and extra profits for the 





t nN Ss a Oe ¥ 
shoe retailer. Weddings are often completely ignored healed Tt “es 1 
ae a on Cr, Par J f 
. P  « a, 
shoe promotions, however. They mean sales of white Pre a | 
; ; \/t NSS =m 
shoes for the bride and white or tinted shoes for the f / \ a ~ nina ’ 
‘ ; ; ‘ig, & te 
bridal party. They also mean extra pairs of dress shoes ! ENN moO 
I » >. tes 
to round out the trousseau, i ) WN ope tha mo : % 
: ‘ : / \NS “ ‘ ‘ 
sridal consultants have become a standard service in 9 \ St : 
department stores and specialty shops. In many, plan- 4 a ) : 
ning does not stop with the bridal gown, veil, and other | ; 
; i 
apparel. It extends to and includes the accessories, and b idl ; 
PM" . ! It’s a rh @’S world at Beck's! | 
this means shoes. Edgar A, Stevens, a women’s specialty 1 1 so little : 
. . ° ° - 1 Noo yu ‘| y little 
shop in Evanston, Illinois, in one of the store’s adver- \ er ; 
tisements, carried the phrase “right down to the penny ! ‘ 
e ji i _ No wonder more ‘" i 
in your shoe.” The advertisement showed a large draw- i : vo i 
ing of a shoe superimposed on a wedding cake and . 
: : ; . I linen 
bouquet background. Service at this store includes se- 4 © High h | : 
lection of the wedding gown and the proper shoes. It : vil pope eg . ; 
. ALTARS 
also includes dresses for the mothers of the bride and 1 ve yume ' ; 
groom, and co-ordination of bridesmaids dresses. : (Mot Hat ‘ H 
SHELL P wporied i 
A. S. Beck chain stores have frequently featured All Beck poms FOAM:FLEN CL SHI r 
shoes for weddings in specialized advertisements A ! ' 
g i i its. An ‘ —- wut dhol ; 
. er House , i 
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FOOT-SOX sesame” 


How they mount up sales, pick up profits! Don’t 
waste a moment in getting Trimfit Foot-Sox out 
on display. They'll put you in the chips all sum- 


mer long and for the back-to-school season too. 


Style B-16 ALL NYLON Foot Sock 
Run-resistant with square toe for 
better fit. New foam rubber non- 
slip heel. Neutral shade. Sizes 
82-11. Packed one dozen per size 
in self-selection display carton. 
$2.90 per doz. (Retail 39¢ pair) 


Style B-20 COTTON Foot Sock 


Finest combed cotton... perfect 
fitting — perfect feeling. Neutral 
shade. Sizes 812-11. Packed one 
dozen per size in self-selection dis- 


a play carton. $1.80 per doz. (Retail 
~ 25¢ pair) 


Style B-75 $-T-R-E-T-C-H NYLON 
Seamless foot sock in run-resistant knit. 
New non-slip foam rubber heel. Neutral 
shade. One size takes care of every 8'- 
11 request! Shipped in 3 doz. units in 
self-selector display carton. $3.75 per 
doz. (Retail 49¢ pair) 


Style B-70 PUL, 
Not illustrated. Same as B-75 without Gor aed by > re 
heel pad. $3.75 per doz. (Retail 49¢ pair) Good Housekeeping «, MAGALINE 


we 
745 apvcansco 


TRIMFIT — 
EMPIRE STATE BUILDING—NEW YORK 1, N. Y. 


FREE! oak grain 


STYLES loul|ey,| 9 | 9% | 10 | 10% | 11 | Total 
veneer counter display. | 


+ 
B16 Foot Sock | | 


yours free with initial | 


order for 15 dozen 


B20 Foot Sock 


B75 Foot Sock | 
or more of styles 


B-70, B-75, and 
B-16 only. 
Display #820: 
11%” wide, 17” 
deep, 10” high 











T 
+ 
B70 Foot Sock | | 


Store 


Address 


City 


EMPIRE STATE BUILDING—NEW YORK 1, N. Y. State 
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Trade Trends > 














Increasing numbers of shoemen seriously ques- 
tion the “volume phobia” that has had dominat- 
ing influence in shoe business. They say we’re 
losing sight of first principle of marketing and 
selling to make a profit. And many shoe 
retailers and manufacturers have long been 
treading on thin profit ice. So what happens? 
Continuing white heat push to build volume and 
dollar profit, even if net percentage of profit 
stays low. 


This develops into vicious cycle. Price becomes 
spearhead to build sales volume. This means con- 
tinual shaving of profits as costs creep up. And 
as profits get thinner, necessity for higher vol- 
ume increases to sustain dollar profit volume. 
Result: shoemen caught in tightening squeeze 
more aptly a treadmill. Volume up, but 
month-end or year-end profit disappointing. 


Many retailers expressing ire at “pressures” by 
some manufacturers who insist on more and 
more volume out of local areas. This especially 
true of some branded lines. Some retailers reach- 
ing saturation point, they say. Feel they’re sacri- 
ficing services, customer attention on which store 
reputation was built, by over-hard selling to 
reach volume quotas. And profit return for pres- 
sure of higher volume often isn’t worth it. 


One retailer sums up feeling: “I’m going back 
to lower volume and better markon and profit. 
This way I can do justice to service for my cus- 
tomers. I’ll do as well, maybe even better, on 
take-home profits . . . and I’ll live longer. We’ve 
lost sight of fact that shoe business is a service- 
for-profit and not a volume-for-ulcers business.” 


The profits-versus-volume issue getting national 
attention. Note that recent convention of Na- 
tional Retail Dry Goods Association centered not 
on how to sell more merchandise but how to sell 
it at more profitable margins. At recent market- 
ing conference of American Management Asso- 
ciation, same theme stressed. Comment of one 
keynote speaker: “Are we forgetting that the 
whole marketing concept is rooted not in the 
volume concept but in the profit concept ?” 





O O O 


While the downtown versus out-of-town shop- 
ping controversy rages, here’s some highly inter- 
esting information resulting from a detailed 
study by Federal Reserve Bank of Boston. Shows 
retailing sales shifts from 1948 to 1954. Summed 
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up simply, out-of-town shopping is advancing at 
a substantially greater pace than downtown. And 
it applies to shoes as well as many other com- 


modities. 


Here are some figures. In the 1948-54 period, 
downtown Boston showed a 2.7 per cent dollar 
sales gain. But 16 suburban cities showed sales 
up 40.3 per cent. And some 30 suburban towns 
had an average sales gain of 67.9 per cent. Thus, 
figuring for price increases, unit sales in the 
downtown Boston area likely showed a decline 
from 1948. 


In suburban areas where major shopping centers 
have located, the sales gains have been huge. 
For example, in Framingham the increase was 
103 per cent. However, the “big ticket’ items 
(furniture, home furnishings, appliances, etc.) 
are still concentrated in downtown Boston. It’s 
in the specialty items where traffic appears to 
be moving into the suburban areas. In 1948, 
some 27 per cent of all Metropolitan Boston 
sales were in the downtown area. By 1954 this 
had fallen to 15.2 per cent, and today is an esti- 
mated 13 per cent, or half the share of only nine 


las 


years ago. 


Excerpted conclusion of the report is interest- 
ing: “The development of more 
planned shopping centers further 
shifts in the pattern of retailing in the Boston 
Stores offering highly 


prospective 
will cause 
metropolitan area 
specialized services and commodities with depth 
and variety of merchandise are likely to hold 
their position the best.” (Note: copies of the 
entire March the New 
England Business Review—can be obtained by 
sank of Boston.) 


report—the issue of 


writing the Federal Reserve 


It’s believed that the Boston pattern of develop- 
ment in regard to suburban versus downtown 
shopping applies pretty much to other such areas 
throughout the country. It’s also believed that 
the figures cited above will show even sharper 
that is, 1957 


contrast today as compared 


with 1948. 





You'll be hearing more and more about “elec- 
tronic retailing.” This is no dream of tomorrow 
but is already here. It will give the laryer retail 
stores certain advantages. Associated Merchan 
dising Corp. (26 major department stores) has 


[TURN TO PAGE 117, PLEASE] 
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WANTED 


The earliest issues of Boot and Shoe Recorder 
first published in 1882- 
in this country 





still in existence 


*“TME- 


Boot 4 Shoe Recorder. 


1 TEREST OF TE SOE AD LEATHER TRADE OF MEW ORCL ame 


re) 4 “SHOES 
AOC LES EVERY TUES AT Wa 


ee 


2 Lommer & 286 Devonshire a Bore 
197 6 10 Wibub Avew, Chiag 


| ue ae FIELD, BULLIVANT & FIELD, 
» LEATHER. 


Will be paid for the issue 


100° REWARD with the oldest dateline 
‘700 REWARD for the issue 











with the second oldest dateline 
IDENTIFICATION 


Shown above is the front cover of the first issue of 
Boot and Shoe Recorder still on file in the publi- 


cation’s offices. It measured 1114” x 16”. 


WHERE TO FIND 


Reposing in an old sample trunk in the attic of a 
New England home in the library of a fourth 
generation shoe retailer in the storage space of 


a house or store. 


On this, the occasion of its 


76th ANNIVERSARY 


BOOT and SHOE RECORDER 


National Voice of the Trade, wishes to... 


LOCATE THE MISSING 


Somewhere these issues must still exist. To dig them 
out of their hiding place, and reward the finder, 
Boot and Shoe Recorder makes this legitimate 
offer: 

A sum of $100 will be paid to the person who sub- 
mits the copy of Boot and Shoe Recorder with the 
oldest dateline. $75 will be paid for the copy with 


the second oldest dateline. 


CIC I I IEC EOC OOOO OC EO LELELELSEM 


Boot and Shoe Recorder 









~~ 









DLL LEDUC OOOO 


HOW TO COLLECT 
YOUR REWARD - - - 


Do not send the actual old issue. Just send 
us a statement of proof of the old issue of 
Boot and Shoe Recorder in your possession. 
Photostats or photographs of the front cover 
of the issue are acceptable. 


Rewards will be paid to the persons who 


Fe ee ee ee ee es > er 


find the oldest issue by the deadline date. 


RULES 


Address entries to the Publisher, Boot and 
Shoe Recorder, Chestnut & 56th Streets, 
Philadelphia 39, Pennsylvania. They must 


be received no later than May 15, 1957. 


Do not send original copy. Mail a state- 
ment of proof. Photostats or photographs 


of the front cover will be accepted. The 


Boot and Shoe Recorder cannot assume re- 


sponsibility for actual old issues. 


All entries will be judged by the Publisher 
and Editor of Boot and Shoe Recorder. 


ie iad ie Eee ee Eee ee ee ee ee ee 


A reward of $100 will be paid to the person 





who submits the copy of Boot and Shoe 


Recorder with the oldest dateline. $75 will 


be paid for the copy with the second oldest 
dateline. In the event of duplicate entries, 
the $100 award will be paid to the entry 


with the earliest postmark; and the $75 


award will be paid to the entry with the 


next earliest postmark. Should postmarks, 
as well as dates of oldest issues be identical, 


duplicate awards will be made. 


All photostats or photographs of old issues 


become the property of Boot and Shoe 


Recorder. Entries cannot be returned. 


Finders of the award winning entries will 
be required to give these issues to Boot and 
Shoe Recorder in exchange for their rewards. 
Winners will be announced in the 75th 
Anniversary issue of Boot and Shoe Re- 
1957. Shoe 


Recorder reserves the right, however, to 


corder, June 15, Boot and 
publish the dates and names of contest 


entrants during the progress of the contest. 


Employees or ex-employees of the Chilton 
Company, Boot and Shoe Recorder, or their 


advertising agencies are ineligible. 


ee ee ee ee Bee Bee ee ee ee ee oe os ee ee en On en ee, 


ain sin, nl, alll. nls. ale, ald lk, lh, ll, ed ed ed ed 
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Chestnut Street stores “Downtown retaile 


portunity of a captive 


lifetime They have a practically 


audience in the hundreds of thousands of business and 


professional people who pass their stores and shop their 
windows daily. They should get to know 
well, their buying habits, what they like and dislike. Bring 
ibout their stores sell 
should make theit 


found in the same 


their customers 


them fashion first, make everything 


fashion, prestige and service They 


customers believe thes qualitic 


can iY 
have better 


entitled to 


degree in no other store Downtown hopper 


than-average shoe requirements and they're 


better-than-average treatment. See that they get it and 
thev ll make larger-than-average 


“The downtown retailer must recogniz 


purchases 
that eight hours’ 
three or four hours, He 
ready for the 11:30 to 
well,” 
directed to 


figures must be made in must 


welcome the early shopper, be : 
customers and service them qq kly and 

Dalsimer’s current advertising theme part 
of this great market, has an unusual, dynamic and effective 
approach: “Dalsimer’s will protect the working girl 
from today’s high cost of fashion.” 


Markets in motion? Yes, but 


fast they move respond to unusual advertising and met 


markets no matter how 


chandising technique 8 


Plan Your Vacation and Travel 
Promotions 

by BERNICE DECKER 

May is an ideal month for promotion of shoes for travel 


and vacations. Vacation and travel themes can add a new 
twist to summer shoe advertising. 
Instead of the usual advertising for 
and casuals, use phrases such as these: “Just the Shoes fo: 
That Trip,” “Select Your Shoe Travel Wardrobe Here 
“New Shoes for Happy Vacation Days,” “New Shoes 
Part of Vacation Planning,” “You Can’t Take a Trip With 
out New Shoes,” “The Seashore—Mountains—Northwood 
We have the Proper Shoes.” 
Vacation time is also a time for 
effective 
posters can 


whites, spectators 


variety in window di 
with 
had 


railroads or bus compan 


plays. These can be made and attractive 


little or no expense. Travel always be 


from travel agencies, airlines 
Posters from foreign countries always attract attention and 
are most striking. Practically any modern travel poster i 


A colle 
stoppe I 


a work of art. It is an addition to any window 
tion of a half dozen or so is bound to be a trafhy 
They can be used as backgrounds. Or they may merely 
be slipped informally among the shoes 
Luggage is also a good prop. This is particularly true 
of leather luggage. Since it is of the 


blends beautifully with shoes for unusual displays. If a 


same material it 


retailer's own luggage is too worn, any luggage store o1 


nearby dealer will be glad to lend some merely for a credit 


line. Items such as canoe paddles, tennis and badminton 
rackets, golf clubs, and other sports items are also useful 
props. 

A vacation wardrobe can be suggested with variou 
groupings. These should include several pairs of casuals, 


walking shoes, pumps, and very dressy shoes. Emphasis 


throughout vacations should be on casuals and 
A retailer can easily afford to leave 


a vacation window for a few week 


pectator 


white basics out of 


a vacation window for a few week Ihe greater variety of 


shoes shown, the more extra sales he likely to make 

Vacation windows can also be used to promote golf 
shoes, tennis and deck shoe and a wide variety of mocca- 
sins. 



















































































Every eye nearby 


Will tor certain verify 
JULIET’S a purple clear 


Destined for a volume cheer. 


Glazed Kid Vodelle 


Standard Division New Castle Division 


Boot and Shoe Recorder 














Easter Volume Ends 
High in New York 
STARTING with Palm Saturday 
for the ensuing week, shoe retailers in 
New York were a fairly happy lot. The 
weather was good sunshine and 
the promise of balmy weather ahead 
took the lingering little “nip of cold 
ness” out of the air. Stocks were in 
good shape and consumers were in a 


and 


buying mood. 

Women’s and children’s 
ers reported satisfactory business and 
indicated that customer in the 
new shoes was gratifying. 

In the children’s shoe category, dress 
patent and cements 
Oxfords were good 
and were 


shoe retail- 


interest 


up types in black 
vere selling well. 
too and in 
popular. 
There was real activity in 
hoe selling. The last-minute rush, to 
buy the new pair of shoes to go with 
the Easter outfit, was on. Every one 
had been talking about the late Easter 
and at last it had caught up with them. 
Pumps continued to be the number one 
Slimness, pointed toes, dress- 
appliques, piping, all 
two-color or two-texture 
all these were important 


colors, blue red 


women’s 


pattern. 
maker touches, 
sorts of trims, 
combinations 
selling features. As 


for colors: black, 


ash, blonde, flax, Primavera, gray, 
Wedgwood blue or Wedgwood green 
were the winning colors. Heels were 
described as “taper thin” . high or 


medium. “Strapping new successes” 
was the way one store promoted their 
three-way strap shoes. 

The men’s shoe business does not re 
flect women’s 
and children’s shoes, especially at fash 
ion holiday time, Nevertheless men’s 
shoe selling has been satisfactory and 


the same acceleration as 


steady. Men have been buying shoes 
for their needs rather than for a spe 
cific occasion, 

New York shoe merchants are, of 
course, hoping that the present good 
business will not stop now that the 


holiday has been celebrated. They are 
optimistic about the prospects for the 
coming the early 
spring shoes give way to the white and 


season when 


bright summer shoes, 


Navy Blue Jumps 
In Boston Sales 


THE big lead enjoyed by black in 
the race of shoe colors was cut down 
sharply during the last weeks of April 
in Boston’s retail shoe stores. Navy 
blue in pumps and = straps gained 
rapidly. In many stores it was a close 
second, In some, it was ahead. There 


was noted, also, an increasing call for 
beige, flax and Primavera. 

At Thayer McNeil Company, 
was second to black in 
with the gap closing daily. Colors in 
the beige family were third; red was 
fourth. This store, which does a large 


navy 


sales volume 


business on conservative pump types 
reported also that Wedgwood blue 
and Wedgwood green had been sur- 


prisingly good and that, although the 
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still below seasonal 


shoes 


temperature was 


normals, mesh were selling in 
conservative types. 

The same trend toward navy blue 
was reported at the R. H. White Com 
pany department Here the de 
mand was for pump types, with sling 
backs said to be selling “fairly well.” 
Red well, in fact, in bette 
volume than had been anticipated. Flax 
was in last place. In silhouettes, the 
medium toe was preferred by most of 
the store’s customers, it was reported. 

Much the story told at 
the high style store of Joseph Antell. 
Black patent, it said, had 
strong and then had given way to blue 
and black calf. Light 
also very Seventy 
this store’s volume had been done dur 


store. 


also sold 


same was 


was heen 


smooth tan was 
rood, percent of 


ing the spring on plain pump types. 


Most stores felt that the combined 
sales figures for March and April 
would be somewhat better than for 
the same two months last year. Some 


said they were experiencing difficulty 


in getting re-orders on spring style 
* * 
Easter Week Sales 
Boom In St. Louis 


WRETCHED St. Louis weather ha 
discouraged retailers here. They re 
port that March and April should top 
last year. 

March was fair. Two 
weeks opened April. Then a tremen 
dous selling wave hit the Monday be 


not 


business slow 


fore Easter. With schools closed fot 
spring vacation, downtown areas re 
sembled, as one retailer put it, “the 


day before Christmas.” Suburban out 








all lines converge 

to make a 

fashion 
point 









Pete Natiian paint Gown te iby sdenalll te say sail 


1 emtatery thee belae bewand Pane 





This point is made with drama and em- 
phasis to the fashion minded. Julianelli. 
Neusteters, Denver (five cols.). 
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lets felt the impact, too, and report 
extremely brisk business except in 
men’s shoes. 

Black patent has been the heaviest 
single woman’s seller, principally in 
closed and decorated pumps with ta 
pered toes and needle heels. Open 
types, both in patent and polished black 
calf, run second. The wheat, vanilla 
and flax tones in closed pumps, and 
navy with white touches in open pump 
are reported good sellers also. Red, 
gray and white follow in that order 

Almost every type and color could 
be noted a elling well For teen 
agers, lightweight bubble saddles in 
black and white are moving in quan 
tity in uburban tore especially 
White buck with a red rubber sole i 
the big Easter hoe for boy from 10 
to 20. Very small boys have selected 
hantung-plug mocs more than their 


high school brother 

Little girls’ sales reflect rebellion 
against oxfords and loafe They are 
concentrating on black patent hell 
pump decorated, some with swivel 
straps. Flax is also showing in volume 
Black plain toe bluchers continue the 
volume trend started in March by little 
boy 

Men’s volume lags behind women’ 
and children’s. Casuals fell off for 
women and misses during April, but 
picked up for men. Loafers in black 
mainly, plu ome brown, have shown 
yood sales in the suburbs. Black stitch 
and-turn three eyelet ties continue to 
ell moderately well, along with their 
more summerlike counterparts, black 
three eyelet ties with gray shantung 
plug 

Advertising, special promotions, and 
coordinated window and case displays 
have all been prominent during April 
Pat Wheelle gracious fashion diree 
tor for Johnson Stephens and Shinkle 
Shoe Company, was on hand at Stix 
tjaer & Fuller for a chatter session 
with customers, devoting one day to 
the downtown tore, the next day to 
the store’s Westroads branch 

Miami Styles Split 
Between Two Types 

WOMEN returning to their northern 
homes with a complete shoe wardrobe 
have plit personalitie this year 
There is a split decision between the 
very covered-up pump and the per 
fectly bare shoe. Thi plit” element 


other way Two color 
different for 


in the trim and deco 


is apparent in 


for instance—a one each 


foot. This } ee! 


ration, and even in the heel; one may 
be of bright red, the other bright blue 
However, these split colors while they 
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found, have not yet been of 
tremendou 


The 


importance 


most Wal color cheme ji 


The dr 


hoe are all of 


monochromatic 
belt, 


oOo you ee a 


nat, bay, 


And 


blue,” a 


one color, 
mphony in 
tudy in ‘ 
This i 
the 
It is not all a 
picture 
vivid 
are many 
It would 


buckle 


brow! a “beige ensemble.” 


perhap the newest note at 
moment 
monochromatk 


print silk 
attract 


pring 


Flowery pumps are 


enough to attention a 
of gay ornamentation. 


that 


type 


eem any adornment 
contra 
, fruit 


ha 


roe head ting in 


, flower jewels o1 


that 


sert hbutton 
before 
the “frost 
touch of white. The stark 
contrast of white on black, particularly 


anything else yone 
Another important note j 
ing’ dainty 


on spectator pumps, is good. Shoemen 
will be a leader 
white costume of 
of palest 

he 


color 


are predicting that thi 
with the 
Shoe 
are 
accessorize 
White is a 
has heen creeping into the 
hut all 
on. One shoe-man 
ultra genteel pale look 


summer. 
pearl gray 
neutral enough to 


beige on 
declared to 
any ensembie. 
stunning 


pring 
contrast. Gray 
hoe picture 
the 
that 


your 


slowly, steadily, through 
said 


for 


sea 
“the 


shoe és Is 


has 


important. 

One store has a delightfully different 
white calf pump with a 
touch of red satin in a 
Another white is 
red heel, 


shoe a“ pro 


vocative bow 
on the vamp 
with a bright 

Vinyl is in the picture and so are 
textured of many kinds. The 
rough grained calf, called “broadtail,” 
all season. Straw i 
growing in popularity as a comfortable, 
dressy, 
shop i 


accented 


leathers 
has been popular 


shoe material. Practically every 
featuring some type of straw 
footwear 

Heel low. 
Perhap ;o much emphasis 
is being placed on the very high spike 
now 


continue to be high and 


not quite 
They had been most popular dur 
winter and 


till 


ing the 
there 
show! 

The incontestable feature i 


early and 


plenty of 


spring 


are them being 


and will 


pointed toe. 


continue to be the 
* + + 


Easter Sales Top 
Last Year in Chicago 
LIGHTER 
surging to 


materials and colors 
the front 
pite of 


store 


are 
in Chicago shoe 
a prolonged cold 
and departments 


selling. In 


spring, most 


100 


ahead of 
for last 


ine Was 


ran somewhat 
Kaster figure 
and men’s bu 
about held it 


Patent ha 


comparable 
Children’s 
ahead, women’s 


year. 


own 
been number one and may 
continue that lead through mid-May. 
late starting, will be important 
from now on. However, flax been 
ubstituted frequently for thus 
cutting into sales. Dressy patents have 
They will be 
and tels in 
Lighter weight types in 
styles dominate men’s 
Silk shantung plugs have 


slue, 

has 
blue, 
shoes. 


led in children’ 


replaced with whites pa 


econd buy 

a variety of 
hoe elling. 
been especially active and appear to be 
in for a big 
The new sea buying 


establishing themselves spottily. 


year. 

trends are 
Flax 
related colors are expected to 
accelerate until buying 
and off whites. Flax 
may continue well into sum- 


on 


and it 
continue to 
veers into white 
and beige 
mer. Pigskin is gaining over last year 
due to the greater variety in styles in 
casuals, pumps and _ step-ins. 
Mesh and lacy meshes are also point 
both pumps 


tailored 
ing for a yood season in 
and sandal 

Pump the leading 
but only if touched up with some form 
buckles, strippings, 
Sandal sales have 
been accelerating. Many retailers are 
looking for their best on back- 
less types, principally mules. Improved 
fitting qualities and the fact that there 
low heels helps 


remain pattern, 
of trim Bows, 
buttons are favored. 


season 


is a good choice in 


hoost sales. 


Baltimore Reports 
Good Easter Period 


SALTIMORE retailers are smiling hap 
pily at the Easter selling results. Pat- 
ent leather lead sales, followed by navy 
calf. Red calf showed = surprising 
strength 

Business, so far, is ahead of the same 
period of 1956. Easter sales were grati- 
fying now looking 


and retailers are 


= 











Irresistible, this ad offers 


forward to May and summer. Most of 
them talk of white leathers and white 
straws. Gray is now definitely in the 
picture. Mauve, champagne and beige 
offer summer possibilities espe- 
cially in low heels, sandals, dressy flats 
and The play shoe market is 
expected to develop high volume. Dark 
considered fashion-right 


also 
straws. 
shoes not 
for summer this year. 

A sampling of retailers 
that patent leather rang up impressive 
through the Easter 
jlue calf, especially in closed pumps, 
was next highest; retailers, in 
addition, had to rush out reorders of 
red calf. The tan family also sold well. 

The medium heel dressy shoe was 
probably the most popular style, espe 
cially in the closed pump. Here, the 
best combination was suede and peau 
de Open shoes and sling backs 
did well, while the tapered toe has now 
penetrated almost every price line. The 
extreme versions sold in the upper 
price brackets, notably in Primavera 
and Honey, two very popular leathers. 

Casuals, mainly in smooth leathers, 
hit a good stride. Number one color 
in casuals was Flax. Black patent cas- 
uals’ volume was strong. Platinum 
gray calf in open sandal street shoes 
received a good deal of attention. Vinyl 
is still moving in open shoes. 


are 
indicated 


sales all season. 


some 


sole. 


Easter Volume Caps 

Los Angeles Spring 
Most Los Angeles retailers reported 
an excellent Easter sales volume. Pref- 
erence, as expected, was for lights and 
whites, but patent and vinyl still held 
a strong position. Two trends: true 
needle toes are now beginning to make 
and lightweight 
become a big 


inroads here; 


truction 


ome 
has now 
men’s work 


spring 


con 
factor in shoes. 
Most 
dressy 
tirely 


the 
en- 
were 


wanted shoe was 
spectator, in sling heel or 
open, Two-tone effects 


[TURN TO PAGE 117, PLEASE] 


white textured calf and polished black calf in the 


current low heeled, tapered silhouette for spring. By Palter DeLiso. Note tie-in, 
Saber-Heel stocking ad. At Neiman-Marcus, Dallas (eight cols.). 
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THERE'S MORE TO SEE AT THE 


King Bee ani Queen Bee 


MEN'S ano WOMEN’S SLIPPER AND SANDAL DISPLAY 






DURING THE POPULAR PRICED 
SHOE SHOW 









SUITE 990-991 





HOTEL McALPIN 









AT LAST. ©. 
The King Bee (inl, tn Person! 


FREE COLOR and PORTABLE TV SETS 


? PLUS POCKET SIZE TRANSISTOR RADIOS 
Nothing to do,but come in and register! 


INTRODUCING "QUEEN BEE,” 


an exciting new popular-priced, 
nationally advertised Women’s Slipper line 


and “LITTLE BEE," 


a complete line of Children’s Slippers 


PLUS 


Some truly new fashion 
innovations in the ‘‘KING BEE”’ fall line 


OF COURSE, FREE CALENDARS 






& 
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KING’S FOOTWEAR COMPANY * 47 WEST 34 STREET, NEW YORK, N.Y \( 


ac 
KING BEE... QUEEN BEE... LITTLE SEE SLIPPERS FEATURE coerce. 


y 


BILTRITE WHISPER-LIGHT SOLES AND BILTRITE NURON CREPE SOLES i 






Foul Godot 


GOODYEAR WELTS* 


+, MAGATIINE | 
¥ e, 
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ROOM S48s HOTEL NEW YORKER 
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Come See The Shoe Magic 





Footwear with a Cushionized Forepart for comfort 
supreme ... in fashions keyed to the taste of 
the modern woman... a revolution in quality, 
craftsmanship and styling in fashion-footwear to 
retail at $7.95, $8.95 and $9.95, the popular prices 
preferred by the mass, middle-millions market. 






OF IN-STOCK 
WOMEN'S SHOES, 
DRESS AND 
WALKING-TYPE 


ABROTIZED 


WeLhemakter 


elem S95 . $EQIS . $QPS 


AT 


SIZES 4 to 10, AA to EE 


ressa ROOM 848 notet new vorKer 
Wllenakterrc Division of the Chris Laganas Shoe Company, Jackson Street, Lowell, Ma 
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To All Shoe Retailers: 





HOW OLD IS YOUR 
COMPANY? 


WE NEED THIS 





INFORMATION PROMPTLY 
FOR HONOR ROLL OF OLD | 
ESTABLISHED COMPANIES 


Is your company 75 years old or older 


(established in 1882 or before) ? 


For the Honor Roll of old established 
companies in or serving the industry 
to appear in the 75th Anniversary is- 
sue of BOOT and SHOE RECORDER, 
mail a brief history of the company 
to 


E. B. Terhune, Jr., Publisher 


BOOT and SHOE 


RECORDER 


CHESTNUT AND 56th STREETS, PHILADELPHIA 39, PA. 
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Target for Fall ’57: 


record-breaking 
sales for 
Yorktown 
merchants 













PSS THREE GENERATIONS OF FINE SHOEMAKING 
New Yor 
Rooms 50 Shoe merchants who have come to depend on 
- Yorktown for top value-giving can expect 
wes rR 
South ote even greater value leadership during 1957. 
Bake! 


) Quality has been made even finer throughout 

’ tern Show May 5-8 ? ae ‘ : : 

4 Sovtheo® orgid -* the big 98 style in-stock line...in leathers, 
% . 7e . ; ¥ : 
\ Atlante, ‘) workmanship, durability and fit. And to 
ka ech . 


: n 

t Show -saham & 97.15 
\ West set es Bucking 4 Moy \2 \ 
(Solnit . les Caliform'? ° 
Los Ang®& “ 


further boost your sales, new promotable 
types and patterns have been added. Result: 


unmatched values at the prices. Compare! 


IN STOCK 
To Retail at $10.95-$14.95 


Write now for catalog or for salesman to call 


GARDINER SHOE COMPANY, INC. 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 


Gardiner, Maine 
NEW YORK SALES OFFICE: Marbridge Bldg., 47 W. 34th St. FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Buckingham & Hecht, 817 S. Los Angeles $ 
also makers of YORKTOWN SHOES FOR BOYS 

















JUNE Weather Forecast 


Warmer East of the Continental Divide and Cooler West of It 


Is the Forecast for June. Wetter Than Usual in Many Areas. 


Tue weather outlook for June indi- 
that of the 
Continental warmer 


cates most sections east 


Divide 
than usual while Minnesota. the Dako- 


will he 


tas and the western-third of the nation 


will average somewhat cooler than 
normal, The rainfall pattern is not ex- 
pected to be this consistent. Major wet 
areas are forecast in the northern tier 
of states, Nevada, Central Texas and 
parts of the Southeast. June’s rainfall 
is often in the form of local showers 
total 


rainfall may occur at two stations only 


and considerable variation in 
a few miles apart. Following is a more 
detailed 


weather conditions for June. 


breakdown, by region, of 


Area I: Northeast 


Northern New 
Canada and Upstate New York will be 


England, Eastern 
wetter than normal while other sections 
of the Northeast will be slightly driet 
usual. 


than Temperatures throughout 


this region will average within one or 





PW AHRENHEIT 
ESTIMATED DEVIATION FROM 
NORMAL MONTHLY “EMPERATURE 








mowwerals 








two degrees of normal. Last June, tem 
peratures also averaged near normal 


although a short heat wave produced a 





PRECIPITATION 
ESTIMATEO PERCENTAGE OF 


NORMAL MONTHLY PRECIPITATION 
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reading of 99 degrees at’) LaGuardia 


Field on the 14th. 


Area Il: Great Lakes 


Northern sections of this region, in 


cluding Michigan and Wisconsin 


be wetter than usual with near normal 


will 


temperatures Farther south, Kentucky 
and southern portions of Ohio, Indi 
ana and Hlinots will hye Wariner ima 
venerally drier than usual. Last Jun 
temperatures were above normal except 
in Ohio and parts of Kentucky 
Area Ill: Southeast 
Relatively wet conditions are fore 


Alabama and 


tions of the Carolina 


cast for most of Georgia 
the 
Klorida 


tions in 


western se 
Mississippi and coastal sta 
will be 


will bv 


the Carolinas dries 


than normal. Temperatures 


warmer than normal and noticeabl 


warmer than last June 
123. PLEAS 


rLRN TO PAGE 
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HARVEY S$. FIRESTONE, JR 


Portrait by Fabian Bachrach 


“very month more than 90 per cent of 
lirestone employees invest $900,000 


through the Payroll Savings Plan” 


“Every month more than 90 per cent of Firestone em 
ployees in plants across the nation invest $900,000 in 
United States Savings Bonds through the Payroll Sav 
ings Plan. We are proud of our share in conducting this 
mvestment program But we are prouder of our em- 
ployees who responded so magnificently in our 1956 
drive that they set a national record for participation 
Their good judgment in investing in U.S. Savings Bonds 
is a sound provision for their future security. It is also 
a definite contribution to the future stability of our 


untry.” 
— HARVEY S. FIRESTONE, JR., Chairman 


The Firestone Tire & Rubber Company 


If employee participation in your Payroll Savings Plan 
is less than 50%...or, if your employees do not now have 
the opportunity to build for their future through the 
a letter 
to: Savings Bonds Division, U.S. Treasury Department, 


systematic purchase of U.S. Savings Bonds 


Washington, D. C., will bring prompt assistance from 
your State Director. He will be glad to help you put on 
a person-to-person canvass that will put an application 
blank in the hands of every employee. This is all you 
have to do You men and women will do the rest be 
cause they will welcome the opportunity to build for 


personal and national security. 


The United States Government does not pay for this advertising. The Treasury Department 


thanks, for their patriotic donation, the Advertising Council and 


108 





Boot and Shoe Recorder 














CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 








New England 


THE New England shoe production picture remained 
spotty during the third week in April. Many manufactur- 
ers of women’s novelty shoes were depending on day-to-day 
re-orders of spring and early summer shoes. Companies 
making children’s shoes, with a few exceptions, reported 
little business on hand but expressed the belief that this 
was a very temporary condition which might change almost 
overnight with 
merchandise, 

Bright spot was the men’s shoe segment of the industry. 
Good orders for staple styles have been placed by many of 
the larger buyers. Delivery dates specified indicated that 
retail inventories are low. Manufacturers of these shoes 
have launched intensive sales drives, pointing out that the 
late Easter has shortened the time left in which to make 
fall footwear. 

Work shoe manufacturers also are optimistic, basing 
this feeling in part on orders already booked and in part 
on those which they have been assured are in prospect. 

No important style changes are seen in women’s shoes 
for fall, manufacturers report. There will undoubtedly be 
a continued demand for the pointed toe last. Black is ex- 
pected to be the best selling color for early fall, and pump 
types will remain prominently in the picture. New types 
of textured leathers are looked for and some already have 
been included in early fall samples. 


New York 


New YORK shoe manufacturers are busy. They have 
already received indications of good merchant response to 
the first fall shoes—substantial orders sent in by their 
traveling sales representatives, who “took to the road” 
early. They are also looking forward to the next several 
days with a good deal of interest and anticipation as a 
further gauge of reaction to the new shoes. 

Members of the Guild of Better Shoe Manufacturers 
started showing their real fall shoes to their accounts on 
April 28th and will continue to exhibit them for the bal- 
ance of this week. These showings, as in the past, are 
held in the individual showrooms of the members. 

Then, too, the whole wide range of popular priced foot- 
wear—men’s, women’s and children’s—for fall, 1957 will 
be on display at the New Yorker and McAlpin Hotels 
during the Popular Price Shoe Show, May 5 through 
May 9. 

This is also Market Week for the New York Boot and 
Shoe Travelers, who are showing their lines in their show- 
rooms at the Marbridge, Empire State and Webb Knapp 
Buildings. 

After these various shows have been held, manufacturers 
will have a better idea of the extent of the actual sampling 
and ordering that resulted. They can then arrange their 
production schedule for the next month or so. 

In the meantime, production is going along steadily on 
the shoes for immediate delivery. There are still a few 


developing demand for back to school 
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blacks going through. Navy has been good. So has 
Whiskey and Town Brown. Summer shoes include whites 
and colors, in texture and polished leathers, silks in prints 
and solids, fabrics, straws and novelties. 

The general feeling is that business is satisfactory. Man- 
ufacturers are hopeful that they can continue to maintain 
steady production right up to the vacation period. 


Chicago 


M AJOR shoe shows occupy manufacturers and their rep 
resentatives just now. They are to be followed by a series 
of regional shows through much of May. Some definite 
trends can be safely forecast at this time from shows and 
early orders. 

The narrow toe is definitely in for a good season. In the 
extreme version it will probably dominate most fashion 
lines. Modified, it will be volume in practically all price 
ranges and all types. Now, there are practically no re- 
orders on old lasts. It is believed that this style cycle will 
run four or five years. 

Pumps with trim dominate early orders. Warm browns 
may cut somewhat into black in early orders. In fact, they 
may see a better fall volume than they have in some time 

All summer buys have been completed. Fill-ins have 
started to come in on whites and are particularly heavy on 
casuals. The latter have had a good early season—-in 
light as well as dark colors and weights. 

Early fall shoes, known as transition shoes, have been 
ordered by most major sources for June 15 delivery. These 
are chiefly black silks for wear with sheers and cottons. 
First fall shoes are also in production, with most deliveries 
scheduled for July 15 delivery. These are heavy on suede, 
with some calf. 


St. Louis 


SINCE so many types of shoes come out of the St. Louis 
market, it is logical that an April report from this source 
should be spotty. Gloomy reports are balanced by reports 
of sales increases up to 25 per cent or better. Averaging 
the gloom with the sunshine gives this total: St. Louis 
shoe manufacturers are running even with or a very few 
percentage points behind last year’s figures in sales 

Manufacturers seem happiest with the performance of 
budget fashion shoes—pointed toe patterns retailing at 
$11.95 plus or minus. At least three reports of strong sales 
increases for the year to date come from this group. 

The increased pre-Easter retail pace was reflected in 
reorders for April. Although reorders were only moder 
ately active for some firms, several others are running 
behind schedule approximately ten days. 

No important price increases have appeared here. Henry 
H. Rand, president of International Shoe Company, has 
officially gone on record to that effect. He pointed out the 
costs of materials and supplies have kept fairly stable. 
International’s chief labor contracts, instituted two years 
ago, will also remain in effect until late fall. 
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the two biggest-selling patterns in Queen Quality's history . . . Charm and Bandoleer 


Soft Pedals, led by the fabulous Charm and Bandoleer, this 
past spring season registered gains of 104.1% over 71.4% 
the previous season, 72.8% the season before, 53.4%, 41.6% 


These retailers tied in with the national promotion of these 
two shoes with a proven merchandising plan that has been 
used with outstanding success in department stores, shoe 
19.1% and 17.5% in previous seasons stores and specialty stores across the country. Proof of the 
success of this promotional blueprint lies in the fact that 
on the basis of reorders pouring in, these two patterns are 
Charm and Bandoleer were featured in a double-pags vetting bigger every week 

spread in the March issue of Charm magazine, with a re 


In addition to being promoted in other magazines, the 


Jecause of the success of the March Charm promotion, it 
will be repeated in the October issue of Charm. Join the 
stores who are getting extra business on Soft Pedals right 
-pread of sizes and colors «n both Charm and Bandoleer now. Write for details 


tailer listing of 369 names. There were many more custom 


ers who bought Soft Pedals, but this number bought a 
QUEEN QUALITY SHOR COMPANY DIVISION INTERNATIONAL SHOE CO. ST. LOUIS. MISSOURI 


Boot and Shoe Recorder 











Washington 
Newsreel 


[CONTINUED FROM PAGE 56] 


A boom year for sales of sporting 
goods, camping equipment, and recre- 
ational merchandise is shaping up. 

The rapid growth in population, 
coupled with increasing leisure time 
and high earnings for more and more 
families, will bolster outdoor activities 
to new high this year, the government 
predicts. 

The trend points to increased sales 
of leisure-time footwear. Sales of all 
types of casual footwear should con- 
tinue to increase. 

Wage-earners are 
hours for the same or more pay. It’s 
part of a nationwide trend. As an 
alert merchandiser, you should go after 
this “extra-pair”’ business. Make your 
customers more aware of the impor- 
tance of buying NEW shoes for their 
“take-it-easy” days. Remember, the 
trend toward more leisure time is going 
to grow. Recreation is becoming an in- 
dustry, not a pastime. Make it 
business to cash in on the trend. 


working fewer 


your 


* 


President Eisenhower’s renewed bid 
for U. S. membership in the proposed 
International Organization for Trade 
Cooperation faces a stiff fight in Con- 
gress, 

The lawmakers last year rejected a 
similar request for permission to join 
OTC, an international organization de- 
signed to administer trade agreements 
among some 33 nations. 

The President pleads that there are 
‘compelling’ advantages for this 
country in joining OTC. Membership, 
he says, would bring major benefits to 
American trade by providing “day-to- 
day review and consultation” on trade 
agreements. 

Opposition to OTC among many 
lawmakers is still running high because 
of the fear that it would prove to be 
another  tariff-cutting device over 
which Congress would have no control 
once initial approval were granted. 


‘ 


” * * 

Industry is to get additional relief 
from the dragging weight of record 
keeping for the federal government. 

Because of the determined drive by 
the Eisenhower Administration to 
lighten the paperwork burden, an esti- 
mated $3.75 million in savings for the 
businessman has been achieved. Now 
the Budget Bureau is ready with a 
plan to reduce still further the tedious 
and expensive chore of filling out 
lengthy reporting forms which eventu- 


ally are jammed into federal-agency 
files 
Nearly 5,000 forms used by the 


various federal departments and offices 
have Budget Bureau approval. But 
this approval is for specified periods, 


and in each case the Bureau intends 
to find if the form is necessary. If 
it serves no good purpose, the form 


can be eliminated 
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Tests of the usefulness of a report 
ing blank have been decided on by the 
Bureau. It will be examined to dete 
mine if the information sought is es- 
sential to the work of the agency con 
cerned and if the information cannot 
be found in existing reports. 

The Bureau also will want to insure 
that a form is as simple to 
possible and that the data to 
on it are coliected no more frequently 
than is absolutely necessary. Demands 
for the information are to be made of 
only that segment of industry which 
logically can be expected to provide it 


use as 


appear 


PPSSA Program to Evaluate 
Fall Style Situation 
[CONTINUED FROM PAGE 85] 


spring’s shoe business March and 
April sales must be read together to 
make any meaningful comparisons with 
last year’s performance, since Easter 
occurred three weeks earlier in 1956 
This means that the retailers and fac 
tory representatives who will convene 
at the forthcoming PPSSA will, for the 
first time, be exchanging data and eval 
uations of sales trends for the current 
pring season. PPSSA has always been 
important timing, which 
is geared to industry requirements for 
order-writing, but the timing of the 
forthcoming event is particularly vital 
exchange of meaningful 
facts and analyses of industry trends 

Since its inception PPSSA has oper 
ated under policies and programs of 
industry service, and during the past 
year it has improved and added to these 
PPSSA has _ intensified its 
research and reports in the field of 
fashion and has provided the trade and 
members of its sponsoring associations 
with a service that is recognized to be 


because of its 


in terms of 


services. 


unique. Retail selling reports, advance 
fashion ideas from foreign style cen 
ters, sketches, evaluations of next sea 
son’s shoe trends, and color cards are 
all part of the service. The PPSSA 
Fashion Forecast which charts next 


season’s trends is used as a guidepost 
by thousands of industry members to 
whom it is distributed without charge 

PPSSA the second time has 
opened its advance style meeting to 
members of its sponsoring association 
limiting attendance to its 


Several! hundred 


for 


instead of 
style committees. 


manufacturers and retailers attended 
the session on fall trends which wa 
held last February. It plans to invite 
in the future members of the pre 

as well as representatives of certain 
ieather and style houses. The PPSSA 


fashion program is under the direction 
of Doris Weston and Helen Joseph, 
PPSSA Fashion Director and 
Coordinator, vespectively 
Another fashion 
proved extremely popular at the show 
will again be offered to visiting buyers. 
These are “sketch books” which consist 
of pads of shoe outlines which can be 
used by buyers and retailer for a 
visual record of new style idea een 


at the show. Thousands of these pads 


Shoe 


service which ha 


PPSSA 
official 


are distributed at each 
The 


airectory 


improved revised 


again will be 


In it 
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Break fast Speaker 


Irving Edison, Executive Vice Pre 


dent, Edison Brothers Stores, Inc., 5t 
Louis, will be the principal speaker at 
the semi-annual Industry Breakfast 
May 6, in the Grand Ballroom of the 
Hotel New Yorker 

Mr. Edison is one of the five Ediso: 


founded the 
1922. Today 


who company in 
the 


largest chai 


brothers 
Atlanta in 
recognized as the nation’ 


firm 1 


of women’s shoe stores with sales of 
$91,000,000 in 1956 Edison operate 
300 stores in 155 cities and 38 state 


under the names of Chandler’s, Baker’ 
Leed’s and Burt’ Volume is 
to reach $100,000,000 thi 
Irving Edison i 
the St. Chamber of 
and the National 
is a Director and member of the Ex 
ecutive Committee of the St. Loui 
Symphony Society, a past president of 
the National Jewish Welfare Board 
and the St. Louis YMHA. He has just 
completed a term as Police Commi 
sioner of St. Louis County. The St 
Louis of Commerce recently 
honored him and Eugene McCarthy of 
Brown Shoe Company for services to 
youth. He was a member of the Reta)! 
Advisory Committee of the War Pro 
Board of World War II. He 
was also awarded a Gold Star by the 
government for his efforts toward the 
ale of war bonds 

Another feature of the breakfast will 
be the PPSSA fashion forum. A panel 
PPSSA 


expects d 
vear, 
Director of 

Commeret 


Bank. He 


also a 
Loui 
Soatmen’s 


Chamber 


duction 


made up of chairmen of tyle 


committees will answer fashion and 
merchandising question on winter 
trends. 

The 210 Associates will conduct it 


annual banquet and entertainment pro 
gram on Tuesday night, May 7th, at 
the Waldorf-Astoria 


1100 Exhibit Rooms 


Approximately 1100 rooms at the 
hotels will be used to display fall and 


two 


winter footwear. Exhibits at the New 
Yorker will run from the mezzanine 
floor solidly through the 16th floor with 


many manufacturers occupying sults 
above the 20th floor. The Hotel 
ton McAlpin vill house 


popular price lines on at least six floor 
exhibit 


Shera 
branded and 
and basic 


Display room equi 


ment will be available on Saturday 
norning, May 4th. Exhibitors will be 
pre-registered so that they merely p 
ip their room keys on arrival 

A. W. Berkowitz of Bourque Shoe 
Company, President of New England 
Shoe and Leather Association, and Jac! 
M. Schiff, Shoe Corporation of America 


[TURN TO PAGE 11%, PLEASE] 
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GRAY VELOUR BUK BAL ‘‘U’ 
OXFORD 


JULIUS ALTSCHUL 


INC. 


ED BLK—ONE STRAP 
2; B-EMIE; Spring Heel 


Cushion crepe sole @ Long arch supperting counter 
Nailless 





8 EYMLM@T TIE (Bieck Grain) 
0271—10-12; B-EEE; Spring Heel 
12%-3; B-EMIE; Leather Heel 


K 
CT60--8%-1 
M760—12%-3; B-EKE; Leather Heel 
Also Blue Elk-One Strap 


C660—8%-12; B-EEE; Spring Heel 
M660—12'4-3; B-HEE; Leather 


Right & left X-Ray steel shank © 
heel seat 
M935—12%-3; B-EE 4%-10; B,C, D 
5-10; AA-A 1-9; E, EZ 


1435 


M27) 

M272--8%-4; B-WEH; Leather Heel 

Also in irown Grain 

10-12; B-PEE; Spring Heel 
12%-3; B- BEE; Leather Heel 

4; B- EEE; Leather Heel 





3% 








TAN & WHITE ‘R-ex’’ PLUG OXFORD BLUE & WHITE ‘‘R-ex’’ BAL SADDLE 

490 ‘‘R-ex’’--4%-8; B-EE; Thomas Heel IALS “'R-ex 5%-10; AA; Thomas Heel 

C490 *'R-ex &%-12; A-EB; Thomas Heel 5-10; A; Thomas Heel 

M4190 ‘‘R-ex’ 12%-3; B-EEB; Thomas Heel i%-10; B-EE; Thomas Heel 
so in Red C701-M791 

PR 






BLUE & WHITE ‘‘R-ex” BLUCHER 
SADDLE 

“h-er’ &8%-12; A-KEB; Thomas Heel 

K-ex 12%-3; A-EKE; Thomas Hee! 


OOls 
M6i° 











» SEE ALL THESE WONDERS 
AND MORE AT THE PPSSA SHOW 
HOTEL SHERATON-McALPIN 


JULIUS ALTSCHUL, INC. 
e HY 7-4500 


117 Grattan Street, Brooklyn 37, N. Y. 
TESTED & PROVEN SINCE 1899 
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PPSSA Program to Evaluate 
Fall Style Situation 
[CONTINUED FROM PAGE 111] 


President of the National Association 
of Shoe Chain Stores, are co-managers 
of the PPSSA Joint Industry Commit- 
tee which lays down all policies for 
the operation of PPSSA. Maxwell 
Field and Edward Atkins, executive 
vice presidents, respectively of the 
sponsoring Associations, are co-man- 
agers of the show. Other members of 
the Joint Industry Committee are: 


Manufacturers 


Harry A. Bass, Kleven Shoe Sales 
Co., Ine. 

James L. Forma, Lawrence Maid Foot- 
wear, Inc. 

Saul L. Katz, Hubbard Shoe Co., Inc. 

Wallace K. McGrath, John E. Lucey 
Co., Inc. 

Joseph S. Porter, Porter Shoe Co., Inc. 

Myer Saxe, Kesslen Shoe Company. 

James Shapiro, Ware Shoe Corporation. 

Sidney Spiegel, Bruce Shoe Company, 
Inc. 

G. Elliot Stickney, Holmes, Stickney, 
Ine. 


Retailers 


William M. 
Corp. 

Simon Edison, Edison Bros. Stores, Inc. 

David W. Herrmann, Melville Shoe 
Corp. 

Morton R. Izen, Sears, Roebuck and Co. 

C. Charles Marran, Spencer Shoe Corp. 

Lawrence Merle, Endicott Johnson 
Corp. 

Alfred L. Morse, Morse Shoe Stores. 

Milton Simon, I. Simon Co., Ine. 

George L. Smith, G. R. Kinney Corp. 


Blackie, General Retail 


The PPSSA fashion program is also 
directed by an industry committee 
which is headed by Myer Saxe of Kess- 
len Shoe Company and Alfred L. Morse 
of Morse Shoe Stores. Members of 
that committee are: 


Manufacturers 


Harry A. Bass, Kleven Shoe Sales Co., 
Inc. 

Saul L. Katz, Hubband Shoe Co., Inc. 

Paul Kleven, Klev-Bro Shoe Co. 

James Shapiro, Ware Shoe Corporation. 

Sidney Spiegel, Bruce Shoe Co., Ine. 

G. Elliot Stickney, Holmes, Stickney, 
Ine. 

Retailers 

Simon Edison, Edison Bros. Stores, Inc. 

David W. Herrmann, Melville Shoe 
Corp. 

Louis Maling, Maling Brothers, Inc. 

Lawrence Merle, Endicott Johnson 
Corp. 

Milton Simon, I. Simon Co., Inc. 

George L. Smith, G. R. Kinney 
Corporation. 


New Style Committee Heads 


The shoe style committees of PPSSA 
all have new chairmen this year. The 
committees also have been expanded to 
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representative 


extremely 
group of leaders in the styling of pop- 
ular price shoes from both the manu- 
facturing and retailing branch of the 


include an 


industry. They meet twice each year. 
Following are members of the PPSSA 
style committees. 


Women’s Dress Shoes 


Louis Shindler, Morse Shoe Stores, 
Chairman. 


Manufacturers 


Harold D. Ashe, Liberty Shoe Co., Inc. 

M. W. Borkum, Radcliffe Shoes, Inc. 

Ben Dorson, Sibulkin Shoe Co. 

Edward Fields, Copley Shoe Corp. 

Oscar Finkel, Flex-Mor Shoe Co. 

Paul Kleven, Klev-Bro Shoe Co. 

Normand Liberty, Bourque Shoe Co. 

G. Elliot Stickney, Holmes, Stickney, 
Inc. 

Robert Wodin, Ware Shoe Co. 

David Stein, Mutual Shoe Co, 


Retailers 

William Adoff, Butler’s, Ine 

Harry Cohen, Miles Shoes. 

Joseph J. Cramer, Wohl Shoe Co. 

Sydney Kitty Kelly 
Corp. 

Jerome Lavin, Wise Shoe Stores, Inc. 

Francis Magee, Endicott Johnson Corp. 

Norman Nelson, John Irving Stores 
Corp. 

Nathan C. Schieber, Edison Bros. 
Stores 

Milton Radlo, The Berland Shoe Co. 

Lee H. Walters, G. R. Kinney Corp. 


Kaufmann, Shoe 


Women’s Sports & Welts 


Marion Markus, The Nobil Shoe Co., 
Chairman. 


Manufacturers 


Charles B. Conn, Brown Shoe Co, 
Leon H. Fischman, Penobscot Shoe Co. 
Louis Fishman, Belgrade Shoe Co. 

Sam Miller, Classical Girl Shoe Co. 
Joel Glassman, General Shoe Corp. 
tichard E. Hasey, Viner Bros., Inc. 
Saul L. Katz, Hubbard Shoe Co., Ine. 
Ted Weiss, Weiss Lawrence Shoe Mfg. 

Co, 


Retailers 


Joseph Friedlander, Miles Shoes. 

Barney Lebowitz, Edison Bros. Stores, 
Inc. 

George Nacht, Shoe Corp. of America. 

3en Rosen, National Shoes, Inc. 


Women’s Casuals & Dress Flats 


Thomas O. Burns, Sears, Roebuck 


and Co., Chairman. 
Manufacturers 


Fred Diamant, Desco Shoe Corp 
Alan Foss, Lawrence Maid Footwear, 
Inc. 

Abe Hillsberg, Lessing Footwear, Inc. 
Harold Nectow, Sudbury Footwear, Inc. 
Arthur Pfeiffer, Pfeiffer’s, Inc. 
Albert Sandler, Fenton Shoe Corp. 
Hyman G. Saxe, Dover Shoe Mfg. 
Sidney Spiegel, Bruce Shoe Co. 


Co. 


Retailers 


Jay A. Ball, General Retail Corp. 

Herbert S. Cohen, John Irving Stores 
Corp. 

Harry Gould, Edison Bros. Stores, Inc. 

Stanley W. Norkunas, Melville Shoe 
Corp. 

Charles Steen, Wohl Shoe Co. 

Murray Waldfogel, Kitty Kelly 
Corp. 

Ray Zumbro, G. R. Kinney Corp. 


Shoe 


Children’s Shoes 


Timothy P. Welch, G. R. 
Corp., Chairman. 


Kinney 


Manufacturers 

Arnold Hiatt, Blue Bonnet Shoe Co. 

Irving Selig, Laconia Shoe Co. 

Abraham Weinman, Five Star Shoe Co. 

Charles Shapiro, American Juniors 
Shoe Co, 


tetailers 

William Eckenrode, General 
Corp. 

William T. 
and Co. 


Retail 


Waddell, Sear Roebuck 


Ven's Shoes 


Frank F. Melville Shoe 


Corp., Chairman. 


Rooney 


Manufacturers 


Louis Auclair, Hampshire Shoe Co. 
Alan Goldstein, Plymouth Shoe Co. 
Burton Katz, Hubbard Shoe Co. 


Joseph Porter, Porter Shoe Co. 


Ernest A. Rainey, Diamond Shoe 
Corp. 

Herbert Rich, Lewi 
Inc. 


Heicklen Sales Co., 


Retailer 


Siegbert Moch, Spiegel, Ine 





Wolverine 20-Year Man 


Is Master of Ceremonies 





Robert H. Walker, 20-year salesman of 

the Wolverine Shoe and Tanning Corpo- 

ration, who served recently as master of 

ceremonies at the Seventh Annual Ser- 

vice Club Banquet of the company, held 
in Rockford, Mich. 
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Men’s Fall and 
Winter Style Report 
[CONTINUED FROM PAGE 41] 


Lightweight, light 
mathematically fine 
are important. 
leather combina- 
ing toplines and more eyelets 
Finer, softer 


Important as are ex 


tiy tailored shoe 


construction, 
culptured detailing 


Smooth and grained 
tions, ri 
are equally regarded 


yvrrain are very 
tremely flexible constructions. 
Mainly these 
fresh 
Kuropean 
men thus far 
to their 
European 
change. This year, these 


¢ive vyoing in iarye 


tyles can be summed 


ip a American 
’ 


ol 


interpretation 
Many American 
clung tenaciously 
the 


abrupt a 


tyle 
have 
because 


heavy brogues 


tyles were too 
men find them 
for the 


and interpretations. 


numbers 
modification 
The 


pected to be the most 


new 
moc-front is ex 

style 
For, to complement 
shades in men’s 
important color. 


inverted seam 
important 
especially in black 
the gray darker 
clothing, black is an 


and 


ome areas report black currently out 
elling brown two to one 
Black is important in 
Almost every 


manufacturer has come up with a com 


another sense 


#150 major men’ hoe 
mooth and grain black leather 
moc-front blucher featuring an inverted 


Thi 


omething of a 


pination 


inverted seam moc-front has 
symbol for the 


eam 


peconme 


year, so important and widespread i 
its use. Generally, the shoe is long and 
tapered with extremely soft grain 





eather in the plug—grain with 
dimensional depth—and framed in a 
guarter and vamp of smooth black calf. 
Offerings are mainly in three or four 
eyelet versions to keep pace with the 
rising toplines. 

Browns are available in greate: 
breadth of shades, both dark and golden 
tones. In fact, the golden colors are 
heing borrowed from the women’s styles 
complete with the original names such 
as “French Bread.” The important dark 
brown shades are cordovan and dark 
cherry which, like black, are excellent 
shades for gray and dark fabrics. 

Grains with rich but not glossy fin 
ishes go well with the fine weave fab 
rics especially with the return of the 
double breasted suit in modified form. 
Again, lightweight, highly flexible foot 
wear is stressed. 

The grains are of types. 
medium brown and black, the Alpine 
Cashmere grains will continue in popu 
larity. Duller finishes than the lustrous 
Alpine found in the “Chateau” 
grains there is greater depth 
betweer the top and valley of the grain. 

Next in importance to the 
stitch-and-turn moc-front are the plain 
the overlay moc-front—both 
in mid-low bals and bluchers. Conserva 
tive dressers who still reject the con- 
tinental style will make this a firm 
market in full custom lasts. 

Slip-ons and casuals are continuing 
popularity especially in 


two For 


are 


W here 


sales 


foe and 


to grow in 


dress types. Excellent fit, better than 
ever, is general. The interpretations 
seem endless. The stitch-and-turn is 


more 


strong here as it is in the moc-front 
blucher. Drape saddles with stitched 
plug are well received while the tassled 
models are declining. Plain toes always 
offer strong volume. Continental inter- 
pretations will move ahead. 

Important also are deep pile plush 
brushed leathers in both slip-ons and 
casuals. These brushed and shag leath- 
ers are especially significant in the 
chukka-type casuals, mainly in the 
growing outdoor rugged-casuals’ mar- 
ket. In fact, deep plush leathers are 
giving this market a_ strong. boost. 
300ts generally—modified Wellingtons, 
gored pull-ons and ankle-top types 
are enjoying steady Soling in- 
cludes crepe, gums and leathers. A 
number of novelty closures are expected 


} 
Saies. 


to appear. 

Italian styling continues in impor- 
tance. Here, the extremely lightweight 
style offers most potential. Hand butted 
soles, in both slip-ons and bluchers, will 
be in strong evidence. 


Whites for 
Wedding Profits 
[CONTINUED FROM PAGE 93] 


The retailer who has the opportunity 
to outfit a bridal party will probably 
also sell extra to the bride. It’s 
estimated that each bride buys an aver- 
age of three new pairs of shoes for her 
trousseau in addition to those she wears 
vith her wedding gown. These include 
two pair of dressy shoes and one pai 
of tailored 


shoes 


or semi-tailored 








, Sell = POLISH to match the shoes 









the latest 


matched with 


tannery 


from your local 


MirwatkKee Ld, 


The newest in shoe colors, 
in leather — 


shoe dressings. Any of the 


luster finish, matching the 
original. Order 
jobber. e 


over 30 ' 


Ask your jobber for Hoffco’s free 1957 


color chart and counter color display. 


whatever color your buyers choose 


check these 


all Hoffco advantages: 


can be perfeetly color 
Hoffco rub- e 
resistant, easy-to-use, liquid 


more ¢ olor Ss 


e highest quality 


over 30 “color perfect” e sold only through 
shades brings out the grain shoemen 
and buffs to a natural high- e longer profit: margin 


e money-back guarantee 


customer repeats 


HARRI HOFFMANN CoO., INC. 


WISCONSIN 


‘color perfect’’ shades 
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(Cioncentration 


One of the fine things about adve ruising is that you can always make your greatest 


effort where it will do you the most good, For example, when you advertise in 
business publications, you address a tremendous concentration of regular and 
avid readers—an intense audience just as interested in the advertising page as in 


the editorial page. And you will find, even if you never heard of the publication 


yourself, that a whale ofa lot of Important people in ats fie ld wouldn't miss an issue, 


Chilton 


COMPANY 





Chestnut and 56th Streeta « Philadel pl 4 Pennayloania 
/ 





CHILTON PUBLICATIONS: Department Store Economist « The Iron Age « Hardware Age « Spectator « Hardware World 





Jewelers’ Circular-Keystone « Automotive Industries « Gas « Distribution Age « Optical Jour 


imnal and Review of Optometry 


Motor Age « Boot and Shoe Recorder « Commercial Car Journal ¢ Butane-Propane News « Electronic Industries « Boob Division 
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For 78 Years The . 
Finest Boots Are Investigate the PROFIT LINE 


of quality footwear today! 


RANGE BOOT | RIO GRANDE 
Style No. 3502 Style No. 2223 
One of more than 35 dis- 
tinctive Justin cowboy boot 
styles for men and women. 


Variety in the Justin line 
offers special Wellington 
styles for work, dress or 


Foadership... 


oe . BOOTMAKING Is OUR BUSINESS 


WY FULL PROFIT MARK-UP HUNTING BOOT BA cancer 


Style No. 9042 5 Style Nos. 3300, 3400, 


V VARIETY OF STYLES weer "made ond marcha d oa tase men 


dised for modern active and women in smooth dress 


FREE MERCHANDISING AIDS — ae leathers. Also available in 
, y scuff-proof work leather. 


VW FAST, DEPENDABLE 
IN-STOCK SERVICE 


Write For Complete Information . JU Ss T TIN B O OT RA MPA NY 


beginning of his career in Philadelphia tion of always bringing our patrons 
and New York, 29 years ago, (for he both the newest and the finest in fash- 
[CONTINUED FROM PAGE 90] tarted “helping out” when he was 11. ion merchandise, we believe too in the 
tance of advertising and “a certain years old), he became shoe buyer at value of environment. And so it is 
amount of prestige advertising to get Chasnoff’s in Kansas City, Mo., and with just a touch of pride we draw 
you the niche you want.” When new later was assistant buyer at Harzfeld’s, your attention to our very latest decor 
“names” are added to his lines in the Kansas City. the new Levinson’s. 
Daniels & Fisher Corinthian Shoe —- “Everything has been done to make 
Salon, a full page ad in the daily papers High Fashion our store more beautiful and more 
tells the story. 7 : comfortable, with flattering lighting 

Good representation of customer sizes Shoe Store and a most pleasing atmosphere. When 
next downtown, please feel free to drop 
in and see Canada’s most beautiful 
gold etched effect in fiber-glass, and shoe salon.” 
brass legs, The lamp tables are pink 
marble with gold shades. 

Draperies also are of white and gold. I 7 Be 
“The oes and warmth of the over- Jean Olds Named Fashion 
only in sizes, but in style—heel-wise, all effect has been achieved by using Coordinator by Shain & Co. 
height-wise, toe-wise etc., so that his white with unusual shades of gold,” 


stock is rounded-out for all his cus- "ted Mr. Thompson. pointed fashion coordinator at Shain 
tomer The women’s shoe salon occupies the 


There is one more point at whick first floor while the second floor is & Company, here. She will make her 
eo Pom & ana Fo - tage headquarters in Room 935 of the Mar- 
Mr. Parker constantly hammers: “Sal devoted to the men’s department. An 
ing’ is not the secret of volume and °™&te stairway leading to the second bridge Building, New ¥ ‘ork City. 

; * floor is dark walnut with gold carpet Formerly fashion coordinator for the 
profits or of good merchandising. Sales ‘ seine = nial, wee 1" , " ; 
only give merchandise away and spoil and brass handrail. Irving Tanning Company, Miss Olds 
the customers for what they truly Levinson’s alerted residents of the has been prominent in her color think- 
want. Too many sales can ruin a shoe Hamilton area to the opening of the ing and its application to the shoe field. 
store and in turn, can ruin the town "modeled store with a full page in- Her business background has been in 
as a shopping mecca of value.” stitutional newspaper ad built around the promotion, personnel, and advertis- 

Mr. Parker came to Denver three ‘the theme: “We’re Putting Our Best ing fields. Her artistic experience has 
years ago to take over men’s, women’s Foot Forward.” The ad featured a_ been in art, radio, TV, and the theater 
and children’s shoe buying and mer- sketch of the new street floor. Miss Olds’ recent interest in art has 
chandising at Daniels & Fisher stores Famous name footwear carried in taken her into the field of Chinese 
ere and in Colorado Springs st the women’s and men’s departments painting and last month 5 of her paint- 
i i Springs. Just I g 
recently, his duties were broadened to was spotlighted in the ad. The store ings were exhibited at the China In- 
include the Iowa and Illinois stores. used this institutional message: stitute in America. The exhibit will be 
After his stint with I. Miller at the “In keeping with the 37 years’ tradi- shown in Eastern cities. 


Three Merchandising Basics 


hould be found in all your stocks, Mr. [CONTINUED FROM PAGE 91] 
Parker believes. Customer sizes should 
be analyzed before you buy, and in buy- 
ing, make sure these sizes are in stock. 
Mr. Parker has worked out a system of 
“want” sizes. He constantly makes 
notations of his customers’ wants, not 


BosToN—Miss Jean Olds has been ap- 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 100] 


popular, especially in light pastel 
shades. Not too much demand yet for 
straws, raffias or perfs—that will come 
later. 


The true needle-toe shoe is only now 
beginning to take hold locally. It is 
very big in the Pacific Northwest, but 
this semi-tropical area makes the ladies 
inclined to dress more casually. The 
pointed toe is a little dressier than 
they find useful. It has been present 
for some time in much modified form, 
but the fancy dressers are now begin- 
ning to show an interest in the real 
thing. 

Work shoe retailers say business is 
healthier than it has been for a long 
time, They point to several factors; 
an important one is that War Surplus 
stores have finally run out of G. I. foot- 
wear. Surplus stores are still in opera- 
tion, but mostly with “Government 
Type” shoes purchased through regu- 
lar channels. This form of competition 
is on a more even basis and work shoe 
retailers find their sales up as a result. 

The importance of lightweight con- 
struction is seen in work shoe sales, 
too, High lace types seem to be losing 
favor and sales of oxfords are boom- 
ing. Construction is often fairly flex- 


ible. There is very little call for steel 





FOR LITTLE 
TOTS 
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toes; where such shoes are required, 
they are usually provided by the com- 
pany, either issued work clothing 
or sold at cost by factory commissaries. 

Work shoes with neoprene soles are 
big sellers, especially in oil fields, ga- 


as 


rages and construction work where 
much oil is used. This is terrifically 
hard on footwear and each worker 


needs a number of pairs a year. 
ry ry 
Trade Trends 

[CONTINUED FROM PAGE 95] 
worked on an “electronic brain” for 
retailing purposes for past three years, 
now has pilot model in its Cleveland 
store. According to one AMC execu- 
tive (Harold D. Hodgkinson, managing 
director of Wm. Filene’s, Boston), it 
promises to bring “a major upheaval 
in retailing” in the years ahead, 


Installation makes lightning sales rec- 
ord tabulations, can be used for great 
variety of selling and merchandising 


purposes. For example, gives instant 


status of inventory on sizes, styles, 
price lines, ete. Provides immediate 
listing of customer’s fashion tastes, 
buying habits, etc. Said to be a tre 
mendous cost-cutter, time-reducer. 
Gives retailer much more factual ba- 


sis to work on in buying and selling. 


Puts retailing on more “scientific 
foundation, helps spur sales, store 
efficiencies. All this has been demon 


strated by actual store tests. 


Hodgkinson says it “will widen the gap 
between the large and small store.” He 
and other executives who've watched 
the results say it will have some revo- 
lutionary effects on all phases of re 
tailing will numerous ad 
vantages to those using “electronic re 
You can figure this 
to become increas 


give 
tailing” devices. 
new development 
ingly important in all major phases of 


retailing over next two to five years. 


Air Mickey Mouse TV Show 
New YorK—“P-F” canvas shoes is 
sponsoring the “Mickey Mouse Club” 
['V show over 92 stations of the ABC 
network for a 13-week period. “P-F” 
(posture foundation) canvas shoes are 
manufactured by the B. F. Goodrich 
Footwear Company and Hood Rubber 
The first program was aired 
March 12. The Mickey Mouse Show is 
the air from 5 to 6 P. M. (local 
time) and provides what is claimed to 
t youth audience in televi 


Company 
on 


be the large 
sion. 


Move Pittsburgh E-J Office 


PITTSBURGH-—-The Endicott 
office and sample room formerly located 
at 716 Fifth Avenue, here, was moved 
to 1025 Forbes Street, Pittsburgh, re 
cently, it was announced by J. L. Valego 
and Carl Simbles, Endicott Johnson 
representatives. 


John son 






That's why more & more dealers 
are joining the profit parade 


to BASCO ICE SKATE OUTFITS 


order your stock 
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BOSTON ATHLETIC SHOE CO., 


Now!! 
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& RACING 
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72 Second Street 
Cambridge, Mass. 
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Hachar’s Takes Over Leased Departments 


SHOES FOR MEN 


Extensive promotion inaugurated the taking over of the Hachar shoe departments. 
The men's department is shown. 


LAREDO, TEX Hachar’s, a leading 
Laredo department store, which draws 
from a wide area of South 

Northern Mexico, recently 
esumed operation of it hoe depart 


customer 
Texas and 
nents after leasing them for five years. 
the taking 
emphasized 


xtensive promotion of 


ver of the department 


118 


angle—featuring 
as Jarman, which George 


the “back in town” 


brands such 


Hachar, store general manager, said 


have not been well represented recently. 


First that the 
was returning the departments to its 
own operation went to charge account 
customers via end of month billing 


announcement store 


Hachar’s then ran an 11-page section 
in The Laredo Times, a border daily 
which has a large circulation in Mexico. 
A full page was devoted to each of the 
major brands carried. 

The firm followed up the Times ad 
vertising with radio and television 
advertising in Laredo and with 25 spot 
announcements daily over radio 
tions in the adjacent Mexican city of 
Nuevo Laredo. 

Hachar carried the campaign 
into Monterrey, Mexico's third largest 
city, with TV and radio spots and ad 
ina daily, El Porvenir 

Every window in the department 
store, located in the heart of the Lared 
business district only a few blocks from 
the International Bridge and Mexico, 
also played up the “back in town” slant 

The promotion paid off, according to 


sta 


also 


i. store spokesman. 

“We had heavy traffic from the very 
beginning, although we opened in a 
quiet month,” he said. “We got off to 
such a good start we can’t help but be 
successful with the shoe departments.” 

The departments feature Andrew 
Geller, Vitality, Jarman, Buster Brown, 
Connie, Jacqueline, I. Miller, Florsheim 
and Mademoiselle 


Jack Kabel Joins Ross Shoe 


BROOKLYN, N. Y Jack D. Kabel, 
until recently associated with B-W 
Footwear Company, will represent the 
Ross Shoe Ma 


it wa announced here 


Company of Lynn, 
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She Believes in 
Doing It Big 
[CONTINUED FROM PAGE 92] 


Montgomery area to “mismatch” their 
hoes, wearing a different color on each 
foot. To make the most of this, she 
ordered a popular shag slipper, in 11 
different colors and ran an ad offering 
‘slightly sensational—all colors of the 
rainbow.” The ad invited Montgomery 
girls to ask for a free gold compact 
along with every pair of shoes bought. 
To back up the color theme, Mrs. Brun- 
son decorated the department to coordi- 
nate with the shoe colors, using a 
huge rainbow cut from cardboard and 
painted in 11 different colors. It arched 
veross the back of the shoe department, 
where floodlights made it visible all the 
way across the sales floor. At the same 
time, a high school girl who had been 
voted the “most all-around girl of the 
year” modeled mismatched colors in the 
department, greeting each customer a» 
she entered. With a half page ad and 
the emphasis on color, 253 pairs were 

d in two days, customers averaging 
from two to four pair purchases each. 
The “model” was compensated by giv 
ing her a free pair of shoes. A total of 
£1,600 in sales went into the cash regis 
ter. This event was so effective that it 
Was repeated in March, using a yellow 
color ad, and instead of giving away 
compacts, offering shoe customers thei) 
choice of the latest hit tune records 
This resulted in $3,300 worth of sales. 
as girls who had not turned out for the 
first promotion hastened to buy during 
the second 

Typical of Mrs. Brunson’s willingness 
to put in long hours of her own time to 
achieve stimulating successes, was het 
“Easter Parade Shoe Party,” run on 
March 22nd. This promotion was 
launched with a half page ad. Through 
the sale, the children’s department gave 
away Easter baskets filled with Eas- 
ter eggs, which had been patiently pre 
pared by Mrs. Brunson and her staff 
over a period of two weeks before the 
ale. She bought the straw baskets from 
a novelty company for 3¢ each, invested 
$3.00 in jelly beans and candy eggs 
and, again, hired a teenage gir! dressed 
in a bunny outfit to hand out the basket 
to the children. Here, for a promotional 
cost of $19.50 for “give aways” and a 
free pair of shoes for the model, the 
children’s shoe department did a volume 
of $4,697 for three days. All of the “la 
bor” was performed by the department’s 
salespeople. 

Coming into April, Mrs. Brunson 
scored with still another colorful stunt 
when she filled her department with 
soap bubbles. The theme here was based 
on a sandal with a latex rubber cushion 
sole. Mrs. Brunson renamed them “bub 
blettes” and displayed her stock on a 
three-tier display fixture with pastel 
colored bubbles made of cardboard, sus 
pended on strings for a background 
From a display agency, she borrowed a 
soap bubble machine which blew soap 

[TURN TO PAGE 125, PLEASE] 
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No. 3001% 
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| to the young- Round Toe. 
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their parents want — 
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Porsonalities ... 





J. LEON TOURO 


J. LEON TOURO, impresario of beau 


tiful shoes for women, is one of the four 
or five persons who mold America’s shoe 
fashions 

Yet Leon Touro neither designs nor 
manufactures shoes. He simply foresees 
tomorrow's shoe fashions and then gives 
designers and manufacturers his trend 
etting, often revolutionary shoe ideas. 


It was Touro, for example, who revo 


lutionized the American shoe industry 
“ix years ago by introducing here the 
first shoes with thin, thin heels. The 


heels were on the elegant pumps made 
by Jordan of Paris, bottier to the great 
couture houses, whose shoes are sold in 
America exclusively at Touro’s salon. 
Pouro sparked another revolution in 


the shoe business when he introduced 
American designers to the curved Louis 
\V_ heel—on a 
had picked up in a little Italian village. 
7 he Louis XV 


American institution. 


crudely made shoe he 


heel has since become an 


He has also been a long pioneer of 
the ultra-pointed shoes that are just now 
making headlines. Though pointier than 
ever before, Touro explains that these do 
not pinch the toes because the point be- 
gins where the toes end. 

Besides 


Touro also has a 


fashions, 
for 


shoe 


introducing 
remarkable talent 


new 


infusing customers in his famous 
salon with a panting desire to wear the 
new fashions, which sometimes are so 
“avant garde” that he himself fears no 
women will dare put them on. 

“LT almost got ulcers eight years ago,” 
he said, “when I opened my salon fea 
turing entirely closed pumps with exag- 
geratedly pointed Loes That the 
the ‘cocktail shaker the 


triple platform, triple ankle strap model 


was 


era of shoe’ 
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I was sure my starkly 
simple, just wouldn’t 
go. But I sold 2000 pairs in six months!” 

To America’s 
wealthiest women, leading socialites, and 


and suddenly 


pointed numbers 


Touro’s salon come 


stars of stage, screen, television and ra- 


dio—-Marlene Dietrich, Judy Garland, 
Rise Stevens, Doris Day, Cornelia Otis 
Skinner, Maria Riva, Sara Vaughan, 
Gloria de Haven. 

Yet his salon is not in fashion con- 
scious New York or Hollywood but, of 
all places, in sedate Boston, at Bonwit 
Teller. 

“When I opened here,’ Touro says, 
“they told me Id never get Back Bay 


‘proper Bostonians’ to accept high fash 


ion shoes—not even plain red calf 
pumps. Well, they were wrong. Boston 
women have a real ‘fashion philosophy’ 
of shoes. They hate frou-frou but they 


do want shoes that are exciting and in 
good taste.” 
His salon is 


shoes entirely covered with jewels ex 


a treasure chest of shoes 


cept for a bare inch of sole; shoes of 
exotic Siamese and Persian silk; shoes 
in brilliant harlequin colors and pat 
terns; shoes abloom with a single, su 


perb, pink chiffon rose; shoes in Italian 


silk so heavy they need no stiffening; 
shoes in alligator skins so soft they can 
be crushed in the hand; shoes topped 
with Alaskan seal pom poms; shoes in 


sleek white kid daringly contrasted with 
black heels; shoes by H. & M. 
Rayne, bootmaker Elizabeth, 
some with rhinestone sprays completely 
shoes, in short, that 


satin 
to Queen 


encircling the heel 
go to the head! 
“Shoes the most 
most and the 
part of a woman’s outfit,” says impre 
“With beautiful 
woman the basic outfit 
and look outstandingly chic. And beau- 
tilul shoes can give her the confidence 


are important, the 


arresting most sensuous 


sario Touro. shoes, a 


can wear most 


to make a grand entrance at the grand 
est party.” 


“Beautiful shoes also are definitely 
sexy,” he goes on. “They make the legs 
look lovelier and where does a man 


look first? 


wickedly simple, perhaps, like absolutely 


And I mean simple shoes, 


plain black satin pumps.” 
Bearing a striking resemblance to Clif- 
ton Webb both in appearance and man- 


ner, J. Leon Touro cuts a dashingly 
handsome figure. His urbane wit, his 
snappy clothes (imported waistcoats, 


and his luxuri- 
fam- 


mink collared overcoat) 
moustache 
He lives in a 


ant, reddish-brown are 
ous in the fashion world. 
Boston 


an eight foot wall map of old Paris dat- 


magnificent apartment housing 


ing from 1735, a collection of priceless 
porcelains and all sizes and shapes of 


He 


fabulous antique crystal candelabra. 


zlso maintains a suite at the St. Regis 
Hotel in New York and he makes at 
least two trips a year to Europe. 

Born in Birmingham, Alabama, he 
comes from an old New Orleans family 
that dates back well before the Civil 
War. One branch of the family has long 
been in the banking field; another 
branch, in high fashion shoes for women. 

4 graduate lawyer and member of 
the Alabama Bar, Touro first came to 
New York on a visit in 1936 and through 
got 
Manufacturer’s 


his family’s banking connections 
himself a job at the 
Trust Company, then moved to a better 
job with a big brokerage firm. He was 
doing well but the 
branch of the family kept pressuring 
On the basis 
had 


sure 


extremely shoe 
him to go into their field. 


of some exciting shoe fashions he 


once sketched for 


he was missing his vocation. 


them, they were 


They were right. One day in 1940 he 


went to see Herman Delman and bluffed 


his way into a salesman’s job at Del- 
man’s famous Fifth Avenue shoe salon. 
After eight months he went into the Air 


back to Del- 


was appointed assistant 


Corps for two years, then 


man where he 
shoe manager of the New York store. 
From 1947 to ’48 he operated the shoe 
salon at the Blum store in Philadelphia, 
then, after a “memorable and 
tive chat” with Walter Hoving, president 
of Bonwit Teller, he opened the shoe 
Boston 


shoe 


provoca- 


salon in Bonwit’s store— (there 


had 


after the store opened because Hoving 


been no salon for a year 


couldn't find the right man.) 


As might be expected, Leon Touro 
holds very definite ideas about the rela- 
tionship between shoes and women and 
versa. For example, he considers it 


bad 


matching shoes and handbag, and be- 


vice 


taste” for women to wear 


. good 
lieves that a woman looks much smarter 
with shoes that contrast with her ensem- 
ble or harmonize by picking up a tone 
of one color. 


He 


shoes 


strongly prefers closed to open 


(even though he pioneered the 


almost nude “magnetizer” mule) except 
for at home wear. 

He thinks women’s legs look longer 
low 


the part of the shoe that en- 


and much lovelier in shoes with a 
“quarter” 
cases the heel. Jordan of Paris cuts his 
shoes this way. and not only gives legs 
the of added but 


actually permits an extra half inch or 


appearance length 
so of leg to show. 

Among the fashion innovations Touro 
is currently advocating are satin pumps 
for daytime, even with a simple shirt- 


waist dress, “not to wear shopping in 
the supermarket, of course, but for a 
afternoon He also 
favors kid black calf 


or black satin heels for immediate win- 
that 


° ” 
occasion. 


with 


special 


white shoes 


“They're just right for 


lift.” he 


ter wear, 


mid-winter comments. 
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THE SOLE 
THEY 








Vul-Cork 


OIL RESISTING 
NEOPRENE 





Neoprene, a man-made rubber, is combined with 
cork to make the sole they need... a sole that is ex- 
tremely long wearing and suitable wherever oil, 
greases, caustics and fatty acids are underfoot. 
ome a per- Vul-Cork Neoprene soles are air cell insulated too, 
providing real day-long foot comfort. Slip resistant 

4 ‘ and non-marking, they will not soften on contact 
turers, retame nd cpstomers, alike! with hot metals. 

Its LONG 2, AIGHT WEIGHT, Vul-Cork Neoprene is one of three different work 

, ¥] WATER-and- shoe soles manufactured by the Vul-Cork Division of 
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ennial fa¥brit 




















GREATER the Cambridge Rubber Co., makers of the original 
PUNCTURE (RE E make it a cork sole. 
winner in ca . et with any other If you make, buy or sell work shoes, look at the sole 






first. If it carries a Vul-Cork label — you'll get more 
than your money’s worth. 





sole on the 

You don’t nig 
make sales gfe 
It seeds itself : 










breen thumb” to 
“ul “ ‘ 
h SUPERSOLE 7 Vul-Cork Sole Division, Cambridge Rubber Co., Taneytown, Md. Makers of Vul-Cork 


VinGinialh AK TANNERY VUL- CORK & 
27 SPRUCE ™~“E - NEW YORK, N. Y. | VUL- CORK Yeap 
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80 light, so flexible, so resilient you can roll them up... right in the palm of 
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Now . . . Fast one stop 

service for baby’s first shoes. Quality, 

all leather construction, hand lasted, and de- 
signed to give voung growing feet 

the right start. Competitively priced to retail 
profitably from $1.95 to $3.95. 


IN STOCK SERVICE 


orders received today 


SHIPPED TODAY! 


#340 FEATHER-LITE All leather 
Colors: White, Blue, Pink 
Sizes: 0-5 in half sizes 


77050 WALKER-MOC 
Color: White only 
Sizes: 0-6 in half sizes 


All leather 


< 


' . #365 All leather 
Wn aeTNeS White 2-6 in half sizes 
Widths: 6-C-D-E 


#311 LITTLE SKIPPER 
Color; White only 
Sizes: 14% 6 in half sizes 
Widths: B-C-D-E widths 


Write for new 1957 catalog 
See you at the P.P.S.S$.A. Show, Hotel New Yorker, N.Y 
AYERS SHOES, INC. (Room 1504) Mr. Jack Rothbard, Mr. Ayer 
BARRY MFG. CO., INC. (Room 1085) Mr. Samuel Rothbard, Mr. Charles Wa 





BARRY MFG. CO., INC. + AYERS SHOES, INC. 


8 SUMMER STREET, LYNN, MASS. 








Shoes Can End °57 
Out-Pacing Nation 

CONTINUED FROM PAGE 87 
year with an outstanding performance. For the first time in 
many years the industry has real product news to talk 
about. I suggest that the Popular Price Shoe Show of 
America will play a vital role in helping the industry 
evaluate its opportunity profitably. [| expect record-break 
ing attendance of both exhibitors and retailers. 

Looking it the conservative and caution-making factors, 
we should be aware that employment in many of the basic 
industries may show periods of slow-down over the next 
few months; that new construction is lagging perceptibly 
behind that of last year and that “tight money” is restrict- 
ing capital investment in expansion programs. Turning to 
the retail shoe business, the second half of 1956 was on 
the spectacular side. Dollar sales reflected higher average 
unit prices which were caused to a large extent by the in 
creased costs in the product itself, beginning last spring 
Retail companies were at the peak of their expansion pro 
yrams. In fact, the sales achievements of the industry in 
the second half more than made up for the disappoint 
ments encountered in last spring’s business. Based on 
these factors alone, it would seem that the retail shoe 
industry would have a very difficult job of topping last 
years results. 

These views are being written before a complete per 
spective of the March-April retail shoe business is avail- 
able. Up to three weeks before Easter it appeared that 
retail shoe business was below planned expectations. With 
two or three weeks of exceptionally good business there 
may be a different complexion to consider. [ still believe 
that store-for-store March-April sales will at least equal, 
if not exceed, the comparable months of 1956. 


1957—A Year of 


Keen Competition 


CONTINUED FROM PAGE 87 


should benefit from the new pointed toe styles, as well as 
from the wide range of color in leather and fabric materials 
designed to catch the buyer's eve 

The Popular Price Shoe Show of America, jointly spon 
ored by the New England Shoe and Leather Association 
and the National Association of Shoe Chain Stores, will 
play an important role in increasing shoe volume. In addi 
tion, the promotional program of the shoe industry spon 
sored by the National Shoe Institute should serve to stimu 
late the American public’s demand for more and_ bette: 
hoes 

Phe PPSSA in New York on May 5-9 will again be the 
only industry-wide showing of fall footwear. Our expanded 
PPSSA fashion service has as its objective the stimulating 
of more fashion-right shoe styles in’ the popular price 
market 

fo climax its comprehensive fashion services to the in 
dustry, PPSSA will again sponsor a fashion breakfast 
program on Vionday morning, May 6, in the ballroom ot 
the Hotel New Yorker. We urge every retailer and exhibi 
tor to attend. 

The Opinions of the fashion experts who will be present 


have always proven invaluable to the industry 





One explanation for the word “boot” dates back to 
1066 when the Normans conquered England: It seems tha! 
their word for a leather bucket, which resembled the high 
top footwear, happened to be “boute.” So the word for 
bucket became associated with the shoe. For many gen 
erations afterwards “boot” referred to the knee length 


footwear worn by horsemen 
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June Weather Forecast 


| CONTINUED FROM PAGE 107] 


Area IV: North Central 


Northern sections of this region will average cooler and 
wetter than usual while southern sections are expected to 
be warm and generally dry. Last June. this entire region 
was abnormally warm. For example, Rapid City reported 
90 degrees, or more, on 12 davs and a monthly average of 
72.8 degrees—both set new records for June. 


Area V: South Central 


Relatively large areas in Central Texas and Oklahoma 
will be The normally wet 
areas, including Louisiana, Arkansas and East Texas, will 
The rainfall pattern of June 
1956 was generally in reverse of this forecast. 


wetter than normal in June. 


be much drier than usual. 
Tempera- 
tures will average three to five degrees above normal 
throughout the region. 


Area VI: Northwest 


A wet June is forecast for most of the Northwest with the 
exception of a narrow coastal strip in Washington and 
British Columbia. 
normal—a 


lemperatures are expected to average 
favorable June for reducing 
Last 


and generally wetter than usual. 


below 
flood possibilities. 


pattern in 
year, conditions were also cooler 


Area VII: Southwest 

California, New Mexico and Southern Arizona will be 
even drier than usual this June while Nevada and Northern 
Arizona will be relatively wet. Temperatures should aver- 
age one or two degrees below normal in California, Nevada 
and Utah and approximately two degrees above normal in 
Arizona and New Mexico. 


Last year, conditions were gen- 


erally warmer than usual. 


PPSSA Fall Fashion Facts 


[CONTINUED FROM PAGE 79 


overlays will play an important part for fall. Piping in 


contrast leathers, velvets, and satin, metallic touches will 


all have fashion importance. 

The men’s style committee emphasized lightness, trim- 
ness and built-in flexibility as the important features in 
men’s shoes. Soft, small-grained and smooth leathers, as 
well as combinations of these two, will be good. New treat- 
ments of molded mocs, slip-ons with or without gores, 
casuals with straps over the instep and buckles . . . all 


New saddle 


as well as the traditional saddle, give added 


these are expected to gain in importance. 
treatments, 
importance to this category in such color combinations as 
amber saddle on smoke, dirty buck on black, black on red. 
Cushion crepe soles maintain a very important position and 
novelty soles such as Ripple and gum rubber are showing 
Boots, 
sush., 


definite signs of increased consumer acceptance. 
especially for suburban wear, in such patterns as 
Wellington and engineer, appear to be gaining. 

In children’s shoes, the trend seems to be to more dress 
types for parties as well as school. For girls, pumps and 
will be 


swivel patterns in 


suede and smooth leathers (in that sequence), with velvet 


straps the important patent, 


as a good holiday selling potential. Jewels, buttons, 


buckles and bows will be used often and effectively and a 
new and interesting development is the coordination of 


shoe ornaments and treatments with bags, bracelets or 
loc kets. 
[TURN TO PAGE 128, PLEASE, 
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FOR YOUR PROFIT 
feature BASS 


in “‘back-to-school”’ promotions 


WELT OXFORDS 
WEEJUNS* 
WEEJUN* TIES 








No. 734. Bass Weejuns*. 
Brown Antiqued, Double 
Leather Soles; Leather Heels. 









No. 6175. Black Antiqued 
Weejun* Tie; Double Leather 
Soles and Heels. 


No. 1553. Pearl Elk Saddle 
Oxford; Black Calf Saddle 
and Back Stay; Black Cush 
N-Crepe Soles. With Tan 
Saddle, No, 1536, 


No. 2784. Ranch Boot of 


Hunting Leather; Cush-N- 
Crepe Soles. Also available 
in Sand Suede, No. 2741. 


*T. M. Reg 


"we «“ 
SE tame owen ene oes eee 


Bass Outdoor Footwear 


your ‘‘best buy” for school 


G. H. BASS & CO., Dept. BS5, Wilton, Maine 
658 Marbridge Bidg., N. Y. C. 1, .N. Y. 
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“Forsooth,”’ quothes 
Sir Launcelot (ye 
Buyer of Shoe Store 
Furnishings), “staunch 
Royal design reduceth 
throne overhead for 
ye Kings and Queens 
who enter ye realm. 
“Royal beauty doth 
delight ye pry ence comltort a Gis cnes. Feaeee 
es 5 : backs, Fiex-spring seats. 
sootheths Knights and Ladies-in- 
Waiting. Methinks naught 
matches these crowning achieve- 
ments in service and satisfac 
tion.” N TNS 


‘ 


Yes, for store, office, stockroom ~ 

. . . Model 315 Step-Down Table 

for executive suite or cashier— — Ourable wood-grain, plain, 

° or linen-finish Royaloid top 
there are hundreds of well-built 


Royal models from which to 

select in colors that rival the 

rainbow. For ye regal look in 

business efficiency, mail ye cou- | 
pon nowel 


. Model 774 Shoe Stool. Satin- 
a SET SS ty Chrome plated. Padded seat 
Non-slip footrest 


beers 


eeceeeeeeeeeseeeeseeees 
Since @7 . 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Ave., Chicago |, Ill., Dept. 23F 


Please send me free foiders on Royal Metal Furniture and complete in- 
formation on Royo! Decorator and Design Planning Service 


individual__ 





Company 





Street 


City & State 








A PERFECT 
PAIR 
for PROFITS! 


4 
-_ 


TRADEMARK 


casuals 





SEE THEM at ROOMS 1217-18 











SKIP-INS. Lighthearted! Popular! Designed in a variety 
of colorful fabrics and leather, contrasting gaily with 
printed linings, the new line of Skip-ins has captured 
everyone . . . from rock ’n rollers to the young at 
heart! CASH IN! You'll find Skip-ins easy to sell. . . 
priced right for a fast turnover! Cemented soles of 
both rubber and leather. For women, misses, chil- 
dren. Retail from $2 to $4. 


COMFIT SLIPPERS. A varied selection of smart de- 
signs in both the newest and forever-popular styles, 
Comfit slippers offer you big profits year after year 
after year! They’re priced for fast selling yet feature 
the quality of material and workmanship found only 
in the most expensive slippers! Made in fabrics and 
leather; hard crepe and soft soles. For men, women, 
children. From $1 to $5.50. 


Department, chain and volume trade 


If you’re not attending the show, write for 
details on the Golden Profit Line... TODAY! 


eleT Vie] smu 1 fe) >)'/ on & aa of eF 
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Waite shoeing the youngsters of 
Oklahoma City for the Easter Parade, 
Harrold Shoes found its top sellers for 
the season to be a one-strap pattern for 
little girls . . . a three-eyelet tie for 
boys. 

The girl’s slipper is from the Weber 
Shoe Company collection of “Dress- 
Ups by Alexis.” The patterned vamp, 
achieved with foam rubber inserts and 
stitching, has a dimensional effect that 
is accentuated with studs, Miss Har- 
rold attributes the shoe’s selling suc- 
cess to the fact that “it is lightweight, 
dainty and very dressy.” By stocking 
it eight ways (white, pink and light 
blue kidskin; red, black, blue, copper 
and charcoal patent leather), the shoe 


She Believes in 
Doing It Big 
[CONTINUED FROM PAGE 119] 


bubbles continuously out over the dis- 
play of sandals, while colored spot- 
lights, changing color as they revolved, 
made the bubbles many times more at- 
tractive. A phonograph and speakers 
kept the tune of “I’m Forever Blowing 
Bubbles” in the air. Small balloons in 
pastel colors were hung from the ceiling 
throughout the department. With every 
pair of sandals sold, Mrs. Brunson gave 
her customers a string of plastic beads, 
which cost her 30 cents each. The re- 
sult was the sale of almost 1,000 pairs 
through the summer months. 

Far and away the most colorful stunt 
of all was the August Back-To-School 
and Fashion Show which Mrs. Brunson 
combined. Gunning for the biggest back- 
to-school volume in the store’s history, 
Mrs. Brunson kicked off the promotion 
with a 30 inch ad on a $3.99 ballerina- 
tap slipper. This was followed on the 
23rd and 24th of August with a 90 inch 
back-to-school ad, promising Montgom- 
ery youngsters a back-to school party. 
School atmosphere was supplied in the 
shoe department by placing small school 
bells in all shadow boxes, large books 
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with almost any Easter 


costume imaginable. It also gains in 


coordinates 


volume through its presentation in 
four size categories—infants, children, 
misses and growing girls. It retails at 
$6.50 in $7.50, $8.50 
$8.95 in the progressive size runs. 


infants, and 

The Pied Piper shoe is tops with 
young looks like 
Dad’s.”” It wears well and is easily 
cleaned. A silk shantung plug is the 


lads because “‘it 


fashion feature of this three-eyelet tie 
which is stocked in black, navy and 
charcoal leather. The black shoe with 
charcoal shantung is preferred. Of 
ered in three size runs (61-8, 81-12 
and 12% to 4), the price ranges from 
$7.50 to $8.50 to $9.50. 


with school fashions penciled on the 
front, and enlargements of pencils 
along the wall. As the customers 


entered the department from the stair 
way or elevator, they saw two old 
fashioned school desks with lunch boxes 
and saddle oxfords displayed on top. 

The clincher which kept the depart 
ment jammed, was a “soda fountain” 
set up at the rear, at which department 
personnel gave away Coke floats, con- 
sisting of a scoop of ice cream with a 
glass of Coca Cola poured over it. In 
combination with the double newspaper 
ad, this stunt literally flooded the de- 
with 
ers in all age classifications. 

The fashion show itself was held on 
August 24, when no less than 14 models 
were presented in the department, mod 


partment back-to-school purchas 


eling shoe styles. Each was again com- 
pensated with free footwear. Featured 
in the fashion styles 
tots to teens, including pre-school, ele 


show were from 


mentary school, junior high school and 
senior high school. Dance footwear wa 
modeled by a dancing instructor; ma- 


and saddle oxfords by 
three cheer leaders from a local high 
Each girl the 
which fitted in with the shoes. 
event, with the 


jorette boots 
costume 
For this 
soda bar, going at full 


school. wore 


DELLA HARROLD 


THOUGH a 
Della M. Harrold is 


doors these days. The pre-Kaster rush 


“farmer at heart,” 


seldom out of 


in her two Oklahoma City children’s 


shoe stores was tremendous. 


After thirty years in children’s 
shoes with a local department store, 
Miss Harrold branched out on het 
own in 1949. In 1956 she opened her 
second store. Besides a large local 
trade, she has over 8000 active a 
counts outside Oklahoma City. A 
widely respected business woman in 


community, she the 


West-Side 


Commerce of Oklahoma City. 


her serves on 


board of the Chamber of 


capacity, the shoe department spent 
$59.00, including $22.00 for Coca Cola 
and $28.00 for ice cream. Each model 
was given a sterling silver ankle brace 
let and was on duty for two days. Dur 
ing the show, so much excitement was 
that all Montgomery 
pers devoted editoral The 
top display, Mrs. Brunson found, was 
of a school 18 feet long, 
which extended across the balcony, with 
models posed looking out through the 
windows. 

Inasmuch as the 
literally jammed with customers during 
all selling hours and 
as fast as department personnel could 
write them, Mrs. Brunson wound up the 
month of August with an increase of 
$1,900 over the previous August, which 
was the established goal. 

In addition to using plenty of color 
ful eye-appeal in the department itself, 
Mrs. Brunson is well sold on color new 
paper ads. She ran five of these during 
September and October. A_ typically 
successful one was headed “Once In A 
Blue Moon Something Wonderful Hap 
pens.” This promotion was built around 
blues in children’s 
reproduced in several shades of blue 
Although there were no give-aways for 

[TURN TO PAGE 127, PLEASE] 


created newspa 


space to it 
a cut-out bus 
department 


Was 


ales were made 


shoes, and the ad was 
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In NzY_C. 
We're Your 

















STAY AT THE 


HERATON -MCArer N 


YOU CAN GO ANYWHERE 
IN A TWINKLING! 


OUR LOCATIONS GOOD AS MAGIC — saves you 
footsteps, time and money. For we're right in the middle 
of the shoe market, close to countless wholesale sources. 
New York's fashion center lies at your feet.—Just steps 
from Empire State Building, subway bus and air Termi- 
nals, Lincoln Tunnel. Times Square theatres, night clubs, 
Radio City, Grand Central—all easily accessible! 


MODERNIZING THROUGHOUT — Fashion and com- 
fort, so iunportant to your shoe business, mean a lot to 
your living quarters too! You'll get more enjoyment out 
of your New York trips by staying at the Sheraton- 
McAlpin. We've been remodeling, redecorating, making 
every inne hi parkling new lobbies to bedrooms and 
broom closets. Every room with new RCA 21” TY, plus 
full-range radio. Many rooms air-conditioned. And for 
pleasure, or pleasure combined with business—attractive 
dining rooms, meeting rooms, exhibition rooms. There's 
our new Minute Chef and Town Room, for a snack or a 
hearty meal—plus our new Cafe Lounge featuring smart 
entertainment. You enjoy every minute at the Sheraton- 


MecAlpin! 


N.Y. HEADQUARTERS FOR THE SHOE INDUSTRY 


HeRATON-\{CALpin 
Hore. 


nthe. Hoont of, the Demme one, 


* 


BROADWAY AT 34th STREET 
George D. Johnson, General Manager 


e p e00TS! 
MEAN NEW RUBBERS An 5 ae 
” neieee srectes on case - 6008 8 4 tas v08 


THO Sopmaotey 


TINGLEY morn oot 
ee ae ae 
a * 


Yours... for FREE! 


Let this silent salesman be your children’s and young- 


ster’s rubber footwear department—at no cost to you. 


Just place your order—with your Tingley Distributor 


before August Ist, for: 


24 pair Children’s Rubbers, Red and Brown $ 30.00 
24 pair Children’s Closure Boots, Red and Brown $ 40.08 
24 pair Youngster’s Rubbers, Red and Brown $ 35.28 

$105.36 


Total Stock Investment and this convenient, 


sturdy, sales building fixture is yours 


AND REMEMBER 
TINGLEY RUBBERS & BOOTS S.T-R-E-T-C-H on EASILY 


4 sizes, Children’s Rubbers fit shoe sizes 61-12% 
4 sizes, Children’s Closure Boots fit shoe sizes 5-13 
3 sizes, Youngster’s Rubbers fit shoe sizes 1214-4 


THAT MEANS — 

Your stock investment of only $105.36 

will meet practically all of your 

inventory requirements for 

Children’s and 

Youngster’s © GleY RU 

Rubber Vio93 Ross 

Footwear— Enter our © 

displayed T with perm 

where your \ crore Name 

customers will be ‘ padress 

reminded to buy. City Nearest tne 

\ Ship we aa 
mana 
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She Believes 
In Doing It Big 
[CONTINUED FROM PAGE 125] 


that promotion, the children’s shoe de- 
partment did $1,800 volume in two days, 
selling 350 pairs from September 20 to 
October 20 as carry over benefits. 

A brilliant full page ad in red and 
white and a half page, offering loafers, 
again without give-aways, worked out 
so well that the two day volume was 
$1,700. Total sales were 400 pairs 
through the months in which the ads 
were used, 

For ‘Women’s Day,” October 18th 
and 19th, Mrs. Brunson decided upon a 
Country Fair atmosphere. For this 
stunt she bought four bales of hay 
which were used to floor four booths 
built along the wall of the shoe depart- 
ment. Mrs. Brunson borrowed a rubber 
“Elsie the cow” from a local dairy com- 
pany, which was placed on exhibit in 
one of the booths. In another, a life 
size clown appeared, borrowed from a 
local bottling plant. The clown was 
shown lying on his back, kicking one 
foot in the air while a pair of boots 
twirled on the other. Dried corn and 
stalks were used to separate each 
shadow box, and department personnel 
wore Western clothing. For this stunt, 
returns showed 157 pairs of boots sold 
in two and a half days, totaling $2,200 
with a promotional cost of 50 cents each 
for cap guns, given with each pair of 
boots purchased, 40 cents for each pair 
of spurs on the same basis. Mrs. Brun- 
son maintained a 40 per cent mark-up 
on the sale by taking the mark-up in 
the same month on the total pairage 
left after the sale. 

Likewise planned for two or three 
months in advance and a sensational 
sellout, was a Halloween promotion 
launched on October 26 with a half page 
column ad in orange, black and white. 
Here, the department was done up in 
the familiar Halloween atmosphere 
with cut out black cats, witches, and 
masks suspended from the ceiling, fea- 
tured in the shoe displays, etc. In the 
center of the department, Mrs. Brunson 
presented a heavy black iron pot, bor- 
rowed from a friend, with an electric 
fire under it. The pot was filled with 
“trick or treats” which were handed out 
to customers by a witch model. The mo- 
del stirred the pot and gave everyone 
entering the department free noise 
makers, Halloween masks, rubber bal- 
loons, or candy handouts. Here, expense 
for the promotion was less than $25.00 
and the volume for a Friday and Satur- 
day was $1,200. 

Willingness to spend long hours in 
trimming the department, in searching 
out an economical source of give aways, 
and enlisting manufacturer cooperation 
are the key points in this eyebrow-rais- 
ing sales situation. An indefatigable 
worker herself, Mrs. Brunson has com- 
municated the same sort of enthusiasm 
to her employes, most of whom can 
count on spending extra hours gearing 
up for the next show. 


’ 
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Thom McAn Division 
Hits Expansion Peak 

New YorK—Thom McAn division of 
Melville Shoe Corporation reached an 
expansion peak for the first half of 
1957 with the opening of five new 
family shoe stores in widely scattered 
locations. These five, a new company 
record for store openings in one day, 
brings the total opened in 1957 to 18 
with another 12 to 15 scheduled through 
June. 

Stores opening are all in shopping 
centers. They are in Parkdale Plaza 
Shopping Center, Corpus Christi, Tex.; 
South Gate Plaza Shopping Center, 
Jacksonville, Fla.; Valley Fair, San 
Jose, Calif.; Southern Shopping Cen- 
ter, Norfolk, Va.; and The Meadows, 
Indianapolis, Ind. 

Thom McAn shoe stores now number 
758 of which 208 are family stores 
catering to men, women and children. 
The balance handle only men’s and 
boys’ footwear. A total of 60 new 
Thom McAn stores are expected in 
1957, most of them family stores in 
shopping centers, several of them in the 
New York metropolitan area. 

Robert C. Erb, Melville president, 
noted that a substantial part of the 
cost of equipping the new stores comes 





Package Deal to Increase Sales 


The Ed White Junior line of "Show-Offs” 
has a gimmick for fall, for both growing 
girls and children, a shoe and bracelet 
combination. Illustrated is a shrunken 
calf flat with a grained wood ornament. 
A gold medallion is centered on the 
ornament. A charm-type bracelet with a 
wood circle and the medallion centered 
on it, and hanging from a "gold" chain 
bracelet, is given away with the shoe. 
(Growing girls 3/2 to 10.) 

A black patent party shoe in the Small 
3 to Large 4 run features a necklace- 
like vamp ornament of rhinestones. A 
rhinestone bracelet goes with this shoe. 

According to the company, the brace- 
lets go right along with the shoes as a 
package deal both at wholesale and 
retail, 


from depreciation charges. 
“Our annual report for 
Mr. Erb, “noted that 
charges for the company provided 53 
per cent of our $4 million capital ex 
Our plans call for 


1956,” said 


depreciation 


penditures in 1956. 
continued expansion at the present rate 
for an indefinite period and certainly 
through 1958.” 


Changes in Supervisory Posts 
Made by International Shoe 


St. Louis 
visory posts have been announced re 
cently from International Shoe 
pany plants. 

Alfred L. 
foreman of the making department of 
the Bluff City plant and Claude Wil 
liams has been made assistant foreman. 
Mr. Carenen has been an employee of 
International 1927. His son, Al 
fred L. Carenen, Jr., is a cutter in the 
Bluff City plant. 

Claude Williams 
by International in 1917. 
tions he has held include edge setter and 
trimmer at the Hannibal plant, assis 
tant foreman and foreman in the Bluff 
City making department, and foreman 
Quincy 


Several changes in super 
Com 
been named 


Carenen has 


since 


first employed 
Former 


was 
posi 


in the making department of 
No. 2 plant. 

Zigman Thomas, lasting department 
at the Jerseyville, Ill., plant, has 
transferred to the same position at the 
Mexico, Mo., plant. Mr. Thomas ha 
been an employee of International since 
1926, and formerly held supervisory 
positions at Springfield, Ill., before be 
ing transferred to Jerseyville. 

Montelle i*. 
room foreman at the Perryville Man 
golia plant, has transferred to 
the same position at Searcy, Ark. John 
L.. Moran, head of the lasting depart 
ment at Searcy, has moved to the same 
post at the Magnolia plant. Mr. Feaste 
is 48, and an International employee 

1925. Mr. Moran with 
the shoe company since 1932. 

Homer Bredehoeft, a lasting depart 
ment assembler at the Sweet Spring 
Mo., plant, has been promoted to fore 
man of the lasting department. My 
Bredehoeft is one of the youngest fore 
system 


Feaster, former lasting 


been 


since has been 


men in the entire International 
of 59 manufacturing and supply plants, 
according to plant superintendent Char 
les H. Worley. Only 24 years old, Mr 
Bredehoeft has been an International 
employee since 1950. He is 
Sweet Springs. 


a native of 


Berned Ice Skate Outfits 


BOSTON A 
skate outfits 
the Berned 
cording to the president, 
They will be sold 
athletic division and 
include outfits women 
children. All stock 

Mr. Cohen said, in thi 
expansion, that Sport King and Sport 
Queen are the names which have been 
chosen for the new line. 


line of ice 
introduced b 


complete 
has been 
Company, here, ac 
Bernard H 
by the com 


will 


and 


Shoe 


Cohen. 
shoe 
for 


will 


pany’s 

men, 
be carried in 
announcing 





This is a 
DESCO 
year! 


(but definitely 


New-exciting 
Volume-building 
Profit-making 
shoes 


Before, during 
and after 

the New York 
Shoe Show 

see them in our 
Salesrooms at 


3 


just around the 
corner from the 
New Yorker 
McAipin and 
Statier Hotels ) 


Thi al-mates 


sual or 
aecn CF 
cusmion 


At important 
Shoe shows 
all over 

the nation 


PPSSA Fall Fashion Facts 
[CONTINUED FROM PAGE 123] 


One-strap shells, swivel straps, lightweight oxfords, the 
new Bubble saddle, U-throat bals and close edge “loafers” 
are the school types that are expected to register well. 
Colors in girls’ dress shoes will probably line up as black 
blue, red. In school shoes—brown, red, blue, pewter gray, 
black. 

Steady improvement in the Algonquin Moc makes it the 
number one pattern in boys’ shoes for next fall, followed 
by the U-wing and plain toe. Stitch and turn, especially 
in two-leather combinations in monotone effects, looks par- 
ticularly good. Leather and colors: Grain and smooth 
combinations will be important. White buck is expected 
to increase. Dirty buck, which has been sectional, is ex- 
pected to get widespread accepance. Black, steadily in- 
creasing, will be even better next fall. 


A Special Department 
for Work Shoes 
A SEPARATE work shoe section isolated from the regular 


women’s and family shoe departments is important. This 
is the opinion of Lawrence L. Kay of Kay & Company, 
Geneseo, Ill., based on the experience in his century old 
family shoe store. 

Work shoes were previously sold in the regular upstairs 
shoe department, where women’s, children’s, and men’s 
dress shoes are fitted. Mr. Kay observed that in a farming 
community such as this, men like to come into the store 
in their work clothes. Therefore, he refinished a room in 
the basement and created a separate work shoe depart- 
ment. The immediate and lasting result has been increased 
and excellent work shoe business. Work shoe customers 
immediately head for this special department. 

It is also important, Mr. Kay points out, that when they 
reach this separate department, customers find a suitable 
stock. This means both by size and types. This store stocks 
sizes 6 to 12 and A to EEEEE. The selection includes 
horsehide shoes, pigskins, elk, retan, and veal upper shoes. 
There are also cord, cork, rubber, crepe, neoprene, and 
leather soles. All are well known brands, widely adver- 
tized in farm papers. Mr. Kay points out this fact helps 
them sell themselves. In addition this national advertising 
is supported with regular advertising in the local news- 
paper. 

Fitting has always been of extreme importance to this 
store. It is one of the main factors that has kept a shoe 
store in this same location for over a hundred years. 

Mr. Kay believes that fitting is just as essential in selling 
work shoes as in any other types. This service has made 
repeat customers for work shoes who make this a year in 
and year out bread and butter business. 


“Mule” is Roman in origin and owes its name to magis 
trates of the Empire who were permitted to wear special 
shoes called “mulleus,” which signified their office. They 
wore them, naturally, even when the Enpire sent them to 
rule over districts as remote as western Spain, Holland, 
and northern France. As a result, the natives of each of 
these countries adopted the shoe along with its name. And 
after centuries of oral transmission, “mulleus” became 
contracted to the present term. English craftsmen discov- 
ered the mule’s usefulness as a house slipper at about 
the time Columbus discovered America. They were fash- 
ioned from soft fabrics and especially recommended for 
country squires who had the gout. Eventually, they were 
manufactured as a luxury item. 
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Present at the ceremonies marking the opening of Innes’ Downtown in Los Angeles 
are, left to right, Henry Boyd, president of General Shoe Corporation; Will Innes, 
founder of the Innes Shoe Company, and Paul Siegel, Innes president. 


Los ANGELES—The downtown store 
of the Innes Shoe chain at Seventh and 
Olive Streets has just reopened after 
completion of a $500,000 modernization 
and remodeling program resulting in 
one of the finest stores in the business, 
company officials believe. 

One feature is a $75,000 escalator, 
the first, it is claimed, in any shoe store 
in the world. In front of the striking 
white marble and glass facade, trees 
have been planted on both Seventh and 
Olive Streets in the very heart of down- 
town Los Angeles. 

The street floor is an exclusive men’s 
store, with large areas of roughly tex- 
tured African Jeweltree backgrounds 
in untanned calf and marble, a collec- 
tion of Javanese Devil Dance masks, 
and heavy leather chairs, as in a fine 
men’s club. This department carries 
a stock of more than 10,000 pairs of 
men’s shoes. 

Designed by Burke, Kober and Nico- 
lais, Los Angeles, two-story structure 
combines contemporary design with a 
variety of interesting new materials, 
to provide an atmosphere of high 
fashion unique in a shoe store. 

It’s 20,000 square feet of selling space 
just doubles the previous sales area. 

Interior has large areas of finished 
wood, polished brass lighting fixtures 
and bright colored accessories. Ex- 
terior is dominated by a face of white 
marble, with large expanses of display 
windows between massive columns of 
textured Italian fulget. 

The interior, built around the esca- 
lator, can be seen a_ block-and-a-half 
away from either north or east. 
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The escalator ascends to the women’s 
and children’s department which ca 
ries more than 50,000 pairs of shoes 
The new store has 20,000 square fect 
of selling space, and has a costume 
jewelry department, the first in the 
Innes chain of 12 stores. Innes is a 
division of General Shoe Corporation. 

The remodeled store 
eral years of planning by Paul Siegel, 
president of Innes Company, and his 
market analysts. Also it conclusively 
demonstrates Mr. Siegel’s faith in the 
future of downtown shopping. 

“Downtown Los Angeles,” he said, 
“is the largest community in the area 
The manner of living in this community 
is changing and will change even more 
Homes of well-paid salaried emplove 
to the South and West, apartments be 
ing built and planned around the cen 
tral section, and the concentration of 
new construction of commercial build 
ings as far west as Western Avenue, 
will bring large numbers of people who 
will shon downtown.” 

Mr. Siegel furthermore flatly pre- 
dicted a sales increase of 50 per cent 
the first year the store is in operation, 
which he bases on figures for the nast 
seven months. Mr. Siegel said these 
were far behind those of the com- 
parable period in the previous year. 


represents sev- 


Ruvs 34th Retail Shoe Unit 

SHENANDOAH, IOwA— The Brown 
Shoe Fit Company, with headquarters 
here, has just purchased its 34th re- 
tail shoe store. The firm bought Hertz- 
ler’s, Inc., at Burlington, Iowa. 


Northwest Shoe Fair Will 
Run Extra Day This Year 
St. PauL, MINN The Northwest 
Shoe Travelers have selected April 27 
through May 1 as dates for their 1957 
fall showing at the St. Paul Hotel, St 
Paul, Minnesota. 
According to Paul D. 
tary, this is going to be 
truly big shoe fairs, and, by 
request, is being extended extra 
day, through Wednesday, May 1. Re 
ervations to date have been larger than 
at any shoe fair in Northwest history 
Attendance of Northwest merchants at 
these shoe fairs has been growing to a 
point where the spring of 1957 
Fair was attended by the largest num 
ber of merchants than at any 
shoe fair, Mr. Cook said. 
About 200 lines of will be ex 
hibited on nine full floors of the hotel 
Because of the extra day, the pro 
gram has been changed considerably 
A complimentary luncheon will be of 
fered on Monday noon when Marshall 
J. Mantler, who is managing director, 
Bureau of Salesmen’s National Asso 
ciations, will speak on merchandising 
The traditional roast beef dinner for 
all salesmen will be held at 5:45 in 
the Casino Room. On Tuesday, a com 
plimentary banquet and dance for mer 
chants will be given. On Wednesday 
all sample rooms will be open from % 


A.M. to 3 P.M 


Cook, 


one of 


secre 
the 
popular 


one 


Shoe 
previou 


shoe 


Karl’s Opens New Store 
BAKERSFIELD, CALIF.—A_ third 
hns been opened by Karl’s Shoe Stores 
Ltd., in this city, at 2018 Chester Ave 
nue in the heart of the downtown 
hopping district. The building is that 
formerly occupied by the J. C. Penney 
Company before Penney built its new 
modernistic structure on the most valu 
able corner in Bakersfield at Nineteenth 
and Chester, two blocks away 
The new Karl 7,000 
feet of selling 
feet of total floor 
ground floor. The 
30,000 pairs of men’ 


store 


store has quare 


pace and 7,670 square 


the 
about 


space, all on 


store carrie 
, women’s and chil 
dren’s shoes. 

Ben Goldstein, Karl supervisor 
the San Joaquin Valley, i 
the new unit pending the arrival of a 


for 


managing 


new manager 


Promote C. H. Baker Man 


BAKERSFIELD, CALIF 
formerly assistant manager in a 


sowers 
Los 
Angeles company store, pro 
moted to the post of manager of the 
takersfield store of C. H taker, 
Shoes, at Chester Avenue and Twenty 
first Street in downtown Bakersfield 
Mr. Wilson 
who had been named temporary man 
sillodeau, who 


Blaine 


has been 


Sowers replaces W. H 


ager to succeed Leo P 
recently bought the 
Cahn’s of Fresno department 
Fresno, Calif. 

Mr. Wilson 


manager in the 


shoe concession in 


tore in 
remains a8 assistant 


takersfield store. 








Virginia Shoe Introduces Girls’ Taper Toes 


: 
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Walter N. Bond, sales manager, Virginia Shoe Company, writes up a taper toe 
shoe order for Mrs. Ann Kane of Kane Shoe Stores, Miami Beach, while Ed Solomon, 
Virginia Shoe's representative in the Deep South, shows the line. 


By FE. W. SUDLOW 

Miami Breacn, FLA The Virginia 
Shoe Company, of Fredericksburg, Va., 
held an howing at the 
vant $16-million-dollar Fontain 


exclusive ele 
new 
bleau here, recently. 

Only 
mitted to 


one viewer at a time was per- 
Back of this 
toe shoes in 
05 to $12 YD bracket, which were 
consequently limited to ultra high fash 


ion outlet only 


ee the display 
exclusivene 
the $7 


were taper 


The Virginia Shoe Company has not 
brought out anything a: 
needle 


extreme as the 
harp toe, but it has a specially 
designed taper toe that gives the effect 
of a pointed toe without sacrificing any 


of the necessary room for a growing 
foot, It is an entirely new concept in 
little girl shoe design. 

The little miss is impressed by the 
wide variety of style, decoration and 


From now 
ame wide variety 


material in mother’s shoes. 
on she can have the 
from which to select her own footwear. 
Biack patent is quite prominent, but 
it is in all colors. Then there is a taper 
toe in suede, broadtail, illuminata. Peb- 
ble patent, silver and gold lame kid, 


cara kid and Karung snake. Pastels are 


bright red, white and black. 

Taper toe has many alluring decora 
tions, yet each is scaled to the small 
hoe. Buttons, buckles and bows are 
appropt lately ized There are color 


stitching, beading and 
even a flower on a vamp. 


inserts, cunning 


Taper toe was designed by the ex 
ecutive staff at Virginia Shoe Com 
pany, which has specialized in chil- 
dren’s shoes since 1806, The firm dis- 


tributes nationally through some 1,600 
Taper toe required an all-new 
original last, which about 
months of advance preparation in 


Each shoe is indi 


dealers 
represents 
six 
design and tooling 


130 


vidually encased in a polyethylene bag, 
sealed to keep shoes production new. 
Production is limited since patterns 
and color designs are virtually custom- 
made, 

It was proper that the world pre- 
miere of this line should be held at 
Miami Beach, for here buyers and man- 
ufacturers converge from all parts of 
the country in search of the newest in 
shoes and other items of clothing. This 
area is the apparel guinea pig of the 
nation, and from the comments of the 
many buyers who have examined the 
line, it is going to be the biggest and 
last word for a long time in children’s 
hoes, 


McDonald Chain Announces 
List of New Store Managers 
HASTINGS, NEB. J. M. McDonald 


Company chain headquarters here an- 
nounced the closing of its store at 
Borger, Tex., and the appointment of 
several new store managers. All stores 
in the 100-outlet chain maintain com- 
plete family shoe departments. 

The Borger was closed this 
spring because of an unprofitable op- 
eration, it was explained. The mer- 
chandise was moved to the McDonald 
stores at Perryton, Tex., and Buymon, 


store 


Okla. Charles Macke, assistant man- 
ager, was transferred back to his home 
state of Nebraska, and will be assis- 
tant manager at the Central City 
store. 

Fred L. Brier, manager of the 
Borger store was transferred to the 
McPherson, Kan., store as manager. 
He replaces Fred C. Baker, who re- 
signed. Max Aldrich, formerly with 
the Norfolk, Neb., store, has _ been 
moved to San Angelo, Tex., as man- 


ager Leo Whelan. 


He replaces J 





Dates to Remember 
Accounting and Office Management 


Clinic, National Shoe Manufacturers 

Association, Hotel Lennox, St. Louis 
May 1-2 

Fall Shoe Show, lowa Shoe Travelers 

Association, Hotel Fort Des Moines, 
Des Moines May 5-6 

Fall Shoe Fair, Ohio Shoe Travelers 


Club, Deshler-Hilton Hotel, Columbus 


May 5-7 
Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker, 


Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 
Fall Shoe Show, Southeastern Shoe Trav- 


elers, Inc., Henry Grady, Dinkler 
Plaza, Peachtree - on - Peachtree and 
Piedmont Hotels, Atlanta May 5-8 


Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 

Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
and Empire State Buildings, McAlpin 
and New Yorker Hotels, New York May 5-9 

Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May 12-13 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis May 

Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Association, Benjamin Frank- 
lin Hotel, Philadelphia May 

Fall Market Week, West Coast Shoe 
Travelers Associates, Alexandria and 
Biltmore Hotels and Haas Building, 
Los Angeles May 12-15 

Spring Meeting, Tanners’ Council of 
America, Princess Hotel, Bermuda 

May 13-15 

Heart of America Shoe Show, Central 
States Shoe Travelers, Muehlebach 
and Phillips Hotels, Kansas City, Mo. 

May 18-21 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, Hotel Penn-Shera- 
ton, Pittsburgh May 19-21 

Fall Shoe Show, Boston Shoe Travelers 
Association, Parker House, Boston 

May 19-22 

Fall Shoe Market, Midwest Shoe Trav- 
elers Association, Hotel, 
Chicago May 

Fall Shoe Show, Wisconsin Shoe Guild, 
Hotel Plankinton, Milwaukee May 26-28 

Western Michigan Shoe Fair, Michigan 
Shoe Travelers Club. Pantiland Hotel, 
Grand Rapids, Mich. May 26-28 

National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Retailers Association, Chicago 

Oct. 27-31 

Fall Shoe Show, Mountain States Shoe 
Travelers’ Association, Albany Hotel, 
Denver, Colo. June 2-4 

Michigan Annual Shoe Fair, Michigan 
Shoe Travelers Club and Michiaan 


12-14 


12-15 


Morrison 


19-22 


Shoe Retailers Association, Statler 
and Wolverine Hotels, Detroit June 24 
Baltimore Shoe Show, Baltimore Shoe 


Club and Associated Shoe Travelers, 

Lord Baltimore Hotel, Baltimore July 7-10 
Allied Shoe Products and Style Exhibit, 

New York Trade Show Building, New 

York Aug. 2-6 
Membership Breakfast, National Shoe 

Manufacturers Association, Waldorf- 

Astoria, New York Aug. 6 
Midwest Shoe Market, Midwest Shoe 

Travelers Association, Morrison Hotel, 

Chicago Aug. I1-14 
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al - "a ~ 9 TI e branch opened h bra d ame 
Shoe Polish Strays Onto Artist S Palette erg pers “nn vectra aap 
er those carried in the main Salina Street 


“hae 7 Mia, ‘ i . 
; eee store and allowance was made for a 









5,000-pair hidden stock at the rear of 





the attractive department. 






“We had no intention of going into 
men’s shoes,” reports John Quinlan, 






Chappell’s shoe buyer, “but we had so 





many requests for them right from the 
start that we decided to stock one make 
of shoes for men.” More than two 
dozen sales, averaging between $10 







and $15 each, were made during the 





first week, he reports, although there 





was no formal announcement that 






men’s footwear had been added 
According to Delton Caraway, man 
ager of the shoe department in Chap 
pell’s specially designed two tory 
60,000 square foot suburban building, 







customers are coming in as family 






units. 
y - | At the end of the first two months, 
Le. ~ . no mention of men’s shoes had been 
ha, Gh 

included in the company’s newspapet 
advertising. A simple display at the 
18 feet wide entrance to the depart 
age 






Shining artistry is the aim of Memphis, Tenn., businessman Otis Lammey, as he 
works away at a hunting scene painted with shoe polish. Although art has been 
his hobby for 35 years, Mr. Lammey stumbled onto the technique of using shoe 
polish instead of paint a few months ago while shining his shoes. After buying ment continues to convey the mes 
all the various colored wax polish he could find, he turned out his first work, and that the entire family can be furnished 
has kept at it ever since. He applies the wax to the canvas with a palette knife, with proper footwear. 

and uses a brush only for finishing touches. 








Chappell’s now stock 7,500 pairs of 
e . - pe 3 ‘ shoes at Northern Lights. The depart 
Handling Men’s Shoe Stocks for First Time in 61 Years mert, decorated in Chinese motif, has 
28 chairs and officials predict first year 
for 













Syracuse, N. Y.—JIn its recently Sons’ department store is handling 
opened branch in the Northern Lights men’s shoes for the first time in its figures will far exceed al] estimate 
Shopping Center, the C. E. Chappell & 61-year-old history. the new branch 


Every Single Style Looks Like 
the VALUE it Really Is 













Rest-Time for comfort and value, Glamor Gal 





for top fashion style and value. Each line re 






ects Blum’s traditional high regard for offer 









ing the customer most value for least money 






Both lines are unbeatable money makers for 





active departments or store 






Blum’s newest In-Stock Catalog #t 123 dis} lays 


the biggest and most complete selection ever 






offered. Send for copy. See what we mean by 
the slogan, Always a Step Ahead” 










,) wn ple 
/ 


On Display At 







New York Office: MARBRIDGE BLDG. 
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Jim Legg Discusses Problems with Canton, O., Retailers 


r. Louis—A product prospers only 
Legg, 


Inc., 


Jame S 

vice-pre Heydays Shoes, 
told a meeting of the Canton 
(O.) Retailers A the 


that he cautioned, “Retailer 


ervice 
ident of 
recent 


through 


same 


today 


ociation at 
time 
must not just be able to meet problem 
but anticipate them.’ 

He said it wa 
that the 
brand, be it 


“time retailers real 


ized local acceptance of a 
sofa 
the 
and 
himself, 
The 


proof of this is 


on oap, hoe , OT a 


pillow, is due not to advertising, nor 


product. It is created by service 
those rendered by the retailer 
not the maker of the product sim 
ple and conclusive how 
will prosper 
the next. We 
food tuff 
merely by 


helf in the 


brand 
and fail in 


many of the famou 


in one town 


read of cases of branded 


losing 75 per cent of sale 


being moved to a lowe 


ame grocery store 


The April 


association 


the 
uch 


meeting of retailer 
was the first 
veral yea! At thi 


zation s¢ almost 


NEW 


meeting 


in e emil-reorvgani 


ion attend 


perfect 


VULCAN CORPORATION, 


HEEL PLANTS—Antigo, Wisc 
LAST PLANTS—Brockton, Moss 


St. Louis, Mo; 





ance was reported. 

Large reproductions of charts based 
the BOOT AND SHOE RECORDER 1956- 
1957 Facts and Fiction Booklet plus De- 
partment of 


on 


figures were 
ised to show retailers how the spread 
between 


Commerce 
and national 
widening. Mr. Legg 
also read to the group several section 
from the BOOT AND SHOE RECORDER for 
March 15, including Password to Profit, 
Trade Trends, and two institutional ad 


national income 


hoe consumption i 


vertisements. 
Mr. 

is not large. 
rected, but it is 


Legg, the “shoe 
It is easily cor- 
very old. “We can begin 
by realizing that no one can correct the 
for us 
results we 


According to 
problem” 


each 
Many 
many do 
a problem. The shoe busi 


must 
want. 


situation 
for the 
possibly like it as it is, 
know there is 


shoe we 
trive 
not 
ness is merely in a rut. Consumers have 
never been taught to respect a pair of 
for what it is. The unfortunate 
thing, however, is that the only differ- 
is it 


hoe 


rut 


ence between a 


| 


and a 


LASTS 


grave 


CINCINNATI 2, OHIO 


Johnson City, N. Y.; Portsmouth, O 
Johnson City N Y.,; Portsmouth,O 
Cincinnat:, O, 


STYLE & MODEL SERVICE—Boston, Milwaukee, Los Angeles. 


depth. Our rut is a thing I shall call 
‘Excessive Traditions.’ Granddad’s way 
of doing things is not good enough for 
Granddad today, nor is it good enough 
for success today.” 


JAMES S. LEGG 


He gave the retailers many construc- 
tive suggestions on how they can reju- 
venate their busines When the sale 
the retailer should ask the 
consumer, not the sales person, “Why?” 
When a other than the the 
custome! sold to her as a 
substitute, the retailer must be positive 
that it 
inal choice, or 
be back. 

Mr. Lege 
tore should figure it 
by lines, to determine which are 


Ses. 
is missed, 
hoe one 


requested is 


her orig- 
will not 


good for her as 
that 


Was as 


custome! 


suggested that the retail 
turnover by 
pall 
carrying the load and which are holding 
the store back. 
The should 
by lines, and 
charged against the particulat 
which they are taken. “Correcting these 


tore mark-up 


should be 


line on 


figure its 
mark-downs 


turn over, and profit 
earnings to that 
additional 


drains on sales, 
ult in 


than 


will re more 


tore any amount of 
mark-up it can take.” 

In concluding his provocative discus 
ion of the future of shoe retailing, Mr. 
functions of 


buying, merchandising, ad 


Legg enumerated the four 
a retailer a 
vertising, and selling. In all four steps, 
he said, the retailer must keep the cus- 
mind at all times. A retailer 
proceed in 1957, Mr. Legg 
tated, by “doing nothing new, but do- 
the things 


’ 


tomer in 
can best 
ing he has been doing more 
wisely.’ 

“The control of the shoe industry is 
in the hands of you retailers, as men- 
tioned in the beginning, and it is tangi- 
ble. It is a pencil. Whether you want to 
or not, you will this this 
month—when you begin purchasing for 


fall.” 


use control 


Manager Becomes Partner 


BINGHAMTON, N. Y. Raymond D. 
Flaxman, who has been manager of 
the Liberty Shoe Store here for the 
last 12 years, has become a partner in 
the business with Samuel Siegel. The 
latter recently re-acquired an interest 
in the from his wife, Mrs. Ger- 
trude Siegel. 


store 
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avi . Th: are being made over Italian-styled lasts The locally owned firm began 26 
David B. Melville Third iy wi re , 993 P 
with American measurements. The years ago at 993 Payne Avenue, not 


Generation Holding Office newest last has a squared-off tip. far from the recently opened store 


New York—David B. Melville was The other group on 15/8 heels and The new store is twice the size of the 
elected secretary of Melville Shoe Cor- the flats are made in other factories. original. It has office space for the en 
poration at a recent board of directors The flats are in two constructions tire operation. 
meeting, succeeding Joe] E. Fisher who ‘Stitchdown and a_ special close-edge Orchids from Hawaii were presented 
is retiring from that office but will con- sole construction, . 

Summer and resort shoes carried un venirs given to children 
The store is done in dusty rose and 


to lady guests at the opening and sou 


der the Fredelle name and made by 
Magli are stripping and pattern san 
dals of leather on 10/8 and 20/8 heels. ©#rpeting is green. Large modern dis 

play windows give opportunity for 


chartreuse. Shelving is in natural oak 


ee a . good showing of merchandise 
New Bonne s in St. Paul Harry W. Bonne, founder of the 


ST. PAUL, MINN. Bonne’s Shoes, ganization, is assisted by hi 
Inc., held a grand opening of its sixth Thomas and Robert. The firm has 
retail shoe store at 999 Payne Avenue. more stores in the planning stage 


=, 
“Ow BS th Yeon" 


DAVID B. MELVILLE Millions of women made happy with | 


tinue to serve as a director. The new MILLER 


secretary is the third generation of his 


family to hold office in the company 

which was founded by his grandfather, 

the late Frank Melville, Jr., in 1892. \ 
Mr. Melville was recently appointed 


assistant secretary and had been vice 
president of the company’s John Ward 
division. He is the son of the chairman 


of the board, Ward Melville. Joining | 
the company in 1951 after service in 
the Navy, David Melville started as a 
salesman in a Thom McAn shoe store 














and became manager of Thom McAn 
stores in San Bernardino and Holly 
wood, Calif. Transferred to the com 
pany headquarters in New York, he Build on a solid foundation ...a ic dai ever-growing business with 
was in the Thom McAn merchandising repeat customers, substantial profits, no markdowns. Write for details of 
and operations departments before go- America’s most fascinating success story about women’s comfort shoes. 
ing to the John Ward division. 

Mr. Fisher is retiring after 28 year 
with the company. He came to Melville PLATTOE LAST 
after nine years with a New York ° 
banking firm as personal assistant to 3730—The JOY Tie 
the late Frank Melville, Jr., then presi 14/8 Wood Kantscuff Heel 
dent of the shoe company, in 1929. He 
was appointed corporation secretary 
shortly thereafter and was elected to > White nylon lace vamp 
the board of directors in 1935. » . v . White kid tip, quarter 


| , tongue and facing 
High Style Lines Made in Italy Vp oe ohn oyetet fie 
Retail Up to $30 in New York pal gives we sTOCN 


, : _ ; +: ” ‘ AAAA 7 to 10 
New YorK—The fall lines of Fred re AAA 6 to 10 
elle Footwear, all made in Italy, re . walt 4 AA 4I/, to 10 

’ . “ ay a A5 to 10 
cently shown in the company office = Gi 98?” Pref © : B 4'/, to 10 


in the Empire State Building, include 








/ 

Cc 7 to 10 
. < ( D to 10 

high style shoes to retail from approx Beret at 7 rg ES to 9 

imately $23 to $30; flats to retail at - 

a aha 2 . © 1/0 +4 Also available ir 

$13; a very soft group on 15/8 heel to — . Coffee frost—style 3728 


retail at $17; lined winter boots with Black—Style 3718 
Biue—Style 3727 





leather uppers and rubber soles to re 
tail at $16 to $17. 

The high style group, made by Mag 
li of Bologna, are on two heels 15 4, MILLER SHOE COMPANY, Inc. 
retailing at $23, and 23/%, retailing at ALBERT KLINKICHT 
$30. They are being sold in New York Founded by E. 
at Macy’s with the Fredelle name and CINCINNATI 23, OHIO 
at Saks Fifth Avenue, unbranded. They ————— 
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Foot Health Week Planned for Notice Across the Nation 


Health 


from 


F oot 
obser ved 


WASHINGTON 
whic h 


Week, 
May 10 
a greater impact on 
this spring than ever 
before, according to Dr. Sidney Hirsch- 
berg, president, American Foot Health 
Foundation 

The themes of “Select 
With An Eye to Your 
ion” “A Shoe 
Than Taste 
will be geared 
licity campaign. 

The annual event is sponsored solely 
by the foundation in order to develop 


will be 
to is will have 


shoe consumers 


Your Shoes 
Feet and Fash- 
Wardrobe is More 
It’s Good Sense,” 


to a nation-wide pub- 


and 


(Good 


a greater awareness among the men, 
women and children of the importance 
of proper foot health habits. 

The week’s themes and educational 
material will appear nationally in ban- 
ners, cards and displays in some thou- 
sands of shoe store windows, in news 
stories in press, radio and TV, and 
through proclamations of mayors and 
governors and various special events in 
educational, governmental, health and 
welfare groups. 

Shoe companies interested in joining 
in the program can secure Foot Health 
Week Kits containing streamers, 


QUALITY 


boys’ shoes that 
give you 
STEADY PROFITS and 
STEADY CUSTOMERS! 





Teas ow 


customers for the finest season 


— EVER! 





GUABANTERO “HIP 
reoor’ NYLON 
CLOSED SEAMS 


check these 
unique 

features for 

longer wear 


wit VARIETY OF 
LONGAIVED OUT SOLES 


Write today for 
FREE 
IN-STOCK catalog! 


GENUINE LEATHER 
whine — 


THE WILLIAM BROOKS SHOE CO.— NELSONVILLE, OHIO 


“World's largest independent manufacturer of boys’ welt shoes” 
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fit and genuine comfort. 







Brooks boys’ shoes have unique construction 


features that guarantee their long wear, fine 


They're espe- 


cially crafted to stand up under the 


rough use boy’s shoes receive, and 
give the kind of wear that brings 
customers back! If you sell 

boys’ shoes, you owe it 


to yourself to investi- 


gate Brooks! 


cove” Tor 
STITCHING 





GENUINE LEATHER 
s QUARTER LININGS 


“BROOKSY” 


vv” GUNUINE ANALINE 
TYPE LEATHER UPPERS 


GENUINE LEATHER 


J INSOLE 


THP-TOE” GRASS 
NAILS LOCK SOLE 
ADD EXTRA WEAR 





posters, newspaper mats, pamphlets, 
photos, radio, TV and feature news 
stories by writing The American Foot 
Health Foundation, 3301 16th Street, 
N. W., Washington 10, D. C., and en- 
closing $5 to cover costs of the ma- 
terial. 


Retailer’s Experience Shows 
Tie-Ins Increase Sales 

Syracuse, N. Y.— The idea of de- 
voting five Salina Street windows to 
women’s shoes in early April was a 
very successful one for the E. W. 
Edwards & Son department store. 

“It was an experiment with us,” said 
William Clifford, shoe buyer, “but it 
boosted our sales tremendously and at 
the same time gave us an opportunity 
to introduce two new lines.” 

The windows, each one displaying a 
different brand of women’s shoes, were 
in for a week. Included were the two 
new high-style lines, retailing at 
$19.95 to $25.00 and $14.95 to $16.95. 

According to Mr. Clifford, there was 
a steady flow of customers into the 
second floor department commenting on 
the windows and describing the shoes 
in which they were interested. Three 
of the company’s newspaper ads that 
week also featured the same shoes. 

The following week when children’s 
shoes were tied in with special displays 
of children’s apparel] in the five win- 
dows, sales also increased. 

Both women’s and children’s 
are merchandised in Edwards’ second 
floor salon which meanwhile, in prepa- 
ration for the window event, had been 
brightened up by the installation of 
new displays and wall fixtures. 


shoes 


Fitt-Well Incorporates 

The Fitt-Well Shoe Store, 
39-year-old outlet at 5417 Michigan 
Avenue in Detroit’s long-established 
West Side, has been incorporated as 
Fitt-Well Shoes, Inc., with a capitaliza- 
tion of $50,000 and stock issued at $5 
par value. Morris Lesser, who founded 
the business 39 years ago, remains 
head of the firm, with Gordon Kushner, 
formerly a salesman with the company, 
now made a member of the firm and its 
treasurer. Fitt-Well, which was origi- 
nally a family type store, now special- 
women’s novelty shoes exclu- 


DETROIT 


izes a 
sively. 


130 Lines at Penn Shoe Show 


PITTSBURGH—A bout 
displayed in men’s, women’s and chil- 


30 lines will be 


dren’s footwear at the fall showing 
ponsored by the Pennsylvania Shoe 
Travelers Association in Hotel Penn 


Sheraton here, May 19-21. 

The announcement was 
Joseph Harris, executive 
treasurer of the association. Mr. Harris, 
said buyers’ guides have been mailed 
to the trade in the tri-state area of 
western Pennsylvania, West Virginia 
and Ohio. 


made by 
secretary- 
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West Coast Travelers Slate 
Fall Market Week Speakers 
ANGELES — Luncheon speakers 
West Coast Shoe 


Los 
were announced by 
Travelers Associates, under whose 
auspices Fall Market Week will be 
held May 12-15 in the Alexandria and 
Biltmore Hotels and the Haas Build- 
ing. 

Slated to speak in the ballroom of 
the Alexandria are Felton Kaufmann 
and Seymour Fabrick. The former is 
a partner in Sommer and Kaufmann of 
San Francisco. He will talk on the 
European influence in present day shoe 
stylings and show how further adap- 
tations are possible. He has just re- 
turned from a trip to Europe. 

Seymour Fabrick is president of 
Vogue Shoe Company and is scheduled 
to discuss the proposed shoe personnel 
training program. Trade organizations, 
including shoe travelers, manufacturers 
and the Los Angeles retailers 
group are putting in motion a plan to 
inaugurate trade training programs at 
some of the technical trade schools. 

Cost of the program will probably 
be shared by the sponsoring organiza- 
tions, and each will contribute experts 
from his own field to serve part-time 
as instructors. It is the latest develop- 
ment in this program upon which Mr. 
Fabrick will speak. 

Wind-up of the show will be a din- 
ner-dance in the Biltmore Ballroom 
on the last day of the exhibits, May 15. 
The floor show will include star acts 
Sammy Weiss, Skeets Minton, and 
singer Meg Brown from the Ed Sulli- 
yan show. Tickets for the affair are 
available at the Fall Shoe Show of- 
fices on the mezzanine floor of the 
Alexandria Hotel. 


shoe 


Styleful Juvenile Shoes 
Emphasized by New Store 

Houston, Tex.—Kara-Vel, a_ retail 
store emphasizing high fashion in chil- 
dren’s shoes, has been opened here. The 
store occupies 2000 square feet on the 
street floor of the new Olson Bros. 
Building. 

Kara-Vel is one of four retail stores 
operated by Irving Ravel and Sam 
Marks of Austin. The partners are 
starting their 21st year in business. 

Dave Wolfert is store manager and 
Mrs. Betty Solenberg is assistant man- 
ager. 


State Bans Fitting Device 

PHILADELPHIA Fluoroscopic shoe 
fitting machines are now banned, the 
City Health Department warned all 
shoe retailers here. 

The ban comes under a new state 
regulation which carries a fine of from 
$10 to $50 or imprisonment up to 30 
days. 

Dr. James P. Dixon, health commis- 
sioner, said he has sent a letter to all 
stores known to have such machines. 
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Ten Rochester Stores Take 
Ads in Spring News Section 


ROCHESTER, N. Y.—Ten shoe stores 
and departments had advertising in an 
18-page spring fashions section of the 
Rochester Times-Union recently. 

B. Forman Company featured navy 
pumps, slings and halpers by Andrew 
Geller, Palter De Liso and De Liso 
Debs. 

Eastwood’s emphasized one style—a 
black patent T-strap sandal by Valley. 
McCurdy’s pictured Mademoiselle’s 
belt-buckle sling pumps in pebbled gun 
metal patent. 

Edward’s concentrated on 
slings and pumps by Martinique. Sib 


patent 


HI-LO. 

No. 902 

EXTRA HEAVY-DUTY 
| Telepm@ ie) Bile) B 
MEDIUM OR LOW 
HEELS 

CLEAR AND GREY 


SIZES 4-5-6-7-8-9-10 


ley’s, also, stressed patent pumps by 
Customceraft, Johansen, Rhythm Step 
and others. 

Parmelee’s promoted mesh patterns 


by Dickerson, and Park-Sons featured 
mid-heel Dr. Locke arch shoes in nylon 


mesh, 


Retail TV Survey Launched 
New York, N. Y.—The Sales Pro 
motion division of the National Retail 
Dry Goods Association is launching a 
comprehensive and detailed survey of 
the use of television advertising by re 
tail stores, Edward F. Engle, manager, 


announced He said this is the first 
survey of the use of television by re 
tailers since 1949. 


rizzie DOOT * 


«VYeataloasaman « 


ONLY DRIZZLE BOOTS HAVE THESE: 
@ NEAT, SLIM, ADJUSTABLE 
DOUBLE FASTENING IS 100% GUARANTEED 
@ PATENTED FRONT FOLD 
@ TRIPLE THICK HEEL AND SOLE 


@ EXTRA HEIGHT FOR ADDED PROTECTION 
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FOR HIGH HEELS 
CLEAR AND GREY 
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2% 10 £.0.M. 
PREPAID 
6 DOZEN OR MORE 
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CLEAR AND GREY 
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NEW YORK, NEW YORK 
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Outlet Shoe Store Opened 
For Exelusive Hotel Shops 


MIAMI! Braco, FLA.—Allan Laske1 
Costume suoterie . lox ated in 


Miami Beach, has 


long 


taken over operation 


of the Kays-Newport salon at 1101 Lin 
coln Road, This will give the firm a 
fifth outlet along the southeast Florida 


“Gold Coast Three of 


the shops are 

located in hotel 
This new shop will be operated as an 
“outlet store” according to David A 
Simons, manager Slow-moving stock 
will be brought down and placed on sale 
here. At the opening of the new own 
ership, more than a thousand pairs 
were brought in from the other shops, 


and offered at greatly reduced prices. 
This shop is the only “outlet” store 
on Lincoln Road, and cannot be termed 
the strictest meaning of the 
Only will it serve as an outlet 
other shops operated by the 
clusive hotel shops. 


such in 
word, 

for the 
company in its ex 


. * ve 
Wilbar’s Opens Its First 
Downtown Providence Store 

PROVIDENCE, R. IL. Wilbar’s has 
its first downtown Providence 
hoe store at 232 Westminster Street. 
It features women’s shoes exclusively 
in the $10.98 to $17.98 

The 28 feet 
deep, wood-frame 


opened 


range. 
wide, 90 feet 


chairs. 


store is 


and has 36 











HITOE FOREPART FORM plays. 


. Particularly adapted to 
full forepart display. e 





HITOE CUT-OFF FORM 


Cut-off toe and adjust 
able knuckle 
fitting a 


joint permits 


wide range of 


styles attractively 








US. PIERCE COMPANY 





SHOE DISPLAY FORMS 


. accentuate the beauty of 
new season soft-toed desert boots 
and canvas footwear in your win- 
dow displays. 


e Lightness and strength provide per- 
manent toe form beauty in shoe dis- 


e Retain the original shape of the last. 


Smoothly highlight fashionable fea- 
tures in canvas and leather shoes. 


e Indestructible in ordinary use 
Fire-tested. . . . Will not crack. 


e Available in full toe or cut-off toe 
construction. Manufactured on com- 
posite lasts. Suitable for all types and 
sizes of men’s, women’s, and chil- 
dren's footwear. 
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Walls marbleized black and pink 
with uppers of beige and rose beige. 
Rear wall depicts a New Orleans gar- 
den scene, showing a small decorative 


white fence, five flower arrangements, 


are 


and an overhead trellis. It has gray 
wall-to-wall carpeting and two star 
candelabra. 

In charge is Harry Holland. As- 


sistant manager is Anthony Antonelli. 
Wilbar’s has other stores in Hartford, 
New Haven, Brookline, and 


Wellesley. 


2 
»OSton, 


Ohio Travelers Show May 5 


COLUMBUS, O.—- Registration was said 
to be good for the Fall Shoe Fair of 
the Ohio Shoe Travelers Club to be 
held at the Hotel Deshler-Hilton, May 
5-7. 

The board of directors of the club 
will meet at 8 P.M. Friday, May 3. The 
general membership will 
held the next day. 

Lester H. Abrams 
will be mailed out to 


meeting be 
said a directory 
2,200 


about 2,2 re- 
tailers in Ohio and areas close to Ohio, 
and towns in West Virginia, Kentucky 


and Indiana. 


Figures Issued on St. Louis 
Department Store Shoe Sales 


St. Louts—Sales of women’s shoes 
in department stores in the Eighth 
Federal Reserve District have been re 
ported up two for the 
month of February, 1957, as compared 
with the same period last year. Fig 
ures are based on retail dollar amounts. 

While of women’s went 
up, sales of children’s shoes were listed 
as down five per cent, and sales of 
men’s and_ boys’ and slippers 
down three per for the district, 
which includes stores in St. Louis, 
Louisville, Memphis and Little Rock. 

Sales of men’s and boys’ shoes and 
slippers were reported as up eight per 
cent in Memphis, down 11 per cent in 
Little Rock, and down four per cent in 
St. Louis, to average down three per 
cent for the district. 

In women’s shoe sales, the Louisville 
figure of down 11 per cent for Febru 
ary lowered the district average, which 
included increased sales of five per cent 
for the St. Louis area and increased 
sales of four per cent for Little Rock. 


as per cent 


sales shoes 


shoes 
cent 


Store Lotteries Banned 


LINCOLN, NEB. Attorney 
Clarence Beck has issued a stop order 
to shoe store operators and other mer- 
chants in Papillion and Springfield, 
where weekly cash drawings had been 
instituted to stimulate Friday and 
Saturday evening traffic. The drawings 
violate Nebraska anti-lottery laws, Mr. 


General 


Beck pointed out. 
A requirement that the registrant 
must be in town or the night of the 


drawing for the prize in order to claim 
it, made the promotion illegal, the 
attorney general explained. 
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Registers Custom Brands 

DETROIT—Two new shoe names are 
being registered by Rubin R. Jaffe 
Webster Hall Shoes and El Diablo 
Shoes custom brands of men’s 
shoes which he intends to market and 
advertise in the local market. Mr. 
Jaffe has operated Jaffe’s Roblee Shoe 
Store, exclusive men’s. store, 9433 
Joseph Ci mpau Avenue in the suburb 
of Hamtramck, for about a decade 
since the death of his father, Philip 
Jaffe, who founded the business about 
40 years ago. 


as 


Sales Tax and Unfair Trade 
Practice Bills Introduced 


LINCOLN, Ne&EB.—Nebraska footwear 
retailers and distributors have singled 
out for attention bills intro- 
duced in the current session of the 
State Legislature, including a proposed 


several 


state sales tax and two unfair trade 
practices bills. 
A state minimum wage law bill in 


troduced by Senator Terry Carpenter 


of Scottsbluff also has attracted con 
iderable interest. The bill proposes a 
minimum wage of $1 an hour except 


for service employes to cover all em 
ployers, including shoe store operators, 
Federal minimum 
Service employes would 


not covered by the 
wage statutes, 
have a minimum wage of 75 cents an 
hour. Included would 


department employes. 


be shoe repair 
Exempted would 
be executives and supervisors, salesmen 


or others paid on a commission or piece 


work basis, students working after 
school hours or on vacation, and G., I 
Bill trainees. 

LB35 by Senator Carpenter, forbid 
ding retailers to put a limit on the 
number of items an individual pur 
chaser might buy, already has been 
killed in committee. It was aimed at 
curbing loss-leader sales. LB152, by 


the same senator, is patterned after the 
Federal Sherman Anti-Trust Act. It 
would prohibit chain shoe retail firms, 
etc., from charging different markups 
n different parts of the state. It would 
forbid a company to sell any product 


at less than the invoice cost, plus 
freight. 

The 2 per cent sales tax bill intro 
duced by Senators Monroe Bixler of 


Harrison, Donald F. McGinley of Ogal- 
lala, and Willard H. Waldo of De Witt, 
would apply to all sales of 30 cents or 
more. Footwear would included. 
There would be a similar use tax on all 
shoes purchased in another state for 
use in Nebraska. Raw materials such 
as leather sold to manufacturers would 
be exempted. Wholesalers would have 
to keep copies of bills of sales to re- 
tailers, subject to inspection by the 
State Tax Commissioner. tetailers 
would be forbidden to absorb the tax, 
and would have to pass it along to the 
customer. 

Shoe stocks would be assessed for 
tax valuation purposes on the basis of 
average inventories throughout the 
year instead of on March 1 stocks if 
LB262 is successful. 


be 
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‘Supermarket’ Shoes 
Expand in Denver Are: 


AURORA, COLO. Two stores 
opened since February 1 have expanded 
Jay Mark Self Service Shoes here to 
four busy outlets in the Denver area. 

Largest of the two new in 
the Aurora shopping district, 
Howard Youell, Jay Mark 


has remodeled a full-size Piggly 


new 


units is 


where 
Wig 
gly super market into a complete self 


A fourth, which fol 
lowed two weeks later, has been opened 


service shoe store. 


in the Mayfair shopping center, in 
Denver’s eastern suburbs where a con 
centration of shoppers with small 
children is an every day event 

ene 


THE DOOR x 
PROMOTIONA) 
PROFITS 
ALWAYS 15 
Wide OPEN 


AT 
DIRECT RECEIVERS 
OF SAMPLES AND 
SURPLUS STOCKS 
OF BRANDED SHOES 


FROM AMERICA’S 
LEADING FACTORIES 





president, 


WOMEN’S AND CHILDREN’S |}! 


NEW YORK Popular Price Shoe Show, May y 
5-9, New Yorker Hotel, Mezza 4 
4 
nine Left 
DALLAS Southwestern Shoe Travelers 


grocery 
out 


cash 


All four of the stores closely follow 
lines, with 
stand at the front, equipped with 
facilities, and 


store a single check 


register, Wrapping 
turnstile. 


Detroit Shoe Dealers Elect 
DeTrroir—Sam R Federal 
Department Stores, was re-elected pre 
ident of the Detroit Retail Shoe Dealers 
Association 
Bernard Stoddard, J. L 


Kotzer, of 


Hudson Com 


pany shoe buyer, was elected vice-pre 

ident and Sam Plotler, of Original 
Sample Shoes, and Harry Karnow, of 
Lane Bryant, were re-elected ecretary 


and treasurer, respectively. 


WONDERFUL BUYS 
RIGHT NOW 
IN 


nationally-advertised 
SHOES | 


= - > 


See these BARIS TRADE 
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About Shoe People 





Albert Aronson has been made man- at 1009 West Mitchell Street on Mil- 
ager of the shoe department operated waukee’s south side. The outlet was 
Joe Thaler of Providence, R. L, in destroyed in a fire last January that 
the Atlantic Mills Shopping Center, caused damages of $70,000. The new 
Trenton, N. J. Prior to his appoint- store will feature two selling floors. 
ment to this position, Mr. Aronson rr. 
yas associated with J. Baker’s of Harry Feldman, for the past 18 
Worcester, Mas years manager of Morton’s Shoe Store, 
s ¢ ¢ Pawtucket, R. I., has been made mana- 
Gerald Branovan has been named ger of the company’s store at 286 
tore ipervisor, and George Jaskowski Westminister Street, Providence, suc 
anager of the men’s department in ceeding Harry Holland. Steve Celona, 
the rebuilt Max Branovan Shoe Store previously assistant manager of the 


Taffy 











Taffy 

White Shantung 
on 18/8 heel 
$8.95 retailer 


Also White Kid, 
Flax, Red, Blue 
or Black Kid 

$9.95 retailer 


Sprite 

White Linen 

22/8 & 17/8 heels 
$8.95 retailer 


Also White Kid 
or Flax Kid 
$9.95 retailer 


Betsy 

White Shantung 
22/8 & 17/8 heels 
$8.95 retailer 


Also White Kid 
or Flax Kid 
$9.95 retailer 


% 


Aa nelel 4 
dye-ables 


SIZES 22 to 10 — AAA, AA, B 


Slimmer-heels, more-tapered-toes, 
make our dye-ables so buyable! 
And with our prompt shipments, 
you can keep amply stocked 

(yet never be overstocked) 

with tintable whites for 
May-thru-August selling! 


SEE our complete Fall 
line-up of daytime and 
evening shoes at the 
Popular Price Show * 
in New York City — 


Shell 

White Shantung, 
Linen, Satin 

and Brocade 

Also White Kid 
and every wanted 
colored leather 
all heel heights 
23/8, 18/8 & 14/8 
$8.95 retailer 


at your nearest 
regional show — 


OR send for 
our catalogs! 


Home of America’s cleanest, tintable footwear 


annahsons 


HAVERHILL, MASS 


¥ (McAlpin 351-369) New York Showroom — Marbridge Bidg Room 416, 47 West 34th St 





been 
Provi- 


Arctic, has 
of the 


company’s store in 
made assistant manager 
dence store, 

* * * 


Claude Pipkin, for the past 11 years 


manager of the Chandler Shoe Store 
at 1714 Elm Street, Dallas, Tex., re- 
cently received a plaque from his 
company for outstanding service to 
customers. 
+ . 7 

L. L. Burchfield has been named 
manager of the Factory Outlet Shoe 
Store at 207 Alamo Plaza, San An- 


tonio, Tex., and Abe L. Argo manager 
of the Outlet Store at 302 West«Hous- 
ton Street, it was announced by Carl 
Weiner president of the company own- 
ing and operating the two stores. Both 
are veterans of more than 10 years ex- 
perience in the retail shoe field. 
* * * 

W. K. Jenkins, who managed the 
Holiday Shoe Store for more than three 
years, was appointed manager of Gay’s 
Shoe Store in Canton, O. He entered the 
shoe business as a clerk in 1929. He was 
assistant manager of the Wagoner- 
Marsh Shoe Store and of the shoe de- 
partment of the former Halle Brothers 
Company store here before he joined 
Holiday. 


a7 * * 


Charles R. Regal, Perrysburg, O., has 


purchased Plunkett Brothers Shoe 
Store, ladies’ shoes, located in the 
Spitzer Arcade in downtown Toledo. 


The store has occupied this location for 


many years and will continue to op- 


crate under its same name. Mr. Regal 
was formerly manager and buyer for 
Foot Saver Shoes, Inc., a post he held 
for 16 years. 

* * * 


Stanley Garfinkel, formerly staff as- 
istant at Commodities Service Corpo- 
ration, New York City, export and trad- 
ing firm, has joined the seven-store 
shoe chain of Garfinkel Shoes, Inc., 
Cleveland, as secretary. He will manage 
the 25-year-old firm’s central office. His 
father, Jack, is president, and his 
brother, Bert, is vice-president of the 
firm. 

+ * » 

Irvin Schock, who has been selling 
for 35 years, has moved his store op- 
eration from 29 West 35th Street to the 
shoe shop at 10 East 39th Street, in 
Manhattan, New York, that is. 

* * 

Mendel Goldstein has opened a new 
shoe store for men at 329 Yonge Street, 
Toronto. Mr. Goldstein has been owner 
of Rotmans Men’s Wear here for 
years. He is assisted in the new store 
by his son, Robert. 


* * * 


25 


Jim Gort, manager of Biwer’s leased 
hoe department at the Fashion Store 
in Eau Claire, Wis., has been named to 
the board of directors of the Eau Claire 
Braves baseball team, a Class C farm 
club of the Milwaukee Braves. 

He is chairman of the local shoe re- 
tail group, manager of the Little 
League baseball team and is player- 


;coach of an area semi-pro basketball 


Boot and Shoe Recorder 








team which won a basketball champion- pet monkey. Saks Fifth Avenue shoe salon in De- 
ship this year. He also conducts a tele- Dutrey’s Shoe Store has been under troit, and more recently was associated 
vision show on which he interviews the ownership of Mr. Dutrey since with Fred Krell of Coral Gables and 
local high school and college coaches 1938. His son, Richard, is also a part- South Miami, in Florida. 
discussing forthcoming games. ner in the business. In 1956 they ex- hash: 
ie ls panded operations to Waynesboro, Pa., Ralph O. Boyles, partner and gen- 
Hy Wexler, for more than 20 years where they also own another family eral manager of Boyles Shoe Store, in 
associated with the Thom McAn chain, shoe store under the same name. Both Mount Airy, N. C., has been elected 
now operates his own store at the stores carry Buster Brown, Naturalizer, president of the Mount Airy Merchants 
Southgate Plaza in West Seneca, a _ Life Stride, Pedwin and Roblee brands. Association for 1957. 
suburb of Buffalo, N. Y. * 2 8 ae 
s 6 *# L. H. Fisher is now manager of the Carl Milder, operator of Milder’s, ex- 
Jordan’s Drive-In is the name of a shoe salon in the store operated by clusive children’s shoe store in the 
newly opened store at 1008 Bank Street, Holt, Renfrew & Co., Ltd., at 144 Bloor Uptown Plaza shopping center here, has 
New London, Conn. Owner and man- Street West, Toronto, Canada. He was been elected president of the Uptown 
ager is Leroy W. Jordan who has been at one time assistant manager of the Merchants Association. 
associated with Country Stores, a com- 
pany which operates three retail shoe 
outlets in various parts of Connecticut. 
*_ * * 
With Arthur R. Schwartz as man- 
ager, Al Goodman’s, a fashion shoe 
store, has opened at 121 S. Elm Street, » 
Greensboro, N. C., employing about 10 @ 


persons. The new store carries high ey e t was 
fashion women’s shoes, handbags and i | his 00 
hosiery. 

a * * 


August F. Stavarsky has been select- e bh 
ed this year by the Archdiocesan Com- esig 















mittee to receive the Bronze Pelican 
award for significant contribution to \ 


Catholic youth work through scouting. | 
This recognition was conferred at the & 
Boy Scout Sunday observance February | , 


10 at St. Patrick’s Cathedral, Fifth | bi: 
Ave., New York City. 
Mr. Stavarsky is owner of the C. | 
August-Red Cross Shoe Shop, 36 Mam- 
aroneck Ave., White Plains, N. Y. 
* 


* * 


Harold Egan, manager of the Endi- Why change it with 


cott Johnson Corp. recreation center in 
Johnson City, N. Y., has begun his 21st 


suc si ag as sident of the | MBe, 
successive year as president of the | hand, Stiff soled shoes? ““" 


Association. 2 z 
a + * 4% 2 


Frank A. Joknson, president and gen- You're at the fitting stool. Mother is comparing Voen, of 
eral manager of Endicott Johnson quality, price and features of shoes for baby. 
Corp., has been elected vice-president Take baby’s foot in your hand . . . flex it, bend 
of the Binghamton Chamber of Com- it . . . and describe the intricate balance of 
merce. 


bone, muscles, tendons and cartilages all 
working together to support the entire baby 
weight and still be as flexible as only a foot 


” + * 


Planning to make his home in Florida, 
Thomas C. Edwards has sold his shoe 


stores in Wolcott and Palmyra, N. Y. can be. 

He was formerly president of the Wol- Tell her about Buntees, the baby shoe 
cott Chamber of Commerce and an of- that lets the foot do the walking 

ficer of the Wolcott Conservation Club. follows (never forces) baby’s natural 


New owner of the Wolcott store is 
Gerald Bush who has worked with Mr. 
Edwards as a salesman seven years. 


walking action . . . allows little toes to dig 
in—grip and grasp as nature intended. 


New owner of the Palmyra store is Mr. Remind her that Buntees are hand-lasted 

Edwards’ brother, Charles Edwards, ... they have a one-piece vamp. . . are 

who has been manager of the store constructed like her own genuine mocca- 

since it opened. sins, unsurpassed for comfort for more 

oe than 2,000 years . . . but better for baby 

Dutrey’s Shoe Store in Carlisle, Pa., | because they yield and “give” with the 

‘ has an unusual traffic builder in the | action of walking . . . allow true expres- 


. first name 
in first shoes. 


form of a pet monkey. The owner, 

Paul E. Dutrey, has exhibited a mon- 

key in his store for the delight of 

grammar school children, who, accom- 

panied by their teachers, came to visit 

and receive free souvenirs of the trip. R. J. POTVIN SHOE C O., BROCKTON, MASS. 
Following this promotion, many chil 


dren wrote in thanking Mr. Dutrey for PPSSA Hotel McAlpin, Room 554 


letting them get acquainted with the 


sion to tiny developing baby feet. 
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Personal Income Showed 6 Per Cent Gain in 1956 
WASHINGTON, D. C 


product 


national 
at $412 billion, wa 


Gross The national income showed parallel 
yains, the 1956 total of $342 billion 


being up $18 billion from the previous 


last year, 


nearly $22 billion larger than the year 


before, the Office of Busine Eco year. Personal income increased 6 per 
nomics, | Department of Commerce cent, from $306 billion to $325 billion. 
has reported. About half the 5% per These and other 1956 developments 


the national and gross na- 
tional product are analyzed in the Feb- 
number of the 
OBE’s 


cent increase represented an expansion in income 


in the olume of goods and service: 


produced, the remainder reflecting price ruary annual review 


advances Survey of Current Business, 


The upswing which began late in monthly magazine 
1954 continued throughout 1956, and by Decline in automobile production 
the final quarter of the year had car and residential construction from 1955 
ried the gro national product to an to 1956 were substantially outweighed 
annual rate of $424 billion. by expansion in most other markets 






IN-STOCK 
Retail $9.95-$11.95 







“LULU” 
Style 1447—Black 
Kid. Also in 
Blue Kid 

IN-STOCK 
4-10, AAA-EEE 





“WINNER 
atyle 1460-—Black 
Glove Also in 
Brown, Blue, Red, 
Beige and White 


IN-STOCK 
4-10, AAA-EEE 


Preferred for Fit 
... ANA Comfort 


Customers rely on a proven brand . a shoe they know is both 
comfortable and smart. That's why it will pay you to stock and sell 
CUSHIONIZED BELLAIRES—recognized from coast to coast for their 


unique comfort features, their modern style appeal. 


AT THE P.P.S.S.A. SHOW 


SHERATON-MCcALPIN ROOMS 669, 671, 673, 675 


CUSHIONIZED BELLAIRE SHOE CO. 


Division of Holmes Stickney, Inc. 
PORTLAND, MAINE 


for the nation’s output. The rise in 
business investment in plant and equip- 
ment especially marked, though 
in terms of dollar volume personal 
consumption expenditures accounted for 
more than half the over-all increase in 
spending for goods and services. Pur- 
by state and local governments 


was 


chase 
were up from 1955. 

measured by 
national income originating, 


Productive activity, a 
was above 


1955 in all industry divisions except 
agriculture, and the four-year down- 
drift in farm income was checked last 
year. The income expansion centered 


mainly in payrolls and supplementary 


labor income; corporate profits were 
about the same in 1956 as the year be- 
fore. 

Personal consumption expenditures 
last year totaled $265% billion, $11% 
billion more than in 1955. Purchases 


of non-durable goods, at $133 billion, 
were up nearly $7 billion, and a similar 
rise brought spending for services close 
to $100 billion. Expenditure for durable 
goods was off a little more than $1% 
billion to a total of $34 billion for the 
year. The decline in spending for 
durables reflected mainly the drop in 


automotive purchases. 


Shoe Man Retires 


BARRE, VT.—Edward Holton, a resi- 
dent of nearby Northfield, has retired 
after serving for the past nine years 
as manager of the shoe department at 
the Montgomery Ward this 
city. 

At a dinner held in honor of Mr. Hol- 
ton by 32 of his co-workers, Leo J. Cyr, 
manager of the store, served as master 
of ceremonies and presented the retir- 
ing emvloye with a wallet and mone- 
tary gift in behalf of the store’s per- 
sonnel, 


store in 





Shoe Retailer Executes 
Minor Diplomatic Coup 


WASHINGTON, D. C. — A corrective 
shoe fitter in this city may have done 
more to improve American-Arab rela- 
tions than all the diplomatic conferences 
in recent months. 

Maynard Toler, owner of the correc- 
tive shoe store bearing his name here, 
recently fitted solemn-eyed young Prince 
Mashhur, son of King Saud of Saudi 
Arabia, with a dozen pairs of corrective 
shoes to compensate for damage in- 
flicted by a slight case of cerebral palsy. 
King Saud is probably the keystone to 
any solution of the Near East problem. 

Mr. Toler was summoned to Walter 
Reed Hospital by Captain James P. 
Richardson, resident in orthopedics 
there, to fit the three and a holf year 
old prince. The result was a dozen pairs 
of Sabel “Plumb Lines" shoes manufac- 
tured by Walkin Shoe Company, Schuyl- 
kill Haven, Pa. Several pairs are a size 
too large; these will take care of im- 
mediate foot growth. Additional shoes 
may be obtained through tracings of the 
prince's feet. 

King Saud was so grateful thot he 
settled a $2,000 a year grant on Walter 
Reed hospital, “forever.” 
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In 1909, he was graduated from Syra 





P. Irvin Volk 


BALTIMORE—P. Irvin Volk, president 
of P. H. Volk & Company, wholesale 
shoe distributor, died here after an ill- 
ness of several weeks. He was 65. 

P. H. Volk & Company was the 
scene of activity by four generations 
of the Volk family in the same loca- 
tion at Charles and Lombard Streets. 
The firm handled casuals, play sandals, 
house slippers, juvenile and specialty 
footwear. 

For a number of years Mr. Volk had 
been the guiding spirit behind the shoe 
shows sponsored jointly by the Balti- 
more Shoe Club and the Associated 
Shoe Travelers of Baltimore. He was 
a treasurer of the Baltimore Shoe Club 
and had held virtually every office in 
the organization. He was one of its 
founders. 

Mr. Volk became president of the 
shoe firm founded by his late grand- 
father in 1927 when his father, Philip 
H. Volk, died. He was a member of 
The 210 Associates. 

He is survived by his widow, Inez; 
three daughters and a brother, W. Mil- 
ton Volk, who was also a member of 
the shoe firm. 


R. Paul Shatto 


HAGERSTOWN, Mpb.—R. Paul Shatto, 
who from 1949 to his retirement in 
1953, was associated with the Fortunet 
division of the General Shoe Corpora 
tion, died here of an acute coronary 
occlusion. He was 57. 

He was the son of C. O. Shatto who 
owned and operated the Walk Over 
Shoe Store in Sharon, Pa., for 33 years. 
After working for his father for a 
number of years he joined the sales 
force of Mouton-Bartley, Inc., St. 
Louis, for whom he worked for 17 
years. 

He lived in Hagerstown for the past 
23 years. 

Besides his widow, Elizabeth, he is 
survived by two daughters, Mrs. Rob- 
ert Barlow of Vienna, Va., and Eliza- 
beth Powers Shatto; a brother, J. Pow- 
ers Shatto of Washington, D. C., and a 
grandson. 


Sam J. Jolly 


NEW YorK—Sam J. Jolly, district 
manager of New Orleans branch for 
United States Rubbers footwear and 
general products division, died in New 
Orleans after several weeks’ illness. 


Mr. Jolly had been with U. S. Rub- 
ber nearly 22 years, starting as a sales- 
man in Atlanta. In September, 1951, 
he became assistant district sales man- 
ager in New Orleans branch. In Janu- 
ary, 1957, he was promoted to district 
manager of New Orleans branch. 






May |, 1957 









After graduation from college, he 





was a salesman for the Estate Stove 


Frank M. Simpson Co., Hamilton, Ohio After two years 


LITTLE FALLS, N. Y. Frank M. a ee oe See ee ee ae 
Simpson, 70, president of the Little 
Falls Felt Shoe Co., died suddenly in 
Oneida, N. Y. He was a director of the National 
Shoe Manufacturers Assn. and a mem 






became secretary-treasurer of the Little 
Fall Felt Shoe Co. 








He was born March 25, 1886, in Little 
Falls, son of George and Emily Mit- ber of the War Production Board Shoe 
chell Simpson. He graduated from Advisory Committee during World War 
Little Falls High School, class of 1904. Il. He was a former member of the 
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While at the PPSSA Show, come and see 
our enlarged and attractively-decorated, 







modern showrooms. 






Find out why 


SEBAGO-MOC 


... is America’s fastest-growing line! 









If you can't come to the show, send for Sebago-Moc’s 
new catalog. 
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board of trustees of Syracuse Univer- 
sity and a member of the board of di- 
rectors of Lipe Rollway Corporation of 
Syracuse. 


H. F. Barber 


BRATTLEBORO, V1 Word has been 
received here of the death of H. F. 
Barber who, until his retirement in 
December 1949, had spent 38 years as 
New York City representative of Dun 


ham Brothers Company of Brattleboro. 





ia 


Mr. Barber joined the sales staff of 
Dunham Brothers in September, 1911. 
He and his wife moved to Florida fol- 
lowing his retirement. 

Surviving Mr. Barber are his widow; 
Barber, now on the 
sales staff of Dunham Brothers; a 
daughter, Mrs. Joseph McCarthy, of 
New York; and a brother, Merton, who 
lives in Wilmington, Vt 


a son, Carlton 


William C. O’Brien 


MASS. 
wood 


NEWBURYPORT, William C. 
O’Brien, former heel manufac- 
turer, died recently at Worcester Mem- 


Meyer Label 


5 EAST 16TH STREET e 


DISTRIBUTED IN 
ALL PRINCIPAL CITIES 
INCLUDING CANADA 


YOU ASKED FOR... 


REG. U. S. PAT. OFF. 


SATIN LABELS 


MADE EXCLUSIVELY BY 


NEW YORK 3, N. Y. 





orial Hospital, Newburyport, after a 
long illness. He was 69. 

A native of Yarmouth, Nova Scotia, 
Mr. O’Brien was owner of the former 
A. R. Wade Wood Heel Company of 
Haverhill and operated Newton Box 
and Wood Turning Company of New- 
ton Junction, N. H. 

He leaves two Mrs. Julia 
McGregor of Newburyport, with whom 
he made his home, and Mrs. Lydia 
Clarke of Haverhill; and two brothers, 
Walter J. John O’Brien, both of 
Haverhill. 


sisters, 


and 


Mrs. May Barrett 


TOLEDO, O.—Mrs. May Barrett, 87, 
who had a part in the management of 
the Barrett shoe store on Main Street 
for more than 50 died in St. 
Vincent’s Hospital. 


years, 


Mrs. Barrett was the widow of Wil 
liam F. Barrett, owner of the store, 
who died 10 years ago. She aided her 
husband in operating the business 


throughout their married life. The 
store now is managed by her two sons, 
Lawrence and Tyler Barrett. A third 
son, Clifford, operates a Barrett shoe 
tore in Wauseon. 

Mrs. Barrett was born in Armada, 
Mich., and came to Toledo 50 years ago. 


Mrs. Bertha J. Pelzer 


BurFraLo, N. Y. — Mrs. Bertha J. 
Pelzer, who operated a retail shoe 
store with her husband, Charles H. 


Pelzer, for many years, died in Deaco- 
ness Hospital. She was 71. 

Mrs. Pelzer and her husband started 
the business at 1180 Lovejoy Street in 


1922 and had operated it since that 
time. Surviving, in addition to her 
husband, are two sons and “four 
daughters. 


Co., Inc. 


Sinn 


Henry F. Going 

PONTIAC, MicH. — Henry F. Going, 
part owner of the Going Perkins Shoe 
Company here for 40 years, died at the 
age of 79. 

A native of Pontiac, he was a grad- 
uate of Albion College and was a mem- 
ber of Sigma Nu fraternity. He was 
also a member of the Christian Men’s 
Club and Sons of the American Revolu- 
tion. 

Mr. Going is survived by his widow, 
Lulu; a daughter, Mrs. Robert F. 
Black of Sturgis, Mich.; a son, Charles 


Going of Dover, O., and two grand- 
daughters. 
Paul Fogel 

Detroir—Paul Fogel, 45, a _ retail 


shoe store owner and Detroit resident 
for 40 years, died recently. 
Mr. Fogel was a member of the Re- 
tail Shoe Merchants Association. 
Surviving are two sons, Gerald and 
Bernard Fogel; two brothers, Leo and 


Max, and a sister, Mrs. Fred Peltz. 


Arthur Freinberg 

ALBANY, N. Y.—Arthur Freinberg, 
who retired on January 1 from the 
sales staff of Dunham Brothers Com- 
pany because of ill health, died sud- 
denly at his home in this city. Prior 
to his retirement he had represented 
Dunham Brothers in eastern New York 
State for 13 years. 

Surviving are his 
and one daughter. 


widow, two sons 


Adds Suburban Location 


ELMIRA, N. Y. Panosian’s, which 
operates a shoe store at 225 S. Main 
St., has opened a new suburban store 
at 703 S. Main St. in Horseheads. It 
was formerly Walt’s Shoe Center. 


- AUTOMATIC DISPENSING 





BETTER STICK 
NON-STAINING 








SEE US — P.P.S.S.A. HOTEL NEW YORKER, ROOM 1118 


Boot and Shoe Recorder 












{—,) 


vith Th 
UK « 


HUSSCO SHOE €0., 1328 Broadway, New York 1 - 


Lhekioe IN-STOCK ie CITIES 





ck the moc 


s ao ste 











PSSA 
vs ‘es -“ ria Building. 
PM. 


15 
Ac 


misses 











Financial News 





Melville Declares Dividend; 
Sees Sales Up in 1957 

New York Directors of Melville 
Shoe Corporation declared a quarterly 
dividend of 45 cents a share on the 
common stock, payable May 1 to stock 
of record April 19. Directors also de- 
clared a regular quarterly dividend of 
$1.18%4 per share on the series A pre- 
ferred and a regular quarterly divi- 
dend of $1 per share on the series B 
preferred, both payable June 1 to 
shareholders of record May 17 

Earnings for the Melville Shoe Cor- 
for 1957 are expected to be 
better than in the previous 
year despite the fact that expenses are 
rising at a much faster rate than sales, 
Ward Melville, company chairman, told 
the annual meeting. 

One of the nation’s leading shoe com- 
panies, Melville Shoe last year earned 
$6,112,253, a 3.8 per cent increase over 
1955, or $1.95 a share on sales of $126, 
124,405. 

Retail 


poration for 


poration 
slightly 


Cor- 
ended 


of Melville Shoe 
the five weeks 
March 30, 1957 were $9,060,065, com- 
pared with $13,470,241 for the like 
five weeks a year earlier, a decrease of 
32.7 per cent. For the 13 weeks ended 
March 30, sales totaled $21,719,462, 
against $24,485,371 for the comparable 
thirteen weeks of 1956, a decrease of 
11.3 per cent. 

Mr. Melville attributed the dip in 
seasonal sales to the lateness of Easter 
this year. He said, however, that there 


sales 


was no reason why company sales, 
upon compilation of both March and 
April sales figures, should not exceed 


those of last year’s in a comparable 
period. 

The opening of new stores, he told 
stockholders, was proceeding at a good 
rate. Thom McAn stores opened 63 
new stores in 1956 and anticipated that 
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a similar number would be opened this 
year provided real estate obstacles are 
overcome, Melville’s Miles division, 
which opened only 12 stores last year, 
expects to reach 30 this year. 

Mr. Melville envisioned no mergers 
or acquisitions “at the moment.” 

He said that despite the trend to 
bigger and more elaborate shopping 
centers, Main Street as a shopping core 


for cities, is slowly making a come- 
back, He attributed the Main Street 
decline to lack of parking space for a 


highly automotive-minded nation. 

Five directors were unanimously re 
elected to the board for a term of three 
until 1960: J. Franklin McE] 
wain, honorary chairman, Ward Mel 
ville, chairman, Joel E. Fisher, David 
W. Herrmann and Spencer D. Oet 
tinger. 


years, 


Shoe Corporation Reports 


Dip for Five-Week Period 


COLUMBUS, O. The Shoe Corpora 
tion of America, Columbus-headquar- 
tered firm with 633 retail shoe outlets 


across the reported a dip of al- 
most 25 per cent in sales for the latest 
five-week period, compared with a year 
ago. 

“Decreases in sales for the 
and 13 weeks ended March 
as compared with the 
periods in 1956, were expected because 
Easter this year will be April 21, three 
weeks later than last year,” Oscar L. 
Fleckner, company secretary, said. 

“We fully expect this will be 
regained during April which, 1957 
will include the Easter “ 
he commented. 

A decline of nearly $2 million in 
was noted for the five weeks 
March 30 as compared with the 
ending March 31, 1956, despite addition 


nation, 


week 
1957, 


ponding 


five 
50, 


corres 


loss 
in 
season sales 

sales 
ended 
period 








Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 














The 


stores; 


corporation 
it had 


retail units. 


operates 633 


of 
currently 


26 


only 607 a year ago. 
The five 
$6,144,766 


showed sales 
last 


weeks report 


of as compared with 


year’s $8,121,743—-a dip of 24.34 per 
cent. 

The 13-weeks sales, from first of the 
year, were pulled down by the latest 
report to show an overall 6.53 per cent 


from 1956—$14,719,335 to $15 


decline 
747,071. 


A. S. Beck Sales Down 


New YorkK—The A. S. Beck Shoe 
Corporation, including its Adler Shoes, 
C. H. Baker, and Ansonia subsidiary 
chains, announced that retail sales for 
the five weeks ending March 30, 1957, 
totaled $4,882,857. This is a 23.4 per 
cent decrease from retail sales of $6, 
374,784 during the corresponding 1956 
period. 


For the first 3 weeks of 1957, A. S. 
jJeck and its subsidiaries report sales 
of $11,615,852, a decrease of 7.9 per 


cent from sales of $12,606,932 recorded 
for the period of 1956 

These regarded in 
the light that Easter holidays are three 
later this year, a company 
said. 


comparable 
figures must be 
weeks 
spokesman 


Edison Net 

ST. 
Inc., 
of $ 
Because 
the 
are 
062,159 


crease 


Sales Drop 


Louis—-Edison Brothers Stores, 
has reported consolidated net sales 
7,392,039 for the month of March 
of the later Easter this year, 
report points out, sales for March 
not comparable with sales of $10, 

for March of 1956. The de 
amounts to $2,670,120, or 26.54 
per cent. 
the three months ended 
amounted to $18,140,617 
last year, sales were 
decrease of $1,306,239 


March 
For 


For 
31, sales 
the same period 
$19,446,856, a 


or 6.72 per cent. 
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How We Keep the Suburban Shopper Coming Back 


By ED WROBEL, Manager, 


the nation the few re 


] 


Throughout 


tailer who have leased a prominent 
ocation In a new iburban shopping 
center are finding that “it takes more 
than location to do a thorough selling 
job,” 

While it is true that a shopping 
center location, with parking space 
for thousands of automobiles, complete 
freedom from parking tickets and the 
annoyances of traffic congestion, will 


draw a steady flow of customers, it 
is equally true that these conveniences 

il] not offset the fact that a shoe 
doesn’t fit or otherwise dissatisfies its 


"Coquette’’ 





Wallace Shoe Store, Denver 


purchaser. 

In our own experience, we have found 
that will cheerfully pay a 
lightly longer price in return for the 
privilege of unlimited free 
parking and the convenience of shop- 


customers 


enjoying 


ping for several essential items in the 
same location. It is a certainty, how- 
cver, that they will not accept a shoe 
vhich fails to live up to its expecta- 


tions, is uncomfortable, or even painful. 
Thus, in the 
uburban shopping center shoe retailer 
individual 
practiced 


order to make a success, 


must give as much care to 


fitting of each customer as 1s 


In-Stock and make-up 





favorites for children through 


teens. Write for catalog and name 


of representative in your area. 


NEW YORK SHOWING: May 5-9,Sheraton-McAlpin Hotel 


ROCKINGHAM SHOE CO., Newmarket, N. H. 
St. Louis Showroom: 503 N. 12th, Suite 200 


in the downtown store if he expects to 
realize to the full extent the natural 
advantages of the suburban locations. 

In our own case when we opened our 
third store in the Chaffee Park section 
of northwest Denver, we determined 
that we would definitely bring down- 
town shoe fitting service in every sense 
of the word to the new suburban loca- 
tion. I have had 34 years of experience 
in shoe fitting, and we decided to play 
up this point while training all new 
salespeople for the Chaffee Park store 
along similar lines. 

Now, during the past two years our 
thinking justified itself in every 
way. The has never suffered a 
etback month on sales, and we are 
over the city rather than merely the 
actually attracting customers from all 
northwest residential areas nearby. 

In many instances, we have found, 
the reason for obvious misfitting which 
has had have been inex- 
perienced help in new stores, who have 
had sufficient training to fit the 
hoe properly and who are more inter- 
getting the sale with 
quickly than in the customer’s good 
will and repeat business. 

It is no exaggeration to some- 
thing like 80 per cent of the men and 
whom have sold in the last 
misfitted before 
entering our store. We are not the 
bit bashful about bringing these 
points out and demonstrating that when 
the customer buys his footwear from 
the Wallace Shoe Store, he is assured 
of the best possible fitting which expe- 


has 
store 


the customer 
not 


ested in over 


say 


Loys we 


two years have been 


least 


rience and the proper equipment can 
provide. There have been many in- 
tances in which we have actually 
jeopardized a sale through fitting the 
customer first, and then finding that 
the size, particularly an unusual one, 

not in stock. We stick to our guns, 
however, with absolutely no substitution 
on size and ask the customer whether 
he will let us make a special order 


for her rather than going somewhere 
else in search of the same size. Through 
the past two year we have had 100 
per cent acceptance of this suggestion 
even when the customer is in a hurry. 

We make » a ize record card, let 
the customer know that this is being 
done, critica compare it with the 
next ize cneck Wwnen the customer re- 
turn ind let them know what changes 
are taking place in his feet. 

I believe that there should be some 


ort of physical education program In 
junior high schools and high schools, 
whereby students may learn something 


of the physiology of the human foot, 
what is required to fit it appropriately, 
and to safeguard the comfort and good 
condition of their feet by knowing when 
being fitted properly o1 
properly. This is a huge field and one 
which has taken a backstep to merchan- 
However, by 
gets 


they are im- 


dising in recent years. 
seeing to it that the 
every advantage of the downtown shoe 
with “plus advantages” in the 
form of a convenient grouping of retail 
tores, plenty of parking facilities, we 
ere steadily building a most valuable 
sort volume. 


customer 


store, 
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Irwin Katz Elected President Boston Boot & Shoe Club 


BostoN—lIrwin Katz, Hubbard Shoe 
Company, was unanimously elected 
president of the Boston Boot and Shoe 
Club at its annual meeting held in the 
Sheraton-Plaza Hotel here. He _ will 
serve during the 1957-1958 season. 
Elected treasurer was John E. Daniels, 
John E. Daniels Leather Company. 
Vice-Presidents are C. Russell Cav- 
anaugh, F. C. Donovan, Inc.; Wallace 
J. McGrath, John E. Lucey Company; 
and Harold E. Booma, United Shoe 
Machinery Corporation. Maxwell Field 
was re-elected secretary. 


New members of the club’s execu- 
tive committee are Francis L. Shea, 
3arbour Welting Company; Wendell 


R. Bauckman, The Griess-Pfleger Tan- 


ning Company; Edward B. Luitwieler, 
American Stay Company; Patrick J. 
McCarthy, McCarthy-Smallcomb Com- 
pany; and A. L. Maiellano, National 
3allet Makers, Inc. 

Re-elected members of the same com- 
mittee are Harvey B. Evans, L. B. 
Evans’ Son Company; George E. Hamel, 
L. H. Hamel Leather Company; J. Leo 
Larkin, Leather Company; 
Frederick J. Leviseur; Hector E. Lynch 
III, Howard & Foster Company; Dan 
iel J. Matthews, Evangeline Shoe Cor 
poration; Samuel Sandler, A. Sandle1 
Company; Charles Slosberg, Green 
Shoe Manufacturing Company; and 
Charles W. Sweeney, Kelley & Sweeney 
Leather Company. 


Surpass 





Cambridge Rubber Company 
Adds Emigh to Its Sales Staff 


Harry G. Emigh, Jr., who has been 
added to the sales staff of the Vul-Cork 
division of the Cambridge Rubber Com- 
division, 


pany. For that located in 





HARRY G. EMIGH, JR. 


Taneytown, Md., he will cover all states 
east of the Mississippi River. For the 
last five years, Mr. Emigh has been a 
sales correspondent in the company’s 
footwear division, headquarters of 
which are in Cambridge, Mass. 


Al York Territory Increased 
Wausau, Wis.—A! York, who has 
represented Pied Piper Shoe Company 
in northern California for the past five 
years, will now, additionally, represent 


the company in southern California. 
At the latter post he succeeds F. W. 
Anderson, who has retired after 32 


years with the company. The an- 
nouncement was made by W. W. Kiss, 
vice-president, Pied Piper. 


May |, 1957 


Pullin Ohio Representative 


New YorK—The Ohio Leathe 
pany has appointed Robert G. 
ales representative for the entire state 
of Ohio, it was announced. Mr. Pullin 
will operate directly from the tannery 


Com 
Pullin 





ROBERT G. PULLIN 


in Girard, O. He has been connected 
with the firm for the past 10 year 
and has functioned in the inventory 
yield and control department, and al 

in the production and sales depart 
ment 


Jack Goldman 


MINNEAPOLIS, MINN. 


Pioneer Picks 


Jack Goldman, 


of Los Angeles, has been appointed 
representative of the Pioneer Shoe 
Company to cover the states of Cal 


ifornia, Nevada, New Mexico, Arizona 
and Texas, it was announced here by 
Nathan S. Siegel, of Pioneer. 


Mr. Goldman will be traveling with 
the Pioneer line of Minnehaha mo 
casins, Soft Step women’s casuals and 


tomps men’s casuals. 


Belgrade Shoe Company 
Names Four New Salesmen 
Me.—F our 
have added to the 
Belgrade Shoe Company, 
of Moxees, well-known 
and for 


new salesmen 
staff of the 
manufac 
line of 
women, 


AUBURN, 
been 


turers 
sports shoes casuals 
children and girls. 
Harry Reinglass, 
Koss Shoe Company, here, will cover 
California, Arizona and Nevada. 


Ray Oppenheimer has been given a 


previously with 


territory comprising Texas, New Mex 
ico, Oklahoma, Arkansas and Louisiana 
He formerly traveled for Sandler of 
soston 
recently with 
Shoes, is Moxees_ in 
Indiana and lower Wisconsin. 
Cohen has as his territory 
Florida, Alabama Mis 
sissippi. Formerly he was associated 
with California Cobblers, Ine 
Announcement of these appointments 
made by William Solar, sales man 


James Jones, most 
Shapiro 
Illinois, 

Ralph 


Georgia, 


selling 


and 


was 


ager of Belgrade 


Brown Shoe Holds Meetings 
For All Sales Divisions 


Shoe 
all divi 


srown Company 
for 


pa t 


St. Louis 
held sales 
St. Loui 
children’s 
been 


meetings ions in 
For the 
and men’s division 
held first, with women’s di 
later Thi 
coordinated their 


two season 


meeting 
have 
vision meeting pring, 
however, all divisions 
meeting activitie 


A dinner meeting at Hotel Chase 


launched the sessions. The banquet wa 
attended by all alesmen, ales execu 
tives, members of the board of direc 
tors, and executives of the company’ 
advertising agency, the Leo Burnett 


Company. Speakers included John A 
Bush, chairman of the board; Clark A 
Sc haefer, yen 


Heath 


Gamble, president; L. J 


eral sales manager; and R 


president of the Leo Burnett Company 
Advertising campaign details were pre 
ented 
Buster Brown and Robin Hood di 
ion held a buffet breakfast That 
day and the next were taken up by 
presentation of the various division’ 
lines to the salesmen and by talk by 
other company official 
Fortunet Replacement 
NASHVILLE Charles J. Hutchison 


vill replace Winslow Evans, resigned, 
in the 


isting of 


con 


Vir 


Fortunet divi 


Michigan, 


ion 
Ohio, 


territory 


We t 


vinia and western Pennsylvania, it 
was announced by Charles R. Guthrie 
Mr. Hutchison’s most recent connec 


with the Queen Quality 


Shoe Corpora 


tion has been 


division of International 


tion, from which position he resigned 
to necept the present one From 104% 
to 1951 he was associated with General 
Shoe as a special sales representative 
on the West Coast 
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International Appoints Three New Salesmen 


W. GANEY 
Sr. Lour 


territorie 


In a realignment of sales 
, Accent Shoe Company, a di 
vision of International Shoe Company, 
has appointed three new 
sentatives, with 


sales 


the 


repre- 
effective spring 
selling season. 

W. Ganey, 
Harry E 


first trip 


Marcus C. Swan and 
McMahon will begin their 
into the territory this month. 

Mr. Ganey will cover the states of 
Kentucky, Tennessee, Mississippi, Ala- 
Arkansas and Louisiana. He is 
a former shoe department manager for 
Wohl Shoe Company in Nashville, 
Tenn., and Alexandria, La. For eight 
years he served as manager of the Crit- 
tenden Bootery in Ft, Lauderdale. He 
will make his headquarters at Jackson, 


bama, 


MARCUS C. SWAN 


HARRY E. McMAHON 


Miss. 

Mr. McMahon, who formerly traveled 
Ohio for Wohl Shoe Company, will 
carry Accents in Oregon, Washington, 
Idaho, Montana, North and South Da- 
kota. A member of the Ohio Shoe 
Travellers Association, he was at one 
time associated with the James Shoe 
Manufacturing Company. His _ head- 
quarters will be in Spokane, Wash. 

Prior to his new appointment, Mar- 
cus C. Swan traveled two years for 
Cotillion Footwear. Previous to that, 
he was for 25 years with 
the Gale Shoe Manufacturing Company 
in Boston. His territory will include 
Michigan, Ohio and West Virginia, 
with Columbus, O., his headquarters. 


associated 





Grimley Appointed Manager 
Of Essex Rubber Division 

TRENTON, N. J.—The 
of Arthur C. Grimley as general man- 
ager of FE Rubber division was 
made recently by Warren E. Hill, presi- 
dent of the Thermoid Company, here. 
Mr. Grimley replaces Joseph E. 
who has been named executive 
president of Thermoid. 


appointment 


sex 


Cox 
vice 


ARTHUR C. GRIMLEY 


Associated with Essex Rubber since 
1936, Mr. Grimley had previous sales 
and managerial affiliations with the 
United States Rubber Company and 
the Rubber Manufacturers Association 
During World War II he served the 
U. S. Government in an advisory ca- 
pacity in the Office of Price Administra- 
tion, the War Production Board, and 
the War Surplus Administration. 
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The Essex division of Thermoid Com- 
pany manufactures rubber and 
heels for the shoe industry. 


soles 


Friedman-Shelby Schedules 
Regional Sales Meetings 

St. Lours—Harold F. Oyaas, general 
manager of Friedman-Shelby, an- 
nounced a series of four regional sales 
conferences scheduled recently. 

Western division salesmen viewed 
the new fall lines at a meeting in 
Sun Valley Lodge, Ida. Others will be 
held at the Western Village Motel, 
Tulsa; at Asheville, N. C., at the Manor; 
and at French Lick, Ind., at the Shera- 
ton. 

from St. 
Valley and 
E. Leinauer, 
Russell J. 


General office personnel 
Louis attending the Sun 
Tulsa meetings include C. 
line manager; 
Rogers, manager for women’s 
and juvenile lines; advertising man- 
ager Charles A. Roe; and merchandise 
men Chester A. Yard, Frank J. Huber 
and William Yull. Mr. Oyaas plans to 
attend the Tulsa conference. 

Those scheduled to attend the east- 
ern division conferences are sales man- 
agers Ralph Heck and James J. 
Kelley; M. R. Chambers, vice-president 
in charge of advertising man- 
ager Andrew Brand; Shoenterprise 
and merchants service representative 
Ralph Howard; promotion manager 
James E. Muir and merchandise men 
Charles Kuenz, William Yull and 
Homer Richter. 


sales 


male 


sales 


sales; 


Travelers Association Sets 
N.Y. Market Week May 5-9 

New YorK—The New York Boot and 
Shoe Travelers Association will con- 
duct its Fall and Winter, 1957, Market 
Week, May 5-9, the association an- 
nounced. 

Most of the members will open their 
display rooms in the Marbridge, Em- 
pire State and Webb-Knapp Buildings 
starting Sunday, May 5. A few, who 
are participating in the PPSSA Show, 
which is being held during that same 
week of May 5 to 9, will display at the 
New Yorker and McAlpin Hotels. 

Both the Broadway and the 34th 
Street entrances of the Marbridge 
Building will be open on Sunday. 

Daniel Griffin, president of the New 
York Boot and Shoe Travelers Associ- 
ation, said men’s, women’s and chil- 
dren’s shoes will be on display. 


Quartermaster Wants Shoes 
For Fall and Winter Delivery 

PHILADELPHIA—The Military Cloth- 
ing and Textile Supply Agency of the 
Philadelphia Quartermaster announced 
plans to procure 62,870 pairs of black 
rubber combat boots with rubber chev- 
ron cleated sole and heel. Deliveries 
are scheduled from September 30 
through November 30, 1957. 

Approximately 14,964 pairs of field 
service shoes are scheduled for delivery 
from September through October, 1957. 
About 41,000 pairs of high, general 
purpose, black service shoes are sched- 
uled for delivery from August through 
October, 1957. Also, about 124,300 
pairs of high russet leather service 
shoes with capped and rubber 
sole and heel are scheduled for delivery 
from September, 1957 through Novem- 
ber. 

An award for 19,800 pairs of leather 
dress gloves, with a value of $48,312, 
was made to Steinberg Brothers, 443 
Fourth Avenue, New York City. 


toes 





Olmstead Enna Jettick 
Representative in Texas 


William B. Olmstead of Tyler, Tex., who 
has been appointed representative for 
Enna Jettick shoes and Dunn and Mc- 
Carthy Heel Hugger-Everydays in the 
Texas territory formerly covered by 
Jack Manning, who has just retired. 
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210 Names Clarence Heyde 
Chairman, Philadelphia Area 


BostoN—Further expansion of “210” 
activities in the Middle Atlantic area 
has been completed, according to Fred 
Bloom, executive vice-president of The 
210 Associates, Inc., with the appoint- 
ment of Clarence R. Heyde, as regional] 





CLARENCE R. HEYDE 


chairman in the Philadelphia area. Mr. 
Heyde is regional business manager 
for Boot AND SHOE RECORDER in the 
Middle Atlantic and southeastern states. 

As a veteran member of the shoe, 
leather and allied industries he has 
developed through the years a wide 


acquaintanceship and also a long rec- 


IN 
STOCK 


VA ) / MAJORETTES 
J , 
YY STYLE 7611 
Growing girls’ 
- Sizes 32 thru 10 





STYLE 6611... Misses’ 
/ Sizes 12'% thru 3 , shoe 
*B'' & ''D"' widths "Y ° 
| Priced at $3.55 promotion 
| ; 
f Children's 

Sizes B'2 thru 12 buyers 
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Made by folks who know fine bootmaking 


ACME BOOT COMPANY, Inc. 


Clarksville, Tennessee 
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PARADE 


A’ & ''C'' widths 


ae 
\ | 
eee 8-"D"' width. 


ord of association activities. Mr. Heyde 
is currently secretary of the Philadel- 
phia Shoe and Leather Golf Associa- 
tion, executive director of the Mid- 
Atlantic Shoe Show, director of the 
Allied Shoe Products and Style Exhibit 
and is also a member of the Middle 
Atlantic Shoe Travelers’ Association, 
the Central Shoe & Leather Association, 
and the New York Boot & Shoe Club, 
Ine. 

Future plans for “210” in the Middle 
Atlantic area call for broadening the 
scope and activity of both the organiza- 
tional and charitable functions that 
are both a part of a growing nation- 
wide effort. Mr. Heyde will be linking 


his contacts with other local regional 
“210” chairmen in this area: Henry 


Kaye, Wall Streeter Shoe 
New York City; George 
Gerberich-Payne Shoe Company, New 
York City; Clyde E. Gerberich, Sr., 
Gerberich-Payne Shoe Company, Mount 
Joy, Pa.; and Leon Forbstein, Interna- 
tional Shoe Company of Baltimore. 

regional 


Company, 
Ececle sine, 


Appointment of one new 
chairman and one 
chairman was also announced by Cliff 
Levin, co-ordinator of regional chair- 


men for The 210 Associates. 


assistant regional 


Sol Levin of Slater’s Boot Shops 
Company, New Orleans, will act as 
chairman for the Louisiana district. 


David G. Barkin of Lakewood, Calif., 
will assist S. Joseph Blatt on the West 
Coast. Mr. Barkin is on the sales staff 
of John R. Evans & Company. 


Priced at $4.75 


oe 


“D" width 


Priced at $3.55 


Infants’ 
Sizes 4 thru 


Priced at $2.95 


Illustrated Catalog 
on request 







shoe stores, 
drive-ins 
and 


1215 Washington Ave 
Sample Rooms 


United Last Names Harris 
Assistant Branch Manager 


BostoN—The United Last Company 
division of the United Shoe Machinery 
Corporation the 
ment of Eugene M. Harris, Jr., as as- 
sistant manager of the Stewart & 
Potter branch, Brooklyn, N. Y. 


announced appoint 





EUGENE M. HARRIS 


Mr. Harris joined the T. W. Gardi 
ner branch, Lawrence, Mass., in 1946, 
was transferred to the Empire Last 


branch, Rochester, N. Y., in 1948, and 


was then transferred to the Bowling 
Pin branch in Ellicottville, N. Y., when 
that branch was opened in 1953 and 
where he served as manager until his 


recent appointment. 


See us: Los Angeles—May 12-15, Alexandria Hotel, Room 821 
In Attendance: Abe Eisner and Marc Epstein 


¥ 
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We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


Our prices 

on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 

for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 


Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
Saint Louis 3, Mo 


Los Angeles + New York 











Missouri Shoe Industry 
Cited by Governor Blair 


leather products than in any other in- 
dustry.” 


three past presidents of the club—John 
Justin, Pfister & Vogel Tanning Com- 


The “Missouri Shoe Month” procla- pany, Milwaukee; Harry Wilson, B. 
mation declared that the Missouri shoe DP. Eisendrath Tanning Company, Ra- 
industry has more than 200 manufac- cine, Wis., and W. R. Lott, Albert 
turing plants, with Missouri companies Trostel & Sons Company, Milwaukee. 
controlling many more. Missouri shoe _ 


companies spend more advertising re- Shoe Industry Vet Retires 
enue than any other shoe center in . é ; 
St. Lours—Al. H. McGinness retired 


America, about half the amount spent 
by the entire industry, the Governor in April after 21 years service with the 
noted. ; Natural Bridge division of Craddock- 
Terry Shoe Corporation, Lynchburg, 
Va. 
During the firm’s sales meetings in 
April, Mr. MeGinness was honored at 


St. Louts—The monts of April was 
officially designated by Governor James 
T. Blair, Jr., as “Missouri Shoe Month,” 
in honor of the industry which employs 
state. 


ver 457,000 persons in the 


Wisconsin Tanners Hear 
Talk on Micro-Organisms 


MILWAUKEE, WIs. 
bers 


Seventy-five mem 
and guests of the Tanner’s Pro 
duction Club of Wisconsin attended the 
last the 
trade at 

(,uest 
was 


dinner meeting of 
the Plankinton House. 

speaker the dinner meet- 
Edward F. Weiss, Buckman 
Laboratories, Inc., Memphis, Tenn. He 
ed “Micro Organisms and Their 
Operations.” Hi 


regular 


for 


ing 


A proclamation issued by Missouri Gov- 
ernor James T. Blair, Jr., officially desig- 
nating April as ‘Missouri Shoe Month" 
is inspected by George Herpel, left, 
chairman of the publicity committee of 
the St. Louis Shoe Show, and Robert 
Stolz, president of the St. Louis Shoe 
Manufacturers Association. 


diseu 
effect 
talk stres 
the 
liming, 
lle also discussed 
leather A 
his presentation 
Following the talk, the 
made that the chairman for the Seventh 


upon Tanning 
sed micro-organism control in 
lower tannery operations, soaking, 
pickling, tanning and retanning 
mold resistant 
discussion period followed 
The tats 


94 DOO OOO pair 


hoe production 
s, with Mi 
million of 

tates, the 
for the food 


person are 


annual report was 


Is about ourl 


compan ifacturing Annual Symposium on Tanning, to be AL H. McGINNESS 


Milwaukee 
would be named in the near 
The 


lected by a 


mat 


additional pair in other held in early 


Vv tated ‘kx 
industry he added, 
employed in Mi 


next year, 
and presented with a wrist 
S the Gilmer G 
Symposium chairman will be se 

of Craddock, Jr., 


dinne: 
vatch by 


(,overnot cept future 2 
: ales force 
o | le the 
Sé Ss anayer, made 4 
ouri in leather and committee composed ules Manag . 


presentation 

Mr. McGinness’ 
15 years traveling, representing, 
dition to Craddock-Terry, the firms of 
Rice & Hutchins, Boston; Wolff Shoe 
Manufacturing Company, St. Louis; 
and Florsheim Shoe Company, Chicago. 
Mr. Mce- 
a vacation trip 
the Hawaiian 


totals 
in ad 


shoe career 


Following his retirement, 
departed on 


West Coast 


Ginne 
to the 
Island 


WILL TRAVEL! 


and 


Royal Worcesters Now in 
Water-resistant Leather 


sJavonized 


pa lo You 2 Ato ve if 


WORCESTER, MASS. 
are now available in all 
in- 


YOu haue MRS. DAY'S eather upper 
tyles of Worcester Shoe Company’s 
ulated Royal Worcester sport 
according to Paul E. Clark, president 

» of the Worcester firm. 

Test erted, that leather 
properly treated with com 
pound more 


water-re 


boots, 


Ydoal BABY SHOES 


food 
reveal, hea 
Bavon 66 
becomes up to 250 times 
istant than untreated leather. 
In addition, leather dries 
oft and pliable after repeated 
and prolonged exposure to water, ab- 
orbs foot vapors readily, and retains 
its original finish longer, he said. 

Bavon 66 compound, “a partially neu- 
tralized alkenyl succinic acid,” is pro- 
duced by the Chemical Division of Kop- 
pers Co., Inc. 

Insulated Royal Worcesters with Ba- 
vonized leather uppers now avail- 
able, Mr. Clark reported, in both moc- 
casin and plain toe styles, each with 
6, 8 and 10 in tops. 


What more could you ask? A cash customer willing to do business 
with you. All you have to do is always carry a full range of styles 
IDEALS 
the brand more mothers TRUST. Made in the four groups for the 
early stages of foot growth in CRIB, SOFT SOLE, INTERMEDIATE 
and FLEXIBLE WALKING SHOE styles, IDEALS’ quality materials 


and workmanship are unexcelled. Order Ideals today 


MRS. pav's deal pasy SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


6-104 MERCHANDIGE MART 
DALLAS, TEXAS 


Bavonized 


and sizes of the world’s finest, best known baby shoe even 


Style No. 441 


White Elk, Moccasin Type 
Boot. Narrow, Medium, 
Wide. Sizes 3—8 


are 


71 WEST S5TH SY 
NEW YORK 1. NY 


924.A MERCHANDISE MART 
CHICAGO 64, ILLINOIS 
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International Announces 
Supervisory Appointments 

St. Louis—G. M. Abbott, director of 
industrial relations for International 
Shoe Company, announced five super- 
visory changes in the industrial rela- 
tions department. 

The new appointments, all of which 
are effective immediately, include Les- 
ter E. Kraus, manager of industrial re- 
lations; Lee S. Brock, assistant man- 
ager of the piece rate department; 
Clarence C. Fleming, supervisor of the 
women’s division, rate depart- 
ment; Clarence C. Fleming, supervisor 
of the women’s division, piece rate de- 
partment; Bertram C. Trees, 
visor of the juvenile division, piece rate 
department; and Elmer E. Pott, 
cial assistant to G. M. Abbott. 

Mr. Pott will be responsible for all 
cutting department rates, work day 
rates and allowances, and other piece 
rate operations of a specialized nature 

Mr. Kraus, in his new position as 
manager of industrial relations, will 
specialize in labor relations, including 
contract negotiations, 
and interpretation. He been an 
International employee 1927. 
Prior to his new appointment, he served 
as an industrial 
tive. 

Mr. Brock’s duties will include 
supervision of operations in the piece 
rate department under the direction of 
Mr. Abbott. A high 
principal, Mr. Brock joined the depart- 
ment as an industrial engineer in 1948. 
He is a resident of St. Ann, Mo., where 
he served three terms as mayor. 

Clarence Fleming, as supervisor of 
the women’s division of the piece rate 
department, will direct the activities of 
the department’s industrial engineers 
responsible for determining costs, esti- 
mates, and rates in International’s wo- 
men’s shoe plants. He began his career 
with International in 1920 in the 
leather department. He has 
industrial engineer since 1944. 

Bertram Trees’ new duties will be 
similar of Mr. Fleming, but 
will be concentrated on the company’s 
juvenile manufacturing units. A gradu 
ate of Southern Illinois University and 
the University of Michigan, Mr. Trees 
formerly taught European history at 
the Carterville, Ill., high He 
the rate department in 
1941 as industrial engineer. 


piece 


super- 


spe 


administration 
has 
si nce 


relations representa- 


new 


former school 


sole 
been an 


to those 


school. 


joined piece 


Leather Man Aids University 


BosTtoN—Joseph Kaplan, president of 
the Colonial Tanning Company, Bos 
ton, and nationally-prominent shoe and 
leather executive, has presented a gift 
of $17,500 to Boston University’s Hu- 
man Relations Center, Harold C. Case, 
president of the university, announced. 
Mr. Kaplan has donated the sum to 
Boston University to provide impetus 
for a new Human Relations project, as 
well as to expand the center’s teaching 
and research programs. 
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Two Join Bristol Manufacturing Corp. 


. V. GIANOLA 


BristTou, R. I. The Bristol Manu 
facturing Corporation, continuing re 
search expansion has employed S. V. 
Gianola for its research and develop 
ment department, the 
nounced. 

Bristol’s immediate 
enlarge its facilities for urgent military 
requirements. Mr. Gianola wa 
dent of Techno Efficiency Council, Ine., 
Thermowear, Inc., and Thermoboot, 
Inc., responsible h and 
for both military civilian 


company an 
objective 1 to 


presi 


for reseatr sales 


and cold 


ALFRED B. LINGLEY 


weather pveat 
Alfred B. Lingley the 
corporation as advisor to the president 
methods Mr. 
with the 
more than 


has joined 


on work layouts and 


been associates 


1920 


Lingley has 
rubber field 
30 years he has held executive position 
with Phillips Baker 
and the Goodyear 

tion of Providence, R. IL., and the 
Kleistone Rubber Company, Warren, 
R. I. He is a graduate of the Univer 
ity of Maine 


ince Kor 


Rubber Company 


Kootwear Corpora 


~ WHOS WHO in Shoes..by FREEMAN 


| ee 


|| 
HARVEY 


ALLENTOWN. DA 

*RIME MOVER AT FARR'S INC , SOLO SHOES 
AT CARSON, PIRIE, SCOTT AND CO CHICAGO 
BEFORE ENTERING THE FAMILY SHOE 
BUSINESS STARTED BY HIS 
GRANDFATHER IN 1862 

QREMEMBERS THE LIQUIDATION OF 
SHOE STOCKS DURING RATIONING ERA $ 
1S THANKFUL FOR THE COMPETITIVE 

SITUATION TODAY 

(FavoniTé HOBBIES : FISHING GOLF, TRAVEL 
HAS TWO CHILDREN, BOTH MARRIED, AND TWO 
GRAND CHILDREN. HAS BEEN IN THE SHOE 
BUSINESS FOR SO YRS... MORE THAN HAL 
THAT TIME FEATURING FREEMAN SHOES 


~~ 





Simpkins Gets International 
Pattern Dept. Promotion 


re 


ST. Louis appointments to 

upervisory posts have been announced 
by Internationa] Shoe Company’s gen 
eral superintendents of manufacturing 
divisions. 


Several 


ADRIAN A. SIMPKINS 


Adrian A. Simpkins, a member of 
the pattern department of the women’s 
general division for the past 20 years, 
has named assistant superinten- 
dent of that department. Mr. Simpkins 
will assist Rodger Harrison, manager 
of the women’s general pattern depart 


been 


ment 
The new assistant 
45, bevan his career with International 


superintendent, 


another 


at the firm’s Hannibal, Mo., plant in 
1931. His first job was operating a 
grading machine. He worked in 
the pattern department at Hannibal 
before being transferred to the general 
office in St. Louis in 1936. In his new 
post he will supervise pattern specifica 
tions for the three general line 
branches and Continental] sales division. 

John Harris has been promoted to 
assistant foreman of the fitting depart- 
ment of the West Plains, Mo., plant 
Mr. Harris, who has been an employee 
of International 1949, replaces 
Doyle Walls who has been transferred 
to the Cape Girardeau No. 2 plant. 

teggie Tindall, assistant foreman of 
the Jefferson City plant, has been pro- 
moted to foreman of the making de- 
partment at the firm’s Hamilton, Mo., 
plant. Both plants manufacture juve 
nile footwear for girls. 

At the Washington, Mo., plant, 
Charles I. Hill has been made foreman 
of the skiving department and Gregory 
Roetheli has been named an instructor 
in the finishing department. 

Eugene L. Brinkmann, a _ lasting 
room operator at the Springfield, IIL, 
plant, has been named assistant fore- 
man of the lasting department at the 
Hannibal Seventh Street plant. 


also 


since 


firm’s 
General Split Salesmen 
MILWAUKEE—General! Split Corpora- 
tion announced the appointment of Fred 
Atkinson, Ole and Bud 
of Atkinson Inc., 1931 


tosenquist 


Gage Sales, 


«A 
TO WALKING PLE 


“RELAX STEP” 


| 


ASURE 


BERN 


TRUE to its name this Modern 


"foot comfortizer" 


muscle tension. 


relaxes 


BRINGS blissful comfort. Pro- 


vides gentle support, 


both 


metatarsal and longitudinal. 


SPRINGY foam-rubber 
struction. Self-adhering. 
Mail this ad for 

FREE SAMPLE PAIR 


\ 


Send for complete catalog 


MODERN ORTHOPEDIC APPLIANCE 


con- 


STOCKED BY LEADING FINDERS JOBBERS — 
ROOM 974 


South Allis Street, Milwaukee, as their 
sales representatives to the shoe manu- 
facturers in Michigan, Indiana, Wis- 
consin, Illinois, Iowa and Minnesota. 
They will feature the Desertan, Plush- 
tan, Buffies, Worktan and Gussetan 
lines of General Split. 


Said to Eliminate Breakage 

PHILADELPHIA—Gudebrod Bros. Silk 
Company has developed a new finish 
which, applied to silk sewing thread in 
its manufacture, virtually eliminates 
thread breakage, lint and foreign mat- 
ter which clog tension devices. This, 
in turn, saves not only time, but wear 
on sewing machine parts. The thread 
sews faster and cleaner and yet costs 
no more than ordinary sewing threads, 
it is claimed. Wilbur T. Hooven, presi- 
dent of Gudebrod said, “the new SF 
finish is a laboratory development of 
a blend of lubricants smoothed on silk 
thread and has been applied to shoe 
production.” 


Weinbrenner Appointee 

MILWAUKEE, WIs.—R. S. Potter, Den- 
ver, Colo., has been named sales rep- 
resentative for the Albert H. Wein- 
brenner Company in the greater Colo- 
rado area, John E. Dickinson, vice- 
president and director of sales, has an- 
nounced. Mr. Potter replaces T. Grif- 
fith. Mr. Potter’s territory includes all 
of the state of Colorado and part of 
southern Wyoming. 


\ 


by 


ED 


eae 


yaa $4 


HOTEL NEW YORKER 
P.P.S.S.A. 


co., inc. 


664 BROADWAY, NEW YORK 12, N.Y. CA 6-4723 
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Converse Opens Warehouse truck-level loading docks. A mobile sporting, athletic and rubber footwear. 
SEM conveyor system expedites in-and-out g¢ R 

In Melrose Park, Illinois handling of all shipments. 
MALDEN, Mass.—On or about May Founded in 1909, the Converse Rub- 
first, the Converse Rubber Company ber Company manufactures and mar- 
of Malden, Mass., is opening its new kets nationally-advertised lines of by the Melrose Park branch. 


t. Pletz is national sales manager 
for the company and executive officer 


in charge of the midwest region served 





half-million dollar warehouse and : 
office building at 2000 Mannheim ° ‘ ° 

Resi Meleecs. fuk. O Tie aon Leather Story Told in Concourse Display 
premises are about 12 miles west of sd 
the previous Chicago Loop location. 

The new building, under construc- 
tion for the past eight months, has 
floor space of about 50,000 square feet. 
The warehouse section of the build- 
ing represents about 45,000 square feet, 
to be used for the storing, handling 
and shipping of Converse sporting, 
athletic and rubber footwear. The re- 
maining 4,500 square feet consists of 
air-conditioned office space. 

Set on a spacious three-acre plot, 
the new Converse warehouse-office is 
close to the junction of the Congress 
Street superhighway and the _ Tri- 
State toll road. It is four blocks north 
of the intersection of North Avenue 
and Mannheim Road. It is a few miles 
south of the O’Hare Airport. 

Planned to provide more efficient 
distribution for the area served by this 
Converse branch, extending from Colo- 
rado to Pennsylvania and from Can- 


Shoe lining leathers in a wide variety of fashion colors were part of an interest- 
ing display set up in the window of the Merchants National Bank in the concourse 
of Boston's South Station. Other features of the display, material for which was 
’ ; supplied by the L. H. Hamel Leather Company of Haverhill, Mass., included blown 
ada to the Gulf of Mexico, the new up photos of dry skin inspection in Bombay, India, flocks of newly-shorn sheep and 
building incorporates completely mod- jambs in New Zealand, a drying operation in the tannery and an outside view of 
ern shipping facilities. It is serviced by the Hamel tannery. Adding more color was a showing of men's, women's and 
a railroad siding as well as recessed, children's shoes produced by some of the country's leading manufacturers. 





GOODYEAR 
WELTS ae pb adel 
IN STOCK : 


Cool, hand WOVEN patterns for Summer and Resort Wear Popu 

tan Color. Elastic Laces! Lifetime Counters. 299018 Men's 6 to 

B, D, $7.90 net 

All cars are nof alike our Cadillac buyer wants his fine car 
complete—from door ghts to fine ash trays—everything And your 

Mae about 9.95 ripple sole buyer wants every feature—found only in Foot King Shoes 

That's why Foot King Ripple Sole shoes actually outsell cheaper 

Showing May 5 to 8 at nes—even in the same store 

RIPPLE SOLE Year round shoes: Silicone treated, Lifetime counters 

Puratized drill 

BROWN KIP, Algonquin type overlay vamp, #99010. A, B, C, D, £ 

$7.75 net 

DALLAS Hotel Adolphus 736 BLACK KIP, Overlay vamp, #99009, A, B, C, D, E, $7.75 net 

Brown GLOVE Leather, Unlined 799015, 8B, D. $6.15 net 


ATLANTA Hotel Piedmont Parlor E See the complete FOOT KING line on display at 


Atlanta Show, HENRY GRADY HOTEL, May 5-8. 
New York Show, HOTEL NEW YORKER, May 5-8. 


British Classics, inc. etait ai 


146 DUANE ST., NEW YORK 13, N. Y. A. S. KREIDER & SON CO. DEPT. 51 PALMYRA, PA. 


W.Y.C., Hotel New Yorker 1673-4 
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You get 

TOP QUALITY 
LONG MARK-UP 
and fast 
IN-STOCK 


SERVICE 
when you 


switch to... 


Crestworth 


Shoes for Men 


Great Northern Shoe Makes Territory Reassignments 


Mii, gi « 


Territories have been realigned for these four salesmen of Great Northern divi- 
pe Daa ag sion, International Shoe Company. They are, left to right, Arthur $. Dion, William 


7/12 F. Heaton, Bart W. Adams, C. Terry Maguire. 
D 6/12 


Write to: Cedar-Crest Shoe Company, Dept. 501 
A division of General Shoe Corporation 
Nashville, Tennessee 


The Label with 
a Pedigree 


@ Behind this Angora* 
Calfskin label . . . behind 
every Barrett label... 
stand years of experience 
in producing outstanding 
leathers. Want the very 
cream of calfskin— 
smoothest, supplest —for 
fine shoes? Look for this 
Angora* hallmark! 


“trade mark 


: 


BARRETT & COMPANY, INC. 
NEWARK, NEW JERSEY 


* 


St. Louis—The resignation and re 
tirement of two veteran Great Northern 
Shoe Company 


salesmen has brought 


territory changes, while four salesmen 
were given new responsibilities. 


Hugh I. 
Northern, a division of International 


Warren, manager of Great 


Shoe Company, said revisions followed 
the resignation of William D. Mahoney, 
former sales representative, and the re 
tirement of Edwin Z. Sinsheimer. 

Arthur Dion will carry the division’s 
and boys’ lines in eastern Penn- 
formerly covered by Mr. 
Mahoney, in addition to Maryland, Del- 
aware, southern New Jersey and the 
District of Columbia. Mr. Dion, a native 
of Manchester, N. H., and a graduate 
of the University of New Hamphire, 
has served with the company about four 
years. His headquarters will be located 
in Wilmington, Del. 

William F. Heaton, a representative 
of Great Northern’s southwestern terri- 
tory for the past two years, will travel 
Ohio, eastern Michigan, western New 
York, western Pennsylvania, and the 
western section of West Virginia. Mr. 
Heaton had previously served with sev- 
eral divisions of International, as well 
as Johansen Brothers and General Shoe. 
He will make Columbus, O., his head 
quarters. 

Bart W. Adams will add 
Michigan to his present territory of 
Illinois, Indiana, Minnesota and Wis- 
consin as the result of Mr. Sinsheimer’s 
retirement. Mr. Adams, formerly associ 
ated with J. P. Smith and General Shoe 
in the area he now covers, makes his 
home in Palatine, Ill. 

C. Terry Maguire is taking over the 
10-state territory formerly traveled by 
Mr. Heaton in Iowa, Nebraska, Mis- 
souri, Kansas, Colorado, New Mexico, 
Texas, Oklahoma, Arkansas and Louisi- 
ana. Mr. Maguire, a graduate of Yale 
University, will make St. Louis his 
headquarters. He has been with the 
Great Nerthern division for about two 
years. 


men’ 
yivania, 


eastern 


Great Northern, whose history dates 
back more than 50 years, distributes 
men’s and boys’ in-stock unbranded lines 
to volume accounts. Nine salesmen tra- 
vel the United States selling the di- 
vision’s shoes, which retail in the $8.95 
to $10.95 price range. 


Officers and Directors Named 
By Pennsylvania Shoe Group 

SCRANTON, PA. The Pennsylvania 
Superintendents’ and Foremen’s Asso- 
ciation of the shoe industry met in 
Hotel Sterling, Wilkes-Barre. 

Attorney Paul R. Orrson, Wilkes- 
Barre, was the speaker. Plans for the 
installation dinner at the Mayfair 
Club, Yatesville, were completed. 

The association has elected the fol 
lowing officers: 

Fred Schwager, Rex Shoe Co., Inc., 
Exeter, president; Gene Marconi, In- 
ternational Shoe Machine Corp., Wilkes- 
Barre, vice-president; Sam Naparsteck, 
Rex Shoe Co., 
Central 


secretary; and Joseph 
Janus, W ilkes- 
Barre, treasurer. 

Others elected were board of direc- 
tors, Edward Gull, Rex, and Nicholas 
Serino, Penn Footwear Co., Nanticoke; 
trustee, William Kline, Progressive Die 
Co., Binghamton; and _ sergeant-at- 
arms, Stephen Jurkovic, Billig Shoe Co., 
Peckville. 


Slipper Co., 


Joins Plymouth Cordage Staff 


BOSTON Edward J. Twohig has 
joined the sales staff of Plymouth Cord- 
age Industries, Inc., Boston subsidiary 
of Plymouth Cordage Co., of Plymouth, 
Mass. 

Formerly associated with United 
Shoe Machinery Corporation which he 
joined following World War II, he will 
cover the Brockton area for Plymouth 
Cordage. 

The latter acquired the eyelet, nail 
and tack divisions of United Shoe in 
June 1956. 
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pairs through the various processes of 
manufacture. Conveyor belts are at 
floor level 
Vaisey - Bristol manufactured more Organized in April, 1944, Vaisey 
than 1,000,000 pairs in its Monett and Bristol Shoe Company originally made 
Marionville factories during 1956. Oly infant’s shoes with a continuou 
Shipments from all plants, including sole up the back Since then the opera 
two factories in Ponce, Puerto Rico, tion has been teadily expanded to 
totalled almost 2,000,000 pairs. include conventional infants’ hoes, 
The new factory is situated on a oodyear welts, cements and Little 
three-and-a-half-acre tract. The main Way constructions for growing boy 
building covers approximately 45,000 and gir! 
square feet, with an office building ad Within the past year, additiona 
joining. Fireproof throughout and line have included handsewn t 
modern in every respect, the new plant moccasin and saddle “for yo 
is expected to step up production of !adies of all ages” and welt sho 
Jumping-Jacks shoes by nearly 800 wvrowing boy The latest addition 
pairs a day. : the growing Vaisey-Bristol family 
Constructed of haydite blocks and handsewn moccasins and oxford 
brick, the new buildings insure maxi young men 
mum fire safety with a non-inflammable Vaisey-Bristol executives present at 
cement storage house added at one the dedication included Samuel B. Vai 
corner of the main structure. All floors ey, Robert A. Bristol, George Meie1 
Sam Vaisey, center, holds the original ‘'° of concrete. A separate building, offer, Joseph A. McCaffrey, Eugen 
Vaisey-Bristol Jumping-Jacks shoe which connected to the main structure by I’, Arend, Rex Halterman, Al Pfitzne) 
featured a continuous sole up the back, ® breezeway, contains boilers, laundry, “nd Margaret Smith, one of the only 
while Robert Bristol, left, and George maintenance facilities and a cafeteria, if not the only—-woman purchasing 
Meierhoffer look on. The entire factory is equipped with agent for a shoe factory in the nation 
air conditioning and controlled humid- Speaking at the dedication, Sam 
St. Louis—‘From an idea to four ity. A vacuum cleaning system, with Vaisey said, “This factory is the culmi 
shoe factories and two million pairs a network of ducts beneath the floor, nation of a dream by George Meiet 
in 13 years” was the background story whisks scrap leather and debri into hoffer.” Speal ers at the dinner were 
for formal dedication ceremonies of the the incinerator. Sam Vaisey; George Meierhoffer; Er 
new Vaisey - Bristol Shoe Company Shoe manufacturing machines are hard Buettner, president of the Tan 
factory building in Monett, Mo. More arranged around the walls of the one ner’s Council; John L. Moran, president 
than 300 representatives from shoe, story building, with pairs moving clock if the National Shoe Manufacturer 
leather and allied industries were on wise around to the automatic loading Association; and Joe Kaplan, Colonial 
hand for the open house. dock. Shoe racks are used to move Tanning Company. 


nee UAIICEIALON 


with Accelerated BREATHING ACTION 

Topped with a fine composition BRA N -D = [.) 
material, the insole is designed to 
act like a shock absorber. Thou 
sands of tiny air chambers act with iam O FQ S 
every movement of the foot, to 

give comfort and clean, cool walk- 
ing. Designed to eliminate irrita- ; 

tions of wrinkling or tearing. Insures Showing May 9 to 8 at 
proper ventilation. Easily cleaned. 


Get the maximum comfort by using N.Y.C.—Hotel New Yorker—1673-4 
aralicgyes?meony DALLAS—Hotel Adolphus—736 


i ae Awe 102 “ 

“sea hos par ny’ “ * ATLANTA—Hotel Piedmont—Parlor E 
Look mi ; ‘ 

FOOT APPLIANCE CO. Broitman-Gaffin 


« 


waive FoR OUR 1701 WEBSTER ST. © OMAHA, NEBR. SHOES IN 7 
COMPLETE CATALOG 146 DUANE ST. - NEW YORK 13, N. Y. 


& Mls AMERICAN Seeee ade 
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“ao BUY 


MEN'S SHOES 











M. T. SHAW Shoe Co. 


of New England, Inc. 
162 Chestnut st., Springfield 3, Mass. 
are HAW NATION 
ALLY ADVERTISED men’s shoe 


I K State and the Jew | 


AA th 
TODAY 


j 
detaiis, 


SPIKE 


New side- 

gore tongue and 

saddle slip-on casual, 

brown cossack leather, 

black French cord binding 

around underlay, natural welt with 

white stitch, right and left quarters, steel 

shank, Nylon stitched, Nuclear outsole 

rubber heel, on our No. 14 Combination 

last. IN-STOCK. Also available in black 
os VIC 


M. T. SHAW, Ine., Coldwater, Mich. 





SHOWER SHOES 








MEN’S, LADIES’, BOYS’, GIRLS’ 


SHOWER 
CLOGS 


} POPULAR PRICED 


a 


STAPLE YEAR ‘ROUND SELLER 
SEND FOR CATALOG OR JOBBER'S NAME 


WwoobpDsco, lac. Mona 12 














JOBS 





Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 


bh A i | S THE NATION'S FINEST 


CANCELLATION SHOES 
79-81 READE ST., N.Y.7 + WO 2-5180 





LOUIS J. SCHAEFER 


St. Lours—Two executive appoint- 
ments have recently been announced by 
Brown Shoe Company. Both are effec- 
tive May 1 

Louis J. Schaefer has been appointed 
general sales manager in charge of all 
ales divisions. Since joining Brown in 
1937, Mr. Schaefer has held several key 
ales positions. He 
man with the 


progres ed to 


started as a sales- 
Naturalizer division and 
general manager 
ales manager of Naturalizer in 
Three years 
company’s 


and 
1949, 
ago he was elected to the 
board of directors and later 
in the same year named general sales 
manager of all the firm’s women’s divi 
$10ns. 

Creation of a new marketing post 
has been announced by Clark R. Gam- 
ble, president of Brown Shoe Company 
A. C. Fleener, currently vice-president 
in charge of sales, has been assigned to 
the position. His responsibilities 
will include coordination of all activ- 
ities of the sales, manufacturing and 


new 


A. C. FLEENER 


buying operations. The new manage- 
ment responsibility is designed to in- 
the flow of merchandise to re- 
tailers in the shortest possible time. 


crease 


E-J Achieves Decrease 


In Lost-Time Accidents 


ENpicoTtT, N. Y.—-Endicott Johnson 
Corp. had a 5 per cent decrease in lost- 
time accidents in 1956, Carl Molter, Sr., 
safety director, reported. He attrib- 
uted the improvement to the safety 
consciousness of employes. 

Last year a volunteer safety commit- 
tee of some 600 employes carried on an 
intensive campaign, supplementing the 
efforts of the safety department which 
has functioned since 1947. 

A feature of the combined effort is 
that no attempt is made to force ad- 
herence to regulations. It depends on 
the voluntary action of workers edu- 
cated to the importance of safety. 





Geo. E. Keith Sales 
acd 


Staff Makes Fall Plans 


Executives and members of the sales staff of the Geo. E. Keith Company met 
together recently at the company’s offices in Brockton, Mass., for a discussion of 
fall merchandising plans. Market trends and sales opportunities were the subjects 
of an address by William A. Rossi, field editor, BOOT AND SHOE RECORDER. Execu- 
tives who attended were Jean R. Keith, president; Robert H. Fesler, sales manager; 
Julia M. Young, advertising manager; James A. Kehoe, assistant sales manager; 
and Ernest Munroe, stock department manager. Talks on advertising plans were 
given by William Ganick and Edmund Dewing, Jr., of Harold Cabot & Company. 
Salesman on hand included Harry Lang, Ray Gann, Carl Kendall, Charles Camp- 
bell, Mose Smith, Norman Fellman and Ray Walsh. 
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What’s New 





Quinn & Delbert Introduces 
New Juvenile Combat Boot 


MARLBORO, MASs.——-Addition of a new 
combat boot to the “Q-D Brand” line of 
juvenile footwear has just been an- 
nounced by William G. Quinn, presi- 
dent of Quinn & Delbert Boot Manu- 
facturing Company. 


Quinn & Delbert's new juvenile combat 
boot, an addition to its "Q-D Brand" line. 


The boot is styled with the popular 
two-buckle cuff on an eight-inch upper. 
Cuff and upper are both heavy Army 
russet elk. The boot has a heavy Good- 
year-stitched “Triple Wear” Biltrite 
sole and Goodrich heel. It is offered in- 
stock in sizes 8% to 3, to retail at $5.95, 
and 3% to 6 at $6.95, all sizes in B and 
D widths. 


Discover Low-Cost Process 
Which Strengthens Thread 

CHICAGO—-A low cost chemical proc 
ess said to strengthen and add life to 
a wide variety of fabrics and threads 
was announced by Tee-Pak, Inc., Chi 
cago. 

Dr. W. G. Tebbens, technical direc 
tor for Tee-Pak, manufacturers of 
cellulose and fibrous casings for sau- 
sage products and plastic food packag- 
ing materials, said the new 
should have broad application in the 
shoe industry. 
the 
are constantly 


process 


Jecause threads 
subjected to moisture, 
they are usually the first part of the 
shoe to degenerate. By applying the 
process to the threads, the fibre is made 
virtually mold and rot-proof. The 
process was also said to improve the 
“breaking strength” of the threads. 
The process consists of treating the 
threads with a chemical. In the pres- 
ence of a catalyst, the fibre of the 
thread reacts with the chemical caus- 
ing a change in the characteristics of 
the fibre. The basic chemical “build- 
ing blocks” of the fibre are bonded to- 
gether as a result of the process. The 
treatment may be used to increase the 


used in shoes 
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weight of the thread from a few pet 
cent to as much as 150 per cent. 

Dr. Tebbens said conventional wet- 
finishing equipment, such as ordinary 
tanks and jigs are all that is necessary 
to put the process in effect. 

Dr. Tebbens stated that by varying 
the reactants and their concentration, 
an extremely broad range of treatment 
intensities can be achieved to give the 
process great flexibility. He explained 
that this makes it possible to keep the 
processing cost to a minimum because 
the concentration and variety of the 
chemicals needed for a given applica 
tion can be selected. 

The 
used in 


Tee-Pak 


principal chemical now being 


the 
plans to license the process 


process is acrylonitrile 





Versatile Shelf Displayer 
Lends Itself to Shoe Use 


Varied arrangements and combinations 
of displays of shoes are possible with 
this adjustable shelf displayer. Shelves 
are removable and adjustable. The unit 
also lends itself also to either window or 
interior spot displays of shoes, with 
handbags and other accessories. If is 
produced by Dann-Dee Display Fixtures. 





Huskies in Bigger Quarters 

NEW YORK Huskies Distributor 
has moved to larger quarters in Hone 
dale, Pa., in order to meet the increase 
in business organization a 
year was announced 

The company represents the Hussco 
Shoe Company in eastern Pennsylvania, 
Maryland, Washington, D. C 
per New York. The new offices at 13th 
and East Streets in Honesdale include 
50 per cent more warehouse space, en 
abling Huskies to broaden its in-stock 
service facilities. 


since its 


ago, it 


, and up 
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BOX HANDLERS 

















LONG ARM 


the efficient box handler 


Quicker 
Easier 


Safer 


than any other way to get shoes from the high 
shelves And you return the empties upside 
down—no falls from ladders or stools—no energy 
wasted—Long arms with 24'', 30°’, 36"', 48"', 60° 
handies $3.50, with 72'' handles $450, postage 
prepaid in U. S. A Specify handle lengths 
desired and if for Men's or Women's boxes— 
your Jobber or 


CARL BEEMAN 
Cedar Heights Rd. 


Patented 


Stamford, Conn. 





JOBS 





For Over 41 Years 


Headquarters For 


CANCELLATION 


STORES 


Quality Brands Lowest Prices 


Largest Stocks All Price Ranges 


e bh ae r 








MOSINGER-COHN 


1235 Woshington§ $f Louis 3, Mo 





SEE 
PAGES 
96-97 


























HELP WANTED HELP WANTED SALESMEN WANTED 


MARKETING RESEARCH DIRECTOR | | 22\c°EN MAMeD 


Welts and Cements, commission basis. 























Leading shoe manutacturer seeks man with minimum of three years Territories: Pennsylvania and Ohio. 
y 
experience onsumer aoods tield to oraanize and head marketing Reply to Box 965, BOOT and SHOE RECORDER 
4 4 Chestnut & 56th Streets, Philadelphia 39, Pa 
reseorct Jepartment St ila be Kiied in aamir tering aies analysis 
mr wor jeve pina ¢t tentia ana dairectina a phase of consumer 
4, } } J 5 O ) 4 > - 
ae ay Shoe Salesman Wanted for Pittsburgh Area 
1 dealer researct youth Atlant catior Alar dependent on 
y Kexeellent Opportunity for Pxperienced Tray 
T 7 } experience eling a St. Louis we Manufacturer of 
Womet Branded Noveltihe seeks hig eali 
re energetic man for good territory Submit 
te | kground, Replies held confidential 


Reply to Box 2975, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 


Reply to: Box 979, BOOT & SHOE RECORDER 
1221 Locust Street, St. Louis, Mo 























r'TENTION, SALESMEN ir iper 
SIDELINE SALESMAN WTD. HELP WANTED Line af Papulae Frise Ladies "Frosh 
constructed Loafers, together with the finest 
and-laced Moccasin Line for the entire famil 











Citi LI {uN WANTED 1+ W ANTED: MAN AROUND 40 YEARS ¢t is available to you if you travel any of these 
7 \ er i tyle ‘ 45 years of age, with Administrative expe States: Pennsylvania, Ohio, Indiana, Missouri 
( list I est rience, familiar with the manufacture and sell Kansas, Texas, Oklahoma, Washington, Oregor 

1 tat ‘ t } ng to the volume trade on! of Childrer and the Rocky Mountain States. Non-conflictin, 

{ A ! the st Misses’ and Growing Girls’ Popular Price Good ines may be carried Week! comn 
ithwest 1 ear Welts, Cements and Littleway Welts, a Reply to Box 949, Boot and Shoe Recorde 
well as Men’s Stitchdown Casuals and House Chestnut & 56th Streets, Philadelphia 39, Penna 
tat furs Not Slippers Unusual opportunity for quick ac 7 

l jy ancement to Top Executive 1 tior Wher S LESMEN WANTED: VOLUME MANI 

I ’ replying outline in detail Administrative, Manu “ FACTURER ee x Priced Infant 
Kk é Chestnut & facturing and Selling experience, and give ( é M isse ' B IB eit ! 

, ny references. Address reply to L. V. Wershey ! everal attractive te ric iva 

President, HAGERSTOWN SHOE COM Large instock division vell as make 
SIDELINI LESMAN WANTED ro PANY, HAGERSTOWN, MARYLAND ry Lair ue ~ — re lled a ng hay 
® { iwi { | ‘ ‘ ‘ t ! ne<« ! ‘ nik Tt or 1 t 1 
mY J ‘ ‘ _ Contact at | P B 16s 
, Shoe he ( estnut & 6th 


ight :” Volume’ potential. on FOR SALE treets, Philadelphia 39, Penna 


K to B Boot SALESMEN WANTED: FOR POPULAR 





























( + & Shih Streets, Phi PRICED LINE of Men’s and Boys’ Stitch 
| | WOMEN CHILDREN CAN n Oxfords and Casua straight com 
M CELLATION STOR] 955 Volume 1 n basis everal territories ope Send 
6 195¢ lume $62,000 of 70.01 eferences. Reply to B 153, Boot and Shoe 
§ IVELINI LE SMEN Ol M | an By "pet > ong A Recorder, Chestnut & 56th Sts., Philadelphia 39 
~ co i, MIDWEST AND SOUTHEI Pe 0. Re ij Sax 2 Boot Penna 
ERRETOREE ‘ VW My oi Pon te Pag a. Basses - | | = = 
‘ nt } elphi > Das *ALESMEN ANTED QO SE ( 
| ( e W. A. FOSTER CO ' Penna Seer SELECTED LINE of In Stock 
; Mer es, Dress, Work and Sport tyl 
SIDELINE SALESMEN WANTED FOR SALI FAMILY SHOE STORE, Fir ments. Commission onl Reply to Box 9 
“ In-Stock ne f Popular Priced Worl : ‘ ’ AW to 900,00 early poten Boot i hoe Recorder Chestnut & 6tk 
Indiana, North and uth Dakot , t Locat the heart of fastest growins Streets, Philadelphia 39, Pent 
oO ‘ Reeemetion semis : ! Ka t a i in the Northwest i] 
UNION SHOE MFG. COMPANY gg, ee ong, hed Box 9 wet and 
” a “ aneis ' . hest t ind ot Street 
aa a a ae LINE WANTED 
bes MEN’ and FOOT’ OX Pocket ze san 
Me scene taeda I lige ee Hp FAMILY snot PORE, LOCATED IN 
Re a ne Ok. eek und Shox Banairdes OUTH CENTRAL PENNSYLVANIA FLORIDA AND | GEORGIA EXPERI 
Cheetnut & S6th Streate. Philnds Diccumees I t 000; established ear 1006 | CED SALESMAN EXCELLENT 
. . Lor ease Mediu to better prade FOLLOWING, wants Manufacturer’s full Line 
it inventor Stock approximate 316,008 ( Side line Ladies’ and Growine Girls’ Shoe 
\ ¢ i matel eo0 ‘ Cash nly Re to Box 971, toot and Shoe Recorder 
re for sellir W ful ( t & 56th Street Phila hia I 
BUSINESS OPPORTUNITY itor right party. Repiy to, Row 972. Moo 
! e Recorde Chestnut & th Street 
1’} hia } Penna 
De vo WANT TO MOVE TO FLORIDA FOR RENT ‘ 
1) the retail hoe re I) 
f $7,500 to invest in a FOR SALE: LOUISVILLE, SHOE STORI 
\ 1 Toe is absolut “ Me BR Established busine in finest FOR RENT 
i ney back. We t handle rban neighborhood, Unlimited potential O'FICES, SHOWROOMS, OR SAMPLF 
You nvest and) handle Clear tock modern fixture excellent lease ROOMS it hoe dealers building, City Hal 
\ sie: ice eal, (is eel Must sell. Reply to Box 964, Boot and Shoe = Reasonable, GEDNEY: 9-7007 
‘ truet and) =recommenda Recorder Chestnut & 6th Street Philade 
‘ { guaranteed ere Saal erat hia ) Pens 
j } now available in } } gw area 
l React ( nt W rite lO} N 
BRICK, Brice hoe Store 6 NN. Dixie FAMILY SHOE STORE: Established 191 
weet Fake Bench, Plorite Retiring. Good spot for couple. Good deal 
ght party GOETZ BOOTERY Plainview 
IARTNER, ONE-THIRD OR MORE, IN Minnesota PAGES 
FAMILY SHOE STORI Volume $9 
Niet ‘] “ ()wner bad health ea 
s t thor Central Pennsylvania DRIAN X-RAY SHOF FITTING MA 
ation Rey to Box 9 Boot and Shoe Re CHINES, excellent working condition. Will o 
cordet Chestnut & 6th Street Philadelphia sacrifice at $100 each. WRITE I | Berg 
4, Penna mann, 97 South Main Street, Wilkes Barre, Pa 
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SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 




















OPPORTUNITY 
JUVENILE LINE 


For right salesman with our Line of 
In-Stock Juvenile Shoes under name of 
OLD PALS and LUCKY STAR, in the 
following states: North and South Car 
olina, Virginia, Maryland, West Virginia, 
Kentucky, Washington, Montana, Idaho 
and Wyoming. Must live in territory 
and have following. Non-competitive 
Line not objectionable and, in fact, 
desirable. Write giving all details in 
first letter to: 


FIVE STAR FOOTWEAR COMPANY 


43-01 22nd Street, Long Island City, N. Y. 








SALESMEN WANTED 


SALESMAN: EASTERN NEW YORK STATE, 
NORTH NEW JERSEY, CONNECTICUT 


A 


Address: Box No. 970, BOOT and SHOE RECORDER, Chestnut and Séth Streets, Philadelphia 39, Pa. 


SALESMAN — PENNSYLVANIA TERRITORY 


Old established manufacturer of women's and growing girl's Goodyear welt sport shoes with 
large instock department featuring fast selling styles in popular price field @ Salesman familiar 
with state of Pennsylvania calling on independent retailers, who has traveled in this territory 
for jobbers or manufacturers @ This is a fine opportunity for right man 


Reply to Box 974, BOOT and SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna 














To carry line of Children's Pre-Welts and 
Cements, Luther Brand, Stock and Make Ups; 
Commission basis. an be carried with 
non-conflicting Line. Established territories Get Best In-Stock 
Kentucky, Illinois, Missouri, Minnesota, lowa va P R ea 
and Nebraska. Reply, with references . phe fe — a 
THE KEPNER SCOTT SHOE CO., INC. A Man 
Orwigsburg, Pa. and Quality feature hat 


SALESMEN WANTED | | OOKING FOR SOMETHING? 








OPPORTUNITY! caumbenion Senls, Benerledeed men 
We have several openings for side line rep- nly, write now in full nfidence 
resentatives for our wonderful line of open- 


stock, in-stock low priced Juvenile Footwear WELL BUILT SHOE COMPANY 


All open territories are well established 








Are you thinking of making a change, be 
mergers, price and style have taken 
lo elling Would you like sell 
ility, principle and service in a terri 

y where ou can build your own tuture? 

Openings in established  territoric nd 

outline of experience to Box 916, Boot and 
Recorder, Chestnut & 6th Streets, 

Philadelphia 1 





6% cummission, plus bonus. Write: Milford, Massachusetts 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt S#., Baltimore 1, Md. 














LDEN OPPORTUNITY FOR 





SALESMEN WANTED 


Carry Ten Infant Soft and Hard Bole ' 
STOCKED t 


Oe 
» retall $1.60 to $1.95. WHITE WASH 
ABLE ELK, tine qualit p 1 shoemaking, attrac 


lively boxed IAberal commissions opening orders 
ers, State territory d Ie 


ame on tail esired 
ndable manufacture canmissions paid prompt 





Correspondence confidential 
Reply to Box 893, BOOT and SHOE RECORDER 
1221 Locust Street, St. Louis, Missouri 


H"} 


SHOE SALESMAN os. Weems o 
Wanted by Manufacturer 


Of Nationally advertised fine line of baby soft 

soles, first steps and walkers. Includes strong 
Spring and Summer sellers. Ideal sideline 
Attractive commission. Reply with references 

Reply to Box $42, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadetphia 39, Pa y Ke 

4 ‘ 1 ) 


I W ( 














CLASSIFIED 
ADVERTISING RATES 


UNDISPLAYED 


20¢ a word 
Minimum (18 words). .$3.60 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 


Maximum, 46 words to the 
inch. All material must be in 
our office 20 days prior to 
publication date. 
NOTICE: 

Classified Advertising 

is payable in advance 





ORDER BLANK 


BOOT AND SHOE RECORDER 
Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


Here is my want-ad: 


Name (please print) ..... 


et oder nine acaba dens City State 
Enclosed is Check (] 
Please check if box No. is Wanted (-] Money Order () 
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Sam J. Bryant Assigned 
To Peters Division Territory 


St. Louis 
resentative 


Sam J. Bryant, sales rep- 
for Peters division of In- 
Shoe Company, has been 
territory in southern IIli- 
nois. The appointment was announced 
by C. R. Smock, northwest area sales 
manager for Peters women’s and ju- 
venile lines. 


ternational] 
assigned a 


SAM J. BRYANT 


Mr. Bryant 


who ha 


re place 1 S 


McCabe, 


been transferred to a Peters 
outheast division territory. 

A graduate of the International Shoe 
Mr. 
temporary 
retail 


Company sales training course, 


Bryant ha 
basi 


traveled on a 


in lowa. A former hoe de 


partment salesman for Famous-Barr 


Company in St 
Velvet 
Bird, 


headquartet 


Louis, he will carry 
Smart Maid, Weather 
Happy Hiker brand Hi 


will be in St 


Ste p, 
and 


Loui 


Chippewa Off to Intensive 


Boot Drive for Sportsmen 
MIN» 


whose 
word-of-mouth 
and lumbermen fifty-odd year 
launched a new and intensive 
promotion campaign aimed at the 


MINNEAPOLI 
Shee 


were 


Chippewa 
calked boot 
among 


Company, 
old by 
loyper 
ago, ha 
sales 
growing American market of boot 
uburbanites and sportsmen. 
The Chippewa Falls, Wisconsin, firm, 
a major producer of quality boots and 
work 


wearing 


shoes, has planned the new ad 
vertising and merchandising campaign 
with heavy emphasis on dealer promo 
tional aid 
The program 

an advertisement 
of the 

aimed at 


opened recently with 
in Sports Illustrated 
“Suburban” boot, 
magazine’s audience of 
sportsmen 
advertising ji 
Afield and Field 
in addition to the continuing 
Illustrated campaign. 

To take full the na 


tional magazine advertising, dealer-aid 


Chippewa 
that 
higher-income Subsequent 
cheduled for 
and Stream, 
Sports 


national 
Sports 


advantage of 


packages are planned, with cover pre 
prints blow-ups of the advertise 
ments, carton stickers and ad mats for 
local use—all related to the national ad 

Other point-of-purchase mate 
for will include 


and 


series 


rials dealet counter 


158 


cards, a newly-designed catalog and a 
new boot-care booklet. 

The campaign is being executed for 
the Chippewa Shoe Company by Kerker 
Peterson Hixon Hayes, Inc., Minneapo- 
lis advertising and marketing agency. 
Chiropody Research Papers 
Win Irving Drew Grants 

WASHINGTON, D. C. The chairman 
on the committee on research, National 
Association of Chiropodists, announced 
the selection of the winning student 
papers and faculty supervisors under 
whom they were produced, in the orig- 
inal research projects contest sponsored 
annually by the Irving Drew Shoe Com- 
pany of Lancaster. 

Entries were received from four col- 
leges of chiropody. The following were 
selected to initial grants, rep- 
resenting one-half the total award, of 
$200 each to two students, and of $100 
total award to each of their respective 
faculty supervisors: 

Stuart B. Schwartz, 
Ohio College of Chiropody at Cleve 
land, conducted his work under Dr. D. 
D. Dressler on “The Longitudinal! Axis 
of the Conventional Shoe.” 

Peggie R. Heard, senior at the Cali 
foria College of Chiropody at San Fran 
under Dr. Leo N. Liss, sub 
mitted “A Dimensional Study of the 
Feet of Children in the Seven to 
Kighteen-Month Age Group.” 


receive 


senior at the 


CISCO, 


Leaves International Shoe 


St. Louis 


cently 


Kd Sinsheimer retired re 
from the force of Inter 
national Shoe Company, Great North 
ern division, after having been with the 
firm for 17 


sales 


His career includes 
14 years of for Sinbac 
Shoe Company, Chicago, and Freeman 
Shoe Corporation, Beloit, Wis., in addi 
tion to International. 


years 


shoes, 


selling 





Allure Shoes Names Gilbert 
To Its West Coast Territory 


William Gilbert of Los Angeles, who has 
just been appointed West Coast repre- 
sentative of Allure Shoe Corporation, 
Miami, Fla. Mr. Gilbert was formerly 
merchandise manager at Bullock's Los 
Angeles and Livingston's, Youngstown, 
O., and, more recently, was associated 
with Sun-Cal, of Los Angeles. 





WANTED TO PURCHASE 








TOPPS PAYS THE TOPS 


We retail our shoes and can pay top 
dollar for men’s, women’s and chil- 
dren's shoes. Complete shoe stores con- 
sidered. 

TOPPS SHOE STORE 

4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 














MERCHANTS’ NEEDS 








Mats AND Yeas 


FOR YOUR, 
NEWSPAPER, ADVERTISING 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 


W orld’s largest advertising 
service organization 
342 Madison Ave. 
New York City 











Endicott Johnson Promotes 
EnpicotT, N. Y. 


executives at 


Several produc- 
Endicott 


advanced to 


tion Johnson 
Corporation have 


new positions following the recent shift 


been 


in top management. 

Ira R. Knapp has 
general manager of the 
Binghamton division, a 
cated by Frank A. 
became president and general manager. 

John F. Madden has been named as- 
sistant general manager of the divi- 
sion. Mr. Knapp and Mr. Madden for- 
merly shared this responsibility. Both 
been with the company many 
years—Mr. Knapp since 1921 and Mr. 
Madden before World War I. 

Olin 
tendent 


been 
Johnson City, 
va- 


appointed 


position 


Johnson when he 


have 


Cochrane, formerly superin- 
of the Fine Welt Factory, has 
been appointed general manager of 
Endicott West Endicott 
sembly plants. 

Ralph Fedder, assistant superin- 
tendent of the Fine Welt plant, has 
been named superintendent to succeed 
Mr. Cochrane. 


shoe as- 


and 


Boot and Shoe Recorder 














WANTED TO PURCHASE | WANTED TO PURCHASE WANTED TO PURCHASE 


lL 


| s FOR CASH | | 


¢ Quality Shoes ¢ Complete Stores 
dv CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity . . . Any Timel 

















W|Mdéééd@4BARIS BUYS for CASH 


Quick decision on your offers of discontinued and 
isa A R | S$ surplus men's, women's and children's shoes. 
. Also complete stores considered 
map itl Jobs in Fine Shoes From Fine Sources Since 1931 


\ 79-81 Reade St. - New York 7, WY. ° Tel: WOrth 2-5180 


wee 












Vp itis 
Li Ve 











For Quick Action, 
Write, Wire or Phone 


SS SSCS MSi 8)! oti Bees 


Ot eSeSi tert isesnses 





WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. i., N. Y. = 
Max L. Meltzer, Pres. Ivanhoe 1-9830 a 
+1 








CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE ‘32 5 
“WHILE IN TOWN SEE WEIL" = 



































CLOSE OUTS for 
WE BUY "COMPLETE SHOE STOCKS c pong 
— LEASES ASSUMED a 4 dies ai - 
collect YOUR NAME PROTECTED % | 4 oo 
B. & R. SHOE CORP. H || * complete stores 
74 READE STREET 
NEW YORK 7, N. Y. Ben LaMonica BROITMAN- 
WOrth 2-6358 Ralph Vogel GAFFIN SHOES 
inc. ¢ BE 3-7290 
146 DUANE ST., N. ¥. C. 
MORRIS BAYROFF CASH PAID FOR 
formerly with Mek Shoe Co. SHOE STORES 
157 DUANE ST., N.Y.C. Cee eat to OTs 
sistent Rte, 24247 lage cg ARRONSON 
Comptote Stores & Closeouts 101 DUANE ST. wit York 7, N. Y. PA YS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 














TOP DOLLAR! MY HOBBY 1008 SANDS Mee ranen 
FOR YOUR ODDS AND ENDS, CLOSEOUTS Buying, Selling Shoes for 37 years ASES ASSUMED PERA 
OR COMPLETE STOCKS CASH TOP PRICES NOTHING TOO LARGE OR TOO SMALL 
EDDY SHOE COMPANY For Discontinued Stocks 
‘aad ALWAYS RELIABLE HARRY HESS George J. Arronson Associates 
abode vane, 6, Oe 76 Reade Street New York 7, N. Y. 157 DUANE ST., NEW YORK, N. Y. 
ee See Telephone: WOrth 2-8961 Beekman 3-767! RECTOR 2-4170-4171 




















CASH 
PRICES 















Come over quick! 
My slow moving 


‘| WE BUY 


Your BRANDED 





stock is SURPLUS SHOES 
making bie CANCELLATIONS and DISCONTINUED 
E COMPLETE STORES 
CALL “UNCLE” a aes ae SURPLUS STOCK 
LOUIS women’s and children’s shoes, Write or Phone 


ine ~Joolwear FOR OVER 41 YEARS WAlnut 5-2062 


For the answer—phone or write 











pap Be ge Uk (dda me | | CAMITTA SHOE CO. 
formerly with s"CAMITTA & SONS 1235 Washington St. Lovis 3, Mo 120 No. 4th St. Phila. 6, Pa. 
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Vyt re 
TREADS 


Ash 


“a Welleo's “xs lusive 


jeweled tote box 





CHICAGO 








Kipskin with a solidity—snuffed 
oe expert care—finished to 
rich sheen adds up to 


Br hy 





ARMOUR LEATHER CO. 








BOSTON NEW YORK 








Sales Rise, Says Editor, When ‘Desire’ Replaces ‘Need’ 


Vi IppLEBORO MA When men are out the promotion of “art and engineet 
made to change their idea that sho ing’”’ in men’s shoe that is styling and 
like old wine and old cheese, grow bet functional performance. 
ter with age, men will start buying Yesterday’s economy was based on 
and consuming more hoe That wa need-buying, but today is based on de 
the theme of a talk given by William ire-buying. Desire buying is what stim 
\. Rossi, field editor of BooT AND SHot ilate extra palrage in hoes. Other 
KeCORDER, before a national sales meet items such as power tools, sport cloth- 
ing of the Plymouth Shoe Compan ing, sporting equipment, have stimu 
here ted men’s buy-interest have resulted 

Back in the Twentis with an econ n real sales growth fo) wh product 

my one-fourth the ze of today’ There has been no comparable stimu 
men’s per capita shoe consumption was lations in the men hoe field to attra 
1) per cent greater than it 1 today; nore pending its way. 
and in the Depression Thirties it wa Mr. Rossi suggested that the men’ 
» per cent greater. In the past decade hoe industry work as a team, with an 
e've een a steady decline in per organized program, to build greate: 
ipita consumption of men’ hoe interest in men’s footwear, “and to 
nd an almost static condition of men’s create a desire-buying psychology re 
hoe production and retail sales—be- garding men’s shoes.” Today, men’s 
ause men feel they can wear the same hoe business is being built primarily 
tye hoes, no matter what the year, by drawing sales away from competi- 
and still be in style, said Mr. Rossi. tor But meanwhile the over-all mar 
thing is yoing to change in men’ ket continues to shrink In the long 

‘ ile intil the idea of style obso run, this is going to work to the detri 

ence becomes a dominant factor, he ment of even the “successful” men’ 

1. The men’s field is the only branch hoe firms, he declared. 

! th industry where the prod ict 
irded as a year-round ijitem—where ‘ ‘ “ 
the same pair of shoes can be worn in Selling in Northern Area 
any season and for any occasion and L.A CROSSE, WIs. Ora M. Ready, 
th any costume who has been in the shoe busine in 
Dramatized elling and merechandi hi own building here for the past 50 


ng has yet to come into its own in the’ years, and his colleague, Lyle R. Kundy, 
men’s field. For example, he pointed announced they are now representing 





. Time after Time, 


Dao can denon on. 4 
IRVING 


Janning CC. 










“FINE UPPER LEATHERS AND SPLITS 
UNIQUE -IRVANA 

Ast tie LUXTAN + ONYX 

Tl UNIGLOVE « FEATHER LEATHER 


134-140 BEACH STREET, BOSTON 11, MASS. 
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ORA M. READY LYLE R. KUNDY 


the Wisconsin, lowa, and Minnesota 
Territory for the Gardiner Shoe Com 
pany, Inc., of Gardiner, Mass., and the 
Bender Shoe Company, Somerset, Pa. 


Publication Runs Story About 
International’s H. R. Rand 


St. Lours—Henry H. Rand, presi 
dent of International Shoe Company, 
was the subject of a special feature 
tory in the March issue of St. Low 
Commerce, published by the Chambe1 
of Commerce of Metropolitan St. Loui 

The article points out that Mr. Rand 
is a second generation shoemaker and 
the third president of his company to 
bear the family name. Mr. Rand said 
in the feature story that shoe produc 
tion should show an upturn in 1957 
and will quite likely be the first year 
during which the industry will pro 
duce more than 600 million pairs 
“Competition for the consumer’s dollar 
will continue to be very keen and shoe 
retailers, as well as manufacturer, 
must be alert and aggressive in order 
to get their full share of the market, 
he stated. 


Textileather Man Moves 


TOLEDO K. E. Post, associated with 
the Textileather division of The Gen 
eral Tire & Rubber Company as sales 
consultant on styling and merchandis 
ing to the New England shoe industry, 
has moved his offices to 107 South 
Street, Boston. His office formerly was 
at 16 Proctor Street, Salem, Mass. 
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The right machinery, in good condition, making. Others are skilled in patterns. 
is only one of the requirements for quality There are also specialists in factory layouts 
shoemaking. and production control. They will bring you 
The adjustment of each machine, the op- a new viewpoint and their recommenda- 
erator’s handling of each shoe, the selection tions can be worth many times the charge. 
of materials and many more factors com- These men have improved. quality and be 
bine to produce the best in shoes. lowered costs in other factories. Why not 
United has men who specialize in shoe- try them in yours? 


Ask your GA branch office for details on United’s shoe manufacturing services. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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the most talked about 
textured leather 


for fall 
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Season After Season 


Gerberich Dealers 


Count on 
These 


Star Performers 

















DEPENDABILITY" best describes the per- 


formance that these two lines are turning in for 
Gerberich Dealers everywhere! With each new 
season Gerberich and Gee Pees manage to 
come up with the real hot styles every youngster 
wants today. And for 38 years American 
parents have recognized Gerberich's quality as 
the best quality procurable. This dependability 
has become a firm base upon which Gerberich 
Dealers continue to build increasing sales 
volume and sound futures for themselves. 


Gerberich and Gee Pees are in-stock and are nationally 
advertised in Boys’ Life and Parents Magazine. 


B® YOUTHS § 8'/2~-12-3 
SELL Boys 1-6 IN STOCK TO GERBERICH DEALERS 


ALL 3 7 BIG BOYS 62-11 


GERBERICH 
THE FINEST NAME IN BOYS’ SHOES 


NEw vorK LOS ANGELES PHILADELPHIA | IN CANADA 





